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RECONSTRUCTION WORK 
ENGROSSES INTEREST 


Fire Company Officials Feel They 
Are Now on Very Sub- 
stantial Basis 


. 


WAR STUFF CULLED OUT 


Underwriters Have Carefully Gone 
Over Their Lines and War Busi- 
ness Since Autumn 


NEW YORK, June 4.—Fire under- 
writers in the east are facing some very 
serious problems these days. The re- 
adjustment period is bringing impor- 
tant changes to all phases of business 
life here, and each change has its in- 
fluence, direct or indirect, upon the fire 
business. The great rush of war work 
is over, and things are gradually sift- 
ing down to a normal basis. Nearly 
every industrial plant in the east was 


vitally affected by the war, and for the 
time turned its attention to the pro- 
duction of war munitions or supplies. 
The ability of these concerns to get 
back into the running again is being 
closely observed by fire insurance 
officials. 
Dupont Powder Plant 


As a general thing the big munition 
producers are not causing the com- 
panies any concern. For instance, the 
Dupont Powder Company is entirely 
able to make use of its properties hastily 
constructed for war purposes. This 
company carried a line of $15,000,000 
property damage, and $15,000,000 use 
and occupancy insurance upon its va- 
rious properties. There was a stipula- 
tion in the general form to the effect 
that the companies were not liable for 
any loss under the $20,000. Thus the 
minor fires were eliminated, and al- 
though there were numerous losses re- 
ported from the company’s many plants 
the line proved to be a profitable one. 
The Dupont Company is organizing the 
General Chemical Company for the pur- 
pose of manufacturing dyes and chem- 
icals. This will make use of the ma- 
jority of the company’s buildings which 
have been used for storing and manu- 
facturing powder and gun cotton. In 
nearly every case the buildings used 
by the Dupont people, and those pro- 
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Capital Assets 
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Fidelity & Surety Bonds oa Rois 
Plate Glass, Burglary Helena 
Health & Accident Dallas _ 
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AUTOMOBILE AGENTS WANTED—Licensed in Neb., Iowa, 
Kansas, Mo., Texas, Utah, Mont., Calif., N. Dak., Minn., S. Dak., Mich. 


LION BONDING & SURETY CO. 


HOME OFFICE: OMAHA, NEBRASKA 














MAKING BIG EFFORT 
TO KEEP BUSINESS 


Unusual Conditions in East During 
War Brought Immense In- 
crease in Premiums 


VOLUME GOING OFF BOOKS 


Many Agents Resigned to Fate—Are 
Not Alive to Opportunities Offered 
by the Sidelines 


BY FRANK W. BLAND 

NEW YORK, June 3.—In the east 
a tremendous effort is being made by 
the fire companies to keep the 1919 pre- 
mium receipts as near last year’s fig- 
ures as possible. All up and down 
the Atlantic Coast conditions have been 
most unusual during the period of the 
war. So far as the United States is 
concerned, it might be said that the 
war was fought in the east. At least 
it is true that the great bulk of war 
supplies and munitions were manufac- 


tured east of the Alleghanies, and the 
heavy demands made upon the eastern 
industrial concerns produced a state of 
affairs that meant an unprecedented 
jump in premiums for the fire compa- 
nies. 


Big War Industries Near Philadelphia 


The situation in the territory sur- 
rounding Philadelphia is perhaps typ- 
ical. No less than eleven big shipyards 
are situated within a few miles of Phila- 
delphia. All have been going at top 
speed, and their development has 
brought into the territory tributary to 
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~ Net Surplus .......... . . 7,506,412 





Total Assets . . . . . $19,706,197 


Philadelphia, thousands of new work- 
ers. Big lines were written on the high 
values at the shipyards. The great 
Eddystone munition plant is situated 
a few miles south of Philadelphia. 
Here were built 27 frame sheds for the 
storage of shells, the contents of each 
being valued at $300,000. The sheds 
were located 300 feet apart, and the 
companies wrote this business, provid- 
ing full coverage, at a rate of five per- 
cent. Another example of choice busi- 
ness is found in the lines written on 
the Baldwin Locomotive Works. In 
the early stages of the war, this fac- 
tory secured an order from the Rus- 
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CHANGES IN THE FIELD 

















HEADS SERVICE DEPARTMENT 





W. H. Riker Called to Western Office 
of North America to Help 
Agents Get Business 





W. H. Riker has been advanced by 
the North America from the Indiana 
state agency to the superintendency of 
the newly established service depart- 
ment in the western office of the com- 
pany. His work will be to help agents 
in the field on the newer forms of in- 
surance, big lines and spécial risks. 
His duties will be broader than those 
usually performed by an executive spe- 
cial agent. 

In Indiana Mr. Riker will be suc- 
ceeded by Herbert L. Barr, now south- 
ern Ohio special agent, and previously 
a special agent in Illinois. Mr. Barr 
began insurance work in the Brosseau- 
Moisant Agency at Kankakee, IIl., and 
has made good in the field. 

Mr. Riker’s promotion is well de- 
served. He has been an excellent field 
man and has shown particular apti- 
tude for the work of the new depart- 
ment he will establish. He has a fine 
personality and is full of ginger. He 
served as chairman of the Indiana 
Conservation Association during the 
war. 





W. Jj. Gilsdorf 


William J. Gilsdorf of Columbus, 
Ohio, state agent of the Scottish Union 
& National, has resigned and will go 
sig! the local agency business in Cleve- 
and. 





I. E. Riedinger 


_ LE, Riedinger of Alliance, Ohio, who 
is resigning as special agent for the 
Commercial Union and its allied com- 
panies, has been appointed state agent 
of the Reliance in Ohio and Kentucky. 
He will assume his new duties about 
June 15. 





W. P. Huffman 


W. P. Huffman of Memphis, Tenn., 
has been appointed state agent of the 
Milwaukee Mechanics in Tennessee and 
Arkansas, with headquarters at Mem- 
phis. Mr. Huffman was formerly con- 
nected with the W. L. Nelson Company, 
general agents at Memphis, and has had 
an extended field experience. 





Two Kansas Veterans Retiring 


THEODORE GARDNER’S CAREER 





Veteran State Agent of the National 
in Kansas Been 32 Years With 
_ Company 





Theodore Gardner, the veteran Kan- 
sas state agent of the National of Hart- 
ford, a member of the firm of Theo- 
dore and W. L. Gardner, state agents, 
is retiring from field service after be- 
ing associated with the National in 
Kansas for 32 years. Mr. Gardner is 
the oldest employe in the service of 
the western department of the Na- 
tional in point of continuous employ- 
ment. He assumed his field duties 
Feb. 5, 1887. On the first of January 
the following year Fred S. James be- 
came the western general agent, he 
having been western general agent of 
the Washington Fire & Marine which 
was taken over by the National. 


Appointed by Judge Nichols 


Judge James Nichols, president of 
the National, had been on a Pacific 
Coast trip and on his return home he 
stopped over at Lawrence, Kan., to in- 
terview A. L. Selig, state agent of the 
New York Underwriters, who was a 
brother-in-law of Mr. Gardner. The 
special agent of the National died and 
Judge Nichols was anxious to get a 
successor. He thought Mr. Selig 
might help him out in some way. The 
upshot of it was that Mr. Selig recom- 
mended Mr. Gardner who was con- 
nected with a local agency in Law- 
rence, Mr. Selig assuring the Judge of 
Mr. Gardner’s ability and exemplary 
character. Judge Nichols employed 
Mr. Gardner at once. He made good 
in a short time, resulting in a close 
connection between him and the com- 
pany. 

Veteran of Civil War 


Mr. Gardner is one of the old timers 
in Kansas, having resided in that state 
since 1857. He served in the Civil War, 
being connected with the First Kan- 
sas Battery, retiring as a sergeant. A 
few years ago Mr. Gardner wrote the 
history of this famous battery, which 
is now in the archives of the Kansas 
Historical Society. Just last week Mr. 
Gardner was elected department com- 
mander of the Grand Army of the Re- 
public in Kansas. 

When Mr. Gardner took hold of the 





National in Kansas its annual premium 
receipts were $10,706. Last year the 
National took out of that state up- 
wards of $1,000,000. Mr. Gardner’s 
work has been of a high order. He 
has labored in an agricultural state, 
and therefore has had to develop his 
business by an accumulation of com- 
paratively small premiums. But by 
indefatigible effort, diplomacy, hard 
work and conscientious endeavor he 





THEODORE GARDNER 


Retiring Kansas State Agent, National 
of Hartford 


has built up a most substantial income 
for the National in Kansas. He is a 
man of splendid character who is 
highly esteemed throughout the state 
of Kansas. He has helped many an 
agent and field man along the way. 
Mr. Gardner can look back over a pe- 


j}riod of usefulness and service to his 


business, country and community that 
must bring to him a feeling of utmost 
satisfaction. 


Wilbur Gardner at Helm 


General Agent Fred S. James has 
been associated with Mr. Gardner dur- 
ing all these years and the Kansas 
state agent has always been held in 
the highest regard by his chief. Mr. 
Gardner kept the headquarters of the 
state agency at Lawrence until the 
National reinsured the Shawnee Fire 





when the office was moved to Topeka, 
Mr. Gardner retaining his residence in 
Lawrence and going back and forth to 
his post. The state agency will now 
go to Wilbur L. Gardner, the son, who 
has an admirable training and has 
demonstrated his fitness for field work 
in many ways. Wilbur Gardner went 
from the University of Kansas to the 
western department office of the Na- 
tional where he had training of five 
years. He assisted his father as spe- 
cial agent and then became a manager 
and underwriter for the Osage Fire of 
Topeka, which later reinsured in the 
National. This resulted in Wilbur 
Gardner returning to the National and 
becoming joint state agent in Kansas 
with his father. The fact that the Na- 
tional has built up a very productive 
and profitable plant in Kansas is due 
largely to the efforts of the Gardners 
and the popularity of the National in 
that territory. 





VAN VALKENBURG RETIRING 





Kansas State Agent of the Liverpool 
& London & Globe, Has Long 
Been Leading Worker 





M. W. Van Valkenburg of Kansas 
City, Mo., state agent of the Liverpool 
& London & Globe in Kansas, is retir- 
ing from active service and is suc- 
ceeded by O. W. Doling, special agent 
who has been assisting Mr. Van Val- 
kenburg for five years. Mr. Van Val- 
kenburg has always been regarded as 
one of the towering figures in the fire 
insurance field fraternity of Kansas, 

In 1911 he was elected president of 
the Fire Underwriters Association of 
the Northwest and in the following 
year presented a program that attracted 
particular attention. It was at this 
convention that L. H. Stubbs, now a 
prominent local agent of Cedar Rapids, 
Ia., but at that time one of the leaders 
at St. Joseph, Mo., was “discovered.” 
Mr. Stubbs had one of the most 
unique, humorous and versatile papers 
ever given before that body. It 
brought him into immediate fame as a 
public speaker and wit. Mr. Van 
Valkenburg has been a _ conspicuous 
member of the Blue Goose since it 
was organized and served as_ most 
loyal gander of the Missouri-Kansas 
pond. 

Built Up Fine Business 


Mr. Van Valkenburg has built up a 
splendid business for his company in 





Kansas. He is looked up to by the 
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agents aS a wise counsellor and a man ’ 
of splendid poise. In the old days 


when Kansas was in the making he was 
one of the wheel-horses that brought 
the state in good order. | 

Mr. Van Valkenburg went with the 
Liverpol & London & Globe July 1, 
1889. His field at that time was Mis- | 
souri, Kansas, South Dakota, Ne- 








M. W. VAN VALKENBURG 


Retiring Kansas State Agent Liverpool 
& London & Globe 


braska, Oklahoma and Indian Terri- 
tory. Gradually, as the company pre- 
mium income and plant increased, his 
field was contracted until he had Kan- 
sas alone. 





C. A. Lyons 

C. A. Lyons has been transferred to 
the Michigan field of the New Hamp- 
shire as special agent to assist Special 
Agent L. B. James of Hillsdale, Mich. 
Mr. Lyons had three years’ experience 
in the New York City department for 
the New Hampshire and in all has been 
connected with the company for about 
12 years. Mr. Lyons will make his 
headquarters in Hillsdale. Since the 
Tesignation of General Agent George 
K. March, Mr. James has been the 
senior field man in Michigan for the 
New Hampshire and will continue in 
that capacity. 


Ben P. Tinsley 

Ben P. Tinsley, now with the Ohio 
Inspection Bureau at Columbus, suc- 
ceeds Martin Vold, Jr., as special agent 
of the Hartford with headquarters at 
Columbus. Mr. Tinsley started in the 
business with the Cincinnati Fire Pre- 
vention Bureau, has had a good ex- 
perience, and will make an excellent 
field man. 


North British Conference 
_L. Sinclair, foreign fire manager of the 
North British, and C. F. Shallcross, the 
hew United States manager of the com- 
pany, are in Chicago this week. They 
met the Pennsylvania Fire people Wed- 
Resday, when a half-dozen field men came 
in to attend the dinner. 
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F. M. CRISWOLD’S TALK 
ADDRESS BEFORE EXAMINERS 
Veteran Home Man Tells Qualities of 


Good Inspector, Citing Examples 
from Long Experience 





F. M. Griswold, general inspector of 
the Home, gave a talk before the As- 
sociation of Fire Insurance Examiners 
of Chicago last week, upon the value of 
inspections. Mr. Griswold has been in 
fire insurance work for 54 years, 45 of 
which has been spent with the Home. 
He has made a special study of fire 
protection and prevention and is un- 
usually well informed. 

Mr. Griswold said that the good in- 
spector must be of an inquisitive turn 
of mind and be able to retain what he 
sees. He must be a*thorough student. 
Most important of all, he must be pos- 
sessed of the ability to impart to others 
the knowledge that he acquires about 
a risk. It is an unfortunate fact that 
many who are able to ferret out the 
weak points in a risk or to discover the 
features that make for good protection 
are unable to pass on to others in an 
understandable way what they have 
seen, 


Must Have Proper Attitude 


A mistake frequently made by inspec- 
tors, Mr. Griswold said, is that they 
approach property owners with the 
wrong attitude. A fire insurance in- 
spector, Mr. Griswold said, cannot de- 
mand reforms and improvements. A 
man’s house is his castle. He does not 
like to be told what he must do. The 
better way is to first get the permis- 
sion of the assured to make the inspec- 
tion and after going the rounds, report 
what has been discovered. It is always 
best to talk over the situation frankly 
with the assured rather than to cancel 
the line through the agent without first 
giving the owner at least an intimation 
of the intention to cancel. 

In talking over the risk with the 
owner it is possible to develop the con- 
versation in such a manner that after a 
full report has been given, the assured 
makes the suggestions for changes. In 
other words, the clever inspector will 
simply plant the seed that prompts ac- 
tion on the part of the assured. The 
inspector is after results, and they can 
be obtained more quickly by having the 
assured suggest improvements instead 
of making demands. 


Underwriting Features 


as 
At the conclusion of his talk, Mr. 
Griswold discussed the principal under- 
writing features in connection with rub- 
ber plants, starch factories, coal grind- 
ing mills, wax paper factories, glass 
factories and cereal mills. He said that 
under any circumstances cooperative 
plants are to be avoided. This even 
applies to cooperative grocery stores. 
He said that in concerns of this kind 
there is no responsible skilled. head in 
charge. The experience on these con- 
cerns has always been poor. He also 
cautioned against liberal underwriting 
in concerns equipped with dry sprinkler 
systems that are put into operation in 
the summer months. Interchanging 
equipment is dangerous. The dual pur- 
pose system is always to be avoided. 
The human element plays too impor- 
tant a part. The effective operation of 
the system depends upon a watchman 
shutting off the water in the winter time 
and putting the system into effect dur- 
ing the summer months. This may 
work out well for several years, but 
some day the watchman forgets to shut 
off or turn on the valve and when the 
fire comes, the sprinkler system fails 
to work. 


MAKING BIG EFFORT 
TO KEEP BUSINESS 


(CONTINUED FROM PAGE 1) 


sian Government for 200 locomotives, 
but by the time the order was com- 








pleted, the Russian Government had 
become very unstable, and awaiting 
conclusions, the locomotives were 
stored in the open, near the Baldwin 
plant. They were fully covered by fire 
insurance. 

Big Dupont Order 


Again, one day there came to the 
Walnut street insurance district a 


request from the Dupont Powder inter- 


ests at Wilmington, Dela., for $15,000,- 
000 of fire insurance, covering the com- 
pany’s properties in the east. The line 
was placed with very little delay. 

All of the goods that were manufac- 
tured in the east, were covered fully by 
insurance. Much of the material manu- 
factured was produced on order of the 
English government, and it was the 
policy of the purchaser to demand that 
full insurance be carried. This un- 
equaled industrial activity has meant 
thousands of dollars to the companies 
and agents in the east. Last year’s 
premium receipts reached a new high 
mark. This year the business is rap- 
idly going off the books, and the com- 
panies are now realizing that an 
aggressive campaign will have to be con- 
ducted by the field men in order to 
make a favorable showing this year. 
It is true that a number of plants which 
have cancelled big fire insurance lines 
have temporarily suspended operations, 
and are in the process of disposing of 
the remainder of government work, 
and preparing for production, on a 
normal pre-war basis. Back in full 
operation again concerns of this char- 
acter will, of course, want larger insur- 
ance lines. In addition, some indus- 
tries were partially or entirely put out 
of the running during the war. In east- 
ern Pennsylvania one of the big fac- 
tors in industrial life is the textile 
industry. This has been somewhat crip- 
pled during the war, and it will now 
resume heavier production. But the in- 
creased premiums from these sources 
will be insignificant compared to the 





big business that has gone and is go- 
ing off the books. 

What the companies are anticipating 
is well shown in the action of one of the 
companies which wrote a heavy volume 
of use and occupancy business during the 
war. This company has not established 
a@ very extensive agency plant in the 
east, but was able to get representation 
in many offices, because of its willing- 
ness to accept good sized use and occu- 
pancy lines during the time that there 
was a keen demand for this form of 
coverage. In renewing the policies the 
company has taken the position that the 
agent must secure half of the original 
amount in fire business, and the other 
half in use and occupancy. In other 
words, this company anticipates that the 
use and occupancy business will very 
shortly be cancelled, and is attempting 
to fortify its position by securing at 
least a portion of straight fire business. 

It seems that the field men in the east 
are perhaps not so alive as they might 
be to the opportunities for developing 
the side lines. There seems to be on 
the part of many field men an air of 
being resigned to their fate, and exhibit 
a rather mournful anticipation of the 
reduction that is to come in premiums 
this year. One drawback to an extensive 
development of the side lines, especially 
so far as the smaller towns in the east 
are concerned, is the fact that in many 
of the more moderate sized communities 
the local agencies are in the hands of 
older men. In eastern Pennsylvania, for 
example, an abnormally large number of 
lecal agents past the age of forty are 
to be found. It is somewhat difficult to 
instill in such men aggressive, modern 
selling ideas. They are not so quick to 
adjust themselves to new conditions. 


Development vs. Politics 


The competition that is daily becom- 
ing keener in the east is for the control 
of the bigger lines. This requires more 
or less political work on the part of a 
field man in influencing an agent to 
swing a bigger portion of business his 
way. The companies are bringing pres- 
sure to bear upon the field man, who in 
a number of cases seems to interpret 
the demand for more business as mean- 
ing that it is up to him to corral more 
of the outstanding business and not to 
attempt to develop at least on a large 
scale, the side line business. 
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*Surplus as regards Policyholders, $1,182,212.41 


Fire, Lightning, Automobile (Full Coverage in Combination Policy), 
Explosion, Hail, Marine, Profits and Commissions, Rents, Rental 
Values, Riot and Civil Commotion, Sprinkler Leakage, Use and 


LIBERAL CONTRACTS Guaranteed By Funds Amole to Meet Without Delay All 
Obligations, and Backed By a Complete Service Organization and By 
Management Well Known for Its Practice of Prompt and 
Equitable Adjustment and Payment of Losses 


An American Company, Established 90 Years, With an Unblemished Name 





Perpetual 





500,000.00* 


682,212.41* 


INSURANCE INTERESTED 
RAILROADS TO INSURE AGAIN 


Return of Steam Highways to Owners 
Will Open Great Properties 
for Coverage 


NEW YORK, JUNE 3.—Fire un- 
derwriters have a selfish as well as a 
general interest in the future opera- 
tion of the great railway sytsems of 
the country, which, according to the 
statements recently made by President 
Wilson, are to be returned to their re- 
spective owners at the close of the 
present year. The government is 
pledged to restore the properties in 
good condition, and under conditions 
that will make possible their success- 
ful operation. To insure this, legisla- 
tion by Congress is required, and just 
what form the legislation should take 
is a question that is puzzling states- 
men, railway officials, shippers and 
other patrons of the roads, but most 
of all the owners of the properties; 
which last named class includes in- 
surance companies, whose investments 
in railway securities aggregate millions 
of dollars. 


Business Placed With Syndicates 


A still further concern of the under- 
writers is the insurance upon the rail- 
road properties. Prior to the war the 
great percentage of the roads, insured 
both their rolling stock, and stationary 
property—including terminals, stations, 
storage depots, elevators and the like 
—with private companies; the business 
being placed, as a rule, by a limited 
number of big brokerage houses with 
either the eastern or western railway 
syndicates. 

With the assumption by the author- 
ities of control of the railways, insur- 
ance thereon was allowed to lapse; the 
government becoming responsible for all 
losses suffered through fire. A bureau 
of fire protection was formed, with 
Charles N. Rambo of Philadelphia a 
its head. Mr. Rambo resigned his 
connection some months ago to re- 
sume the management of the Mutual 
Fire of Philadelphia, a concern that 
specializes upon the insuring of rail- 
way hazards, and has upon its direc- 
torate a number of prominent railway 
officials. 


Small Schedules in Force Today 


While the great bulk of the railway 
business carried in the syndicate com- 
panies lapsed, the schedules of many 
of the smaller roads, which were not 
taken over by the government, were 
renewed, and continue in force today. 
It is assumed, though of course, the 
situation at present is too indefinite to 
permit of positive statement, that once 
the management of the large railway 
systems revert to their respective 
owners, the former practice of insur- 
ing in private corporations will be 
resumed. 


Big Meeting Looked for 


Nearly 200 local agents are expected 
to attend the annual meeting of the New 
York Association of Insurance Agents 
at Syracuse, June 10-11. The meeting 
promises to be one of the best held in 
recent years. Many field men of the 
state will be present. Syracuse is in 4 
fine central location, and there is talk 
of making it the permanent meeting 
place of the association. 


To Discontinue Salary Comparisons 


The Journal of Commerce states that 
one prominent fire company will discon- 
tinue its annual field men’s rally because 
the meeting has become an instrument 
for the purpose of increasing special 
agents’ salaries. It is felt by this com- 
pany that the comparison of salaries by 
the field men attending results in po 
harm and dissatisfaction than any 500 

















gained from the exchange of business 
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it proposition in the field. 

This is the Company that is setting the pace with 

4 term coverage for automobiles. 
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i Premiums since organization in 1916: 

: 1916 Premiums - - - - $24,777.00 
1917 Premiums - : - 77,834.00 

- 1918 Premiums - - 262,118.58 

m+ . Based on increase to April 

sy 1919 Premiums (isi, isi we i ) 750,000.00 

te 
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it- Arranging to enter other adjoining States. General Agencies with real agency plants. Better 

” get busy and connect with the most progressive Company in the game before it is too late. 
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ARSON BELT IN CHICAGO 


State Fire Marshal John G. Gamber 
of Illinois, in commenting on pernicious 
and incendiary losses in Chicago says 
that his office finds that the greatest 
moral hazard today, so far as any zone 
or section of the city is concerned, runs 
from 16th street south to 35th street. 
Here is a district where there is a con- 
flict between the old residents and ne- 
groes, and furthermore, many foreign- 
ers that are locating there, that come 
from southwestern Europe. Along 
some streets property values have been 
decreased by the incoming nergoes and 
the lower type of foreign labor. Mr. 
Gamber says that there is considerable 
vacant property in this district and 
buildings which the owners can not see 
at the former price asked. He feels 
that during this period of evolution in 
that section the suspicious fires will be 
numerous. He advises careful selection 
of risks in this region. 


xk * Ox 
HAIL PREMIUMS HEAVY 


Companies writing hail insurance find 
the premiums rolling in as never before. 
The hail premium volume will be 
greater than ever this year. While up 
to date the losses have been compara- 
tively light, the average will be struck 
later in the season. On many occasions 
the heaviest losses have come when 
wheat was ready to be harvested. Many 
companies found their total receipts up 
to the middle of May were as heavy as 
all the month the year before. 

x * > 
INCREASING ITS CAPITAL 


The Pioneer Fire of Chicago, which 
was organized about three years ago, 
is now increasing its capital to $200,000 
and its surplus to $300,000. Stock is 
now on the market and is selling well. 
The company is now doing a good 
business in Illinois having several 
agents in Chicago and throughout the 
state. 


* * 
CHURCH AND SCHOOL LOSSES 


Church and school losses are still on 
the rampage. They are not confined 
to any particular section of the country, 
so it would seem that the hazards at- 
tacking these classes are common every- 
where. Undoubtedly the great amount 
of soft coal and the poor quality of 
fuel has caused many chimney fires and 
consequent losses where there are 
shingle roofs. The increased equip- 
ment for social activities in these build- 
ings undoubtedly is a contributing haz- 
ard. The other day a large church was 





Wanted—Chief Accountant 


For large western fire insurance Home Office 
—man experienced in insurance accounting— 
good correspondent—man alert and tactful. 


Good opportunity for the right man. Address 55-S, 
care The National Underwriter. 
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burned at Holyoke, Mass., being the 
Second Congregational church, the loss 
being something like $200,000. Just 
within the last few days school losses 
are reported at Union City, Ind., Griggs- 
ville, Ia., and Marseilles, Ill., as well as 
other points. 
* * * 


R. E. Dixon has been appointed super- 
intendent of the automobile department 
of the Fire Association in the west. For 
seven years he was manager of the Na- 
tional Liberty’s western automobile de- 
partment and recently has been connected 
with the Bankers Automobile of Lincoln, 
Neb. 

we ake ake 

The accountants in the fire insurance 
offices of Chicago have formed an organi- 
zation known as the Fire Insurance Ac- 
countants Association. A committee was 
appointed to recommend officers to be 
elected at a meeting June 10. 

* *k & 

Elwyn Law has resumed his work as 
one of the underwriting supervisors in 
the western department of the Royal. 
When the war broke out Mr. Law joined 
Colonel Dawes engineer corps and went 
te France. Upon his return he recuper- 
ated in Florida for a few weeks, but is 
now back at his old position. 

* *K * 

R. D. Hobbs has returned to the West- 
ern Actuarial Bureau of Chicago after 
18 months in the service in France. Mr. 
Hobbs has charge of the rule books de- 
partment. 

* *K 

W. F. Jacobs, the Chicago local agent, 

is ill with pleuro-pneumonia. 


Plans for Mutual Meeting 


At the annual meeting of the National 
Association of Mutual Insurance Com- 
panies and the Mutual Insurance Federa- 
tion, to be held in Des Moines, Nov. 18-21, 
there will be conferences of the mill and 
elevator mutual secretaries, hardware 
mutual secretaries, lumber mutual secre- 
taries. There will be the annual meet- 
ing of the Iowa Tornado Association, a 
conference of automobile mutuals and 
conference of the hail mutuals. These 
meetings will be held the first day. There 
will be a general session of the National 
association the first evening. Wednesday 
will be devoted to the Federation and the 
farm mutual conference. Thursday will 
be devoted to a general session and Fri- 
day the business of the convention will 
be completed, 





COVERAGE IN DEMAND 


HEAVY WRITINGS REPORTED 





Companies Straining Facilities to Sup- 
ply Riot and Civil Commotion 
Insurance in Canada 





An enormous amount of riot and civil 
commotion insurance ‘is being written 
in Canada these days. Since the gen- 
eral strike was declared in Winnipeg, 
the idea has spread to other Canadian 
cities, large and small, until today Can- 
ada stands in terror of what the labor 
element is going to do next. As a con- 
sequence the demand for riot insurance 
has been almost beyond the capacity of 
the fire companies. Applications are be- 
ing written by the hundreds. Even in 
the nonmanufacturing towns where 
there is little or no possibility of trou- 
ble, there is a keen desire upon the 
part of employers to be safely pro- 
tected. 


American Companies Active 


A number of American companies 
have felt conditions to be inviting 
enough to enter Canada. Their facili- 
ties for this class of business have been 
eagerly sought. 

One of the American companies has 
shown considerable enterprise in get- 
ting strike business. The company en- 
tered Canada, established an agency at 
Winnipeg, and then the strike situation 
became menacing. Canada was cut off 
from the rest of the world, but this 
company sent its Minneapolis field man 
to Winnipeg to handle the situation, 
and come back into the United States 
every two or three days to report 
progress to the company and ask for 
any assistance desired. 


Paying High Rate 


Present conditions in Canada empha- 
size the wisdom of taking out riot, civil 
commotion and strike insurance dur- 
ing normal times. After a strike is in 
progress, the rate for this coverage is 
tripled, but in spite of this the business 
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20 yearsin this field — Dixit et Fecit— 
Offices with Joseph C. Knight & Co. 
Room 1568 Ins. Exchange, CHICAGO,ILL. Phone Wabash 3033 


hicago, Cook County and the Greater Metropolitan District. 
torate very properly gauges the expectancy of fire risks and 
intelligently anticipates events before they occur. 1 
this talent to companies, agents, brokers and the business public, 
herewith tendering counsel to all State Insurance Officials, Legislative and Municipal Committees and 
all those who formulate insurance laws designed for the public weal. 


GThe undersigned sells 


C. W. PIERCE 


Independent Inspector and Fire Prevention Counselor’ 
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WOLFLE, STEFFELIN & COMPANY 


WONDERFUL SERVICE 
ADAMS & LASALLE STS. 


RESIDENT MANAGERS 


THE FRANKLIN LIFE INSURANCE CO. 


GUARANTEED low cost Life Insurance issued by the strong, 
conservative Life Insurance Company, operating over 34 years 


WE RECOMMEND THE FRANKLIN LIFE 
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THE REISCH INDEMNITY COMPANY 


(A PARTNERSHIP) 
OF SPRINGFIELD, ILLINOIS 
Resources Exceed $4,000,000 
Chicago Office, 1560-1564 Insurance Exchange 


Dram-Shop Indemnity 








HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 














J. G. HUBBELL, Mgr. 











NATIONAL INSPECTION CO. 
INSPECTION OF HEAVY RISKS 


108 SO.LA SALLEST,. CHICAGO 





is being written on an unprecedented 
scale in Canada. Had Canadian labor 
employers realized the strike possibili. 
ties in Canada, they could have secured 
the protection at one-third of what it 
is now costing them. 


Provides Selling Argument 


A general strike paralyzing an entire 
city or town and seriously menacing 
property is possible in any industrial 
or manufacturing community. It is not 
possible to predict what is going to 
happen. The future movements of labor 
are especially uncertain. The necessity 
for riot, civil commotion and strike in- 
surance may come at any time. Present 
conditions in Canada may be effectively 
used by local agents in this country in 
presenting this form of indemnity. This 
coverage is not a war time necessity, 
the need for which has passed, but 
rather is a legitimate form of coverage 
that is essential and important and one 
for which there is a distinct place just 
at this time. 

It is stated that $70,000,000 of strike 
insurance has been written in western 
Canada. General strikes are expected 
daily in several Canadian cities. 


WILL DISCUSS SURCHARGE 





Prominent Insurance Officials Will 
Appear Before the State Commis- 
sioners Next Week 





NEW YORK, N. Y.—At the meeting 
of a special committee of insurance 
commissioners to consider the 10 per- 
cent surcharge to be held in this city 
June 9, the attitude of the fire insur- 
ance companies will be presented by 
Cc. A. Ludlum, vice-president, Home; 
Harry A. Smith, president of the Na- 
tional; Edward Milligan, president, 
Phoenix of Hartford; Frank Lock, 
United States, manager Atlas; James 
Wyper, vice-president, Hartford; James 
J. Hoey, vice-president, Continental; 
Sheldon Catlin, vice-president, North 
America, and P. D. McGregor, western 
manager, Queen. 


Death of O. J. Eggert 


BUFFALO, N. Y., June 4.—Former 
President Oliver J. Eggert of the Buf- 
falo died yesterday. The funeral will 
be Thursday. He was elected secretary 
of the company in 1874 and served in that 
capacity until August, 1898, when he was 
elected to the presidency. He retired in 
1907, but served as a director until his 
death. 





Home in West Indies 


The Home is establishing agencies at 
desirable points in the West Indies. 





FIELD MAN WANTED 
Field man to handle Central Western State 
for old established Fire Insurance’ Company. 
State in confidence, experience, ‘age, etc. 
Address 53-Q, care The National Under- 


writer. 











Hotel Dyckman 


MINNEAPOLIS, MINN. 
THE COMPLETE HOTEL 
Each of its 300 rooms is outside and has bath 
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fee ladies and 
gentlemen, al. 


so a Club Grill 








Exclusively European Plan—$1.50 and upesi@ 











Under the exclusive management of 
H. J. TREMAIN _Z 
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COMPANIES NOT LIABLE 
PREVIOUS DECISIONS SHOWN 
ane We 
Cannot Call on Fire Companies for 
Explosion Damages to Adjoining 
Property at Cedar Rapids 





Companies interested in the loss to 
the Douglas Starch Works at Cedar 
Rapids, la., are now being deluged 
with claims from owners of adjacent 
property damaged by the explosion. 
Property owners in the vicinity of the 
Douglas plant are asking for recovery 
on plate glass losses, broken chimneys, 
shattered walls, broken plaster, etc. 

The previous decisions clearly indi- 
cate that the companies will not have 
to pay any such claims. In this case 
the companies are not liable, as the 
policies were all written providing for 
no liability “(unless fire ensues and in 
that event, for the damage by fire 
only).” Where a fire in another build- 
ing causes an explosion and such ex- 
plosion causes damage to the insured’s 
building, in one of the most hotely 
contested cases of this kind (Miller vs. 
London & Lancashire Fire Insurance 
Company), the court ruled “It is quite 
manifest that there was no insurance 
against loss caused directly or indi- 
rectly by explosion. What is insisted 
is that the explosion, having been 
caused by fire, the destruction of the 
house by the explosion was the dam- 
age by fire. In other words, that we 
are to attribute the injury not to the 
immediate cause, but to the cause of 
that cause. While it is true where no 
conditions to the contrary are imposed, 
the insurer is liable for goods stolen 
during a reasonable attempt to remove 
them from a burning building, or dam- 
age by water in a reasonable attempt 
to extinguish the fire, the rule that to 
hold the insurer the fire must be the 


proximate cause of the loss remains. 
As was said by the court in an English 
case, ‘if that was not so and a ship 
was in the neighborhood of Vesuvius 
and was shaken by an explosion, that 
would be damage by fire. Somewhere 
we must cease in this class of cases to 
look for the cause of causes.” 


Decision Victory for Companies 


After many: years of litigation, the fire 
companies have won an important vic- 
tory by the decision of the supreme 
court of Louisiana in the case of New 
Orleans Railway & Light Co. vs. Aetna 
Insurance Co. The decision affirms that 
of the civil district court giving the 
plaintiff judgment for $163.83, which the 
defendant admitted it owed, whereas the 
plaintiff sought to recover $11,060.25. 

In this case the railway company sus- 
tained a loss to an electric generator 
‘and it was claimed that the loss was 
caused by fire originating in the genera- 
tor, while the company contended that 
the majority of the damage was due to 
an electrical current. 

The policy contained the electrical ex- 
emption clause, and after an exhaustive 
review of the case the court ruled: “It 
seems to be conceded that the defendant 
is liable only for such damage as may 
have resulted from fire, independently of 
electricity; and the defendant appears 
to concede that it is liable for such dam- 
age as may have resulted from fire, even 
though it may have been started or ig- 
nited by an electrical current or flame. 
The issue therefore is mainly of fact.” 


Want Rates Increased 


NEW YORK, June 4.—Because of the 
widespread agitation in industrial circles 
in Canada, companies writing riot and 
civil commotion in the Dominion favor 
increasing the present rates three-fold, 
holding the risk justifies such action. 





Expanding in South America 


The Atlas and the Liverpool & Lon- 
don & Globe have entered Brazil and 
Argentina for fire business, and will 
likely go into Chile as well. 
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What They: Are Talking About 
In Office and Field 




















_be a far more important insurance cus- 





panies said the other day that 
probably the biggest opportunity 
for field work today is in connection 
with farm business. With the growing 
values of farm property and the higher 
prices of farm products the farmer will 


A N official of one of the farm com- 


tomer than ever before. Farm products 
have almost doubled in price and some 
of them have increased even more. 
Farm buildings are more valuable. 
Farm implements are higher priced. 
The farmers are now purchasing auto- 
mobiles and they can be written on the 
term plan. Many farmers have trac- 
tors. The farm special agent, if he 
has the genius of salesmanship and 
knows the farm game, can make even 
more money than the recording special 
agent. If he has the stuff and will 
go to it there is a fine future for him. 


* * * 


The farm companies arrange to have 
commissions split where a_ special 
agent goes out with a local and gets 
new business. In this way the com- 
pany can keep an accurate gauge on 
what the farm special agent is doing 
in the way of getting new business. 
There is no way of actually measuring 
the results of the recording special 
agent when he solicits business for the 
local agent as the commissions are not 
disturbed. This official says that a 
wide awake insurance man who has 
had local agency experience, and knows 





farming, can find no greater avenue for 
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American Institution, affording 


holders. 


ment of every honest claim. 


HOME OFFICE 
P.O. Box 1030, City Hall Station 
80 Maiden Lane 
New York 





‘¢America Fore’’ 


The American Eagle on the shield and currency of the United States 
typifies the protection afforded by our Government to all Americans. 


The AMERICAN EAGLE Fire Insurance Company is typically an 


Its management is warranty of prompt and equitable settle- 


We want to make good Insurance, responsible Agents and AMERICAN 
EAGLE synonymous in the minds of American assureds. 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 


Cash Capital—One Million Dollars. 


WESTERN DEPT. 
Alfred Stinson, Secretary 
207 W. Jackson Blvd. 
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protection to American property- 


HENRY EVANS, President 
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A GOOD COMPANY TO REPRESENT 





$3.833 


FIRE MARINE 
TORNADO WIND STORM 
RENTS LIGHTNING 
PROFITS EXPLOSION 
HULLS COMMISSIONS 
CARGOES AUTOMOBILES 
FLOATERS LEASEHOLD 








THE AUTOMOBILE 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


$2,000, 


ASSETS 
$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


_- $5,382,334.00 


SURPLUS TO POLICYHOLDERS 


866.73 


LINES WRITTEN 


REGISTERED MAIL 


Affiliated with 


ETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


work than training himself for a spe- 
cial agent in the farm department. 
* * - 


HANDLING SURCHARGE PREMIUMS 


A few accounting troubles are anti- 
cipated by the companies when the final 
decisions on the surcharge are rendered 
in Kansas and Michigan. At the present 
time, companies are compelled to keep 
an accurate record of the surcharge por- 
tion of the premium collected, recording 
the assured’s name, address and the 
amount collected, and in Kansas at least 
this information sent together with a 
check to the department each month. In 
the event the surcharge is allowed to 
stand, this money will be refunded to the 
companies, but if the court orders the 
removal of the charge, the insurance de- 
partment will send out the individual 
assured this extra premium. 

There seems to be no uniformity about 


‘the manner in which the companies are 


handling this portion of the premium so 
for as the reinsuring companies are con- 
cerned. Some are allowing this portion 
of the premium to go on to the reinsur- 
ing company in the regular manner. 
However, others are holding’ these 
amounts awaiting the court’s ruling and 
if the decision allows the surcharge to 
remain in force, the accumulated funds 
will be remitted to the reinsuring com- 
pany. In either case a vast amount of 
detail clerical work has been forced upon 
the companies by reason of these court 
orders. 
* * * 


Getting Casualty Business 


HE Travelers and Travelers Indemnity 

have doubled their income since 1915. 
This is pretty fair evidence that general 
insurance agents are today actually pro- 
ducing big volumes of casualty and life 
insurance, for the Travelers did an enor- 
mous amount of its business from men 
engaged in general insurance lines. In 
the larger cities, of course, it has many 
good producers connected with its 
branch offices who do business chiefly 
for the Travelers, but the circumstantial 
evidence indicates that the growth has 
come from an awakening to the possi- 
bilities of the casualty and life business 
on the part of general insurance agents. 
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COMMENT ON STARCH PLANTS 








Since the disastrous fire and explo- 
sion in the plant of the Douglas Starch 
Works at Cedar Rapids, la. under- 
writers have been focusing their atten- 
tion upon all risks on the books which 
are felt to contain the dust explosion 
hazard. Lines on starch works partic- 
ularly are being reviewed. Many com- 
panies have placed the class on the pro- 
‘hibitive list and nearly all interested 
in the Douglas loss are reducing their 
lines on other starch risks. 

The extent of the damage done at 
Cedar Rapids illustrated the loss pos- 
sibilities in starch works. The unde- 
sirable underwriting features in connec- 
tion with starch plants have been em- 
phasized and those who have been mak- 
ing a study of this class have formed 
some conclusions that will serve to 
guide the underwriting policy in the 
future. 

* * * 

The fact that has been made most 
apparent is that this class cannot be 
possibly written where the starch grind- 
ing room is located in a building at- 
tached to the main risk and of substan- 
tial construction with few windows. 
The dust explosion hazard has been 
known to exist in starch factories. No 
one familiar with the class denies that 
it does exist. It, therefore, follows 
that with a constant possibility of ex- 
plosion it is only common sense to 
isolate or at least detach from the main 
portion of the risk the building in which 
the grinding process takes place. The 
argument for light construction is made 
on the ground that when an explosion 
does occur, if there are plenty of win- 
dows in the building and the resistance 
is small, the damage done by the explo- 
sion will be practically confined to the 
one building. 

* 

Many underwriters feel that the same 
may be said of the dry starch or ship- 
ping room. They are’of the opinion 
that the dust explosion hazard in this 
department is almost as great as in the 
room where the grinding is done. After 





the starch has been thoroughly ground 
up and dried, it is sent to this depart- 
ment to be shipped. Even though han- 
dled in conveyors, it is not possible to 
pack dry starch for shipment without a 
certain amount of the product getting 
into the air. The very handling of the 
starch causes a certain amount of it to 
float off into the air, creating the dan- 
ger of an explosion. For purposes of 
convenience, the dry starch or packing 


room is almost invariably attached to }. 


the main risk as is the case with the 
Staley plant at Decatur. It is argued 
that there is almost as much danger 
from a condition of this kind as where 
the grinding room is connected with the 
main building. 

* 

It has been further discovered that the 
starch drying process should be under- 
stood by underwriters before committing 
themselves to large lines. It is neces- 
sury to understand at least the funda- 
mentals of the starch manufacturing 
process. The product comes to the fac- 
tory in crude state, is put through the 
ordinary milling process and then goes 
to the grinding room. It is then ready 
for drying. At the plant in Cedar Rapids 
the starch was placed in large tanks sur- 
rounded by jacket coils containing steam. 
The heat of the steam dried the starch, 
but in the drying process naturally the 
starch at the outer edges and bottom of 
the tank dried first, leaving a wet mass 
in the center with an open top. As the 
heat became more intense and the starch 
in the center commenced to dry out and 
crystallize, the expansion resulted in a 
certain amount of dry starch being forced 
out of the top of the tank at regular 
intervals. In other words, the drying 
process caused the air to be sprayed with 
loose dry starch. This is an undesirable, 
old fashioned way of drying the product. 
At the Staley plant at Decatur, for in- 
stance, the starch is placed upon moving 
racks, which are run through a heated 
tunnel at a pace sufficiently slow to dry 
the product before it comes out at the 
other end. 

A review of the starch plant fires 
which have occurred in the past indi- 
cates that the owners of risks of this 
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character have depended too much upon 
the vacuum or air washing system. In 
the grinding rooms and dry starch rooms 
fan systems are installed by means of 
which it is aimed to keep the air free 
from dust and starch particles by a 
fanning and suction process. The ven- 
tilation in many starch plants is so poor 
that if this air carrying system were to 
fail an explosion would occur within ten 
minutes because of the accumulation of 
dust and fine particles in the air. The 
danger comes when during the grinding 
process hard particles in the starch are 
rubbed against the crusher, causing a 
friction and the spark which brings the 
explosion or fire. 
* * * 

The Corn Products Refining Co. at 
Argo, Ill., is probably the most desirable 
starch plant risk in the west. The build- 
ings in this factory are all of moderate 
The risk is very well cut up. 
None of the buildings are large and most 
of them are detached and noncommuni- 
cating. In other words, where the risk 
is composed of many small buildings, the 
explosion damage will be confined al- 
most entirely to the building in which it 
occurs, The grinding rooms and dry 
starch or shipping rooms in starch plants 
are connected with the main buildings of 
the risk only for purposes of conven- 
ience. This arrangement is not neces- 
sary and can be remedied at very little 
additional expense to the owners. 


Fire company officials are almost un- 
animous in view that some plan should 
be worked out whereby owners of risks 
containing the dust ‘explosion hazard 
should be compelled to purchase at least 
a certain amount of explosion insurance. 
It is the view that at the present time 
starch plants equipped with sprinklered 
risks are being granted a very low rate 
by reason of the improvement, but that 
when a loss occurs almost irrespective 
of whether the fire occurred before or 
after the explosion, the companies have 
to pay. The sprinkler equipment rarely 
is of any assistance in checking the fire. 
The explosion puts the equipment out of 
business. In the light of what has hap- 
pened, it might be said that the sprinkler 
equipment in a starch plant should be 
partially or wholly disregarded in the 
framing of the rate. Because of the fact 
that it has rarely ever been possible to 
effect an understanding between the com- 
panies and assured as to whether the 
fire occurs before or after the explosion, 
it is not at variance with the facts to 
say that the companies are at the present 
time granting what is supposed to be a 
fire insurance policy, but which is in 
reality a fire and explosion contract at 
ridiculously low rates. Knowing what is 
to happen every time a fire and explosion 
in a starch plant occurs, it is contended 
that it should be made mandatory for 
owners of risks of this character to take 
out a certain amount of explosion insur- 
ance in connection with fire insurance or 
to decline to write the risk. 








LOSSES OF THE WEEK 




















Bluffton, Ohio, May 30.—Nearly a block 
of business houses was wiped out by fire 
early today. Loss oo at $90,000. 


* 

Quincy, Ill, May 28,—There is.a $14,000 
loss to the plant of the Monroe Color & 
Chemical Co., situated on the Bottom road. 
Insurance on buildings, warehouse, stock 
and machinery: 


Great Amer. $2 ,500 Aetna .......$2,500 
Westchester .. 2,500 St. Paul ..... 2,500 
Wire ASED...:<: 2 500 Home, N. Y... 2,500 
Gene ral Form 
Home, N. Y..$5,000 Fidelity, vies ‘aa 
Great’ Amer.. pty Nat. Lib. 2,500 
Westchester . 2,500 Queen ....... 2,500 
North B. & M. 2, 500 PEOUINGL. a 9 /'0.505038 5,000 


ok 
Boston, May 31.—Fire due to a defect- 
ive electric wire caused damage esti- 
mated at $30,000 to Riverbank Court, a 
six-story apartment house, at Massachu- 
setts avenue and Charles river parkw ay, 
Cambridge, Sunday. Fire started in the 
garret used for storage and the damage 
was chiefly from water. The following 
insurance is interested: 
Colonial Und. 7 000 Mass F. & M.$15, pot 
Fi.-Phoenix . 000 New Hamp.. 10,0 





Fire. A. Pa.. 50. 000 North River. ar 000 
Firemens,NJ. 50.000 Queen ...... 5,000 
Hanover .... 25,000 Roch. Dept.. 25, 000 


Home Und... 50,000 
Insurance on furniture, $19,000. 


Hudson, IIL, May 28.—There is a total 
loss to the stock of lumber and buildings 
of W.. dD: Alexanger & Co. 


* 

Bluffton, Ohio, May 30.—There is a 
total loss to the hardware stock owned 
by A. D. Lugihibl & Son in the 1 and 2 
story building on W. S. Main street. 


* 
Milwaukee, W ai May 29.—There is a 











loss estimated at 25 per cent to the 2 
frame store and flat at Pigg -39 Viiet 


‘street, owned by Mrs. ae 


Insurance on buildin 


Lon. & Lan...$2,000 Concoréie «+ .$1,000 
Gr. ‘American. 27500 Badget Mut. 3,000 
Hartf’d, Conn. 27500 W. Bend, Mut. 1,000 
Mil, Mech. 1,008 


Insurance ‘on contents 


of the Mueller 
& Glienke Co.: 


Badget Mut..$ 757 Mil. Mech $ 757 
Fire Asso.... 1,514 Lon. & Lanc 1,172 
Aetna ....«.. Tt MA. Meck.... Lin 
Mercantile ... 757 Gr. ao 7,000 
Fire. Fund... 1,413 Hart. Conn... 8,500 
(So) —ee 757 Concordia 757 
Lon. & Lanc. 757 Boston ...... 757 


Insurance on fixtures of the Mueller & 
Glienke Co. 
Mil. Mech #6. $150 Lon. & a. :. $150 


Insurance on furniture of Mrs. H. Behl; 
Concordia, $1,000. 

Insurance on furniture of M. McCor- 
mick; American Alliance, $500. 

Insurance on contents of C. M. Simp- 


son; ¢ Sn a New York, $1,000, 


* * 
Cedar Rapids, Iowa, June 3.—The most 
accurate list of insurance available on 
the Douglas Starch plant is shown in the 


subjoined: 
Aetna ....$ 227,442 Lloyds, _ 190,000 
Agricul. .. 35,000 MoUEng. 20,000 
Alliance, Mech., Pa.. 10,000 

Mass o's 156,000 Mech.&Tr 25,000 
Am, Cent.. ety 000 Mill.M., Ill. 12,500 
Am. N. J.. 50,000 2. T&M. 10,000 
Am. Eagle 15,00 Case 8,000 
Atias -.... 25,000 OL Und.. 40,000 
AUtO, ..%. 25,000 Nat.Ben F. 10,000 
Boston ... 45,000 Netherld. . 25,000 
Brit. Am.. 50,000 NewBrun.. 40,000 
Caledon... . 10,000 N. J. Fire. 15,000 
Camden .. 20,000 No.Branch 20,000 
Citi. a 15,000 O. Farm.. 11,500 
Cy. Y: 10,000 O. M. Mut. 40,000 
Col. Nate: 25,000 Old Colony 17,500 
Continen. . 25,000 Pacific ... 20,000 
County,Pa. 15,000 Phil. Und. 60,000 
Det. F.&M. 10,000 Phoe, Eng. 98,000 
Exc. Eng.. 40,000 Prov. Eng. 15,124 
Fire. Fund 72,500 Queen .. 35,000 
Fire, Und. 25,000 Richmond. 22,500 
General .. 15,000 St.P.F.&M 100,000 
Ga. Home. 15,000 Scot.U.&N 58,500 
Gt. Ami... 50,000 Sec. Ct... 50,000 
Girard 25,000 Springf’d . 50,000 
Glo.& Rut... 101,500 Sun, senette 17,500 
Hamilton. 50,000 Svea 20,000 
Hanover . ,000 Un. Fire. 15,000 
Hartford . 100,000 Urbaine .. 15,000 
Sta, Pa... 10,000 U.S. Fire. 70,000 
LawU.&N. 10,000 Westch. .. 20,000 
L.&S.&G.. . 3,000 

Use and Occupancy a 

Atlas ......$ 65,000 Nat. Ct.... 35,000 
Cent. Eng.. 10; 000 Netherlds. - 30,000 
Essex & S.. 5,000 N. F.&M. 25,000 
Gt. Amer... 50,000 Decueas _ 75,000 
Gresh. F&A. 10,000 Pacific . 0,000 
+ Eng. 5,000 Springfield - 10,000 

& L G. 90, 000 United Fire. — 5,000 


& 
Lloyds, Lon. 155, ‘900 


* * 

Des Moines, ous May 19.—There is a 
$7,000 loss to the plant of the Carr & 
Baal Co. under general form. 

* 


* 

St. Paul, Minn., May 24.—There is 4 
75 per cent loss to the 5-story brick at 
34-40 East Seventh street owned by 
Richard - Sattonstall. Insurance: 
Agricul. ....$10,000 Pacific ioe 
American ... 20,000 Royal, Eng.. 
Boston — ....4.0. 30,000 Ins. Co., Pa. 5,000 
Globe & Rut. 10,000 Security .... 
Netherlands . 15, 000 

There is a 75 per cent loss to the stock 


of Husch Bros. department store. In- 
surance 

Aetna a 000 Niagara ....$ 5,000 
Atlas . 10,000 —— ace eeee . 6,000 
Am. Alli.. 6,500 Pen 500 
Com. Union. 2,500 Rhode Island 2,500 
Connecticut . 2,500 Rochester .. 2,500 
Fire. Fund.. 6,000 Springfield 10,000 
Franklin 12,500 West. Ont... 2,50 
General 5,500 Commonwith. 2,500 
Hartford 5,000 Ins, Co. N. A. 1,500 
London As.. 2,500 Norwich Un. 2,500 


There is a 70 per cent loss to the Gold- 
stein Millinery Co. on the second floor. 
Insurance: 

BOGS . cise sces $1,000 No. Brit. & M.$5,000 

There is a 70 per cent loss to the fix- 
tures of Husch Bros. Insurance: 
Com. Union..$8,000 Hartford ....$ 
Firemens Fd. 3,500 Nat. Ben F... 1,0 
peeresha 5.500 Western — 2,500 

‘© oO. insurance: 
heme 5,000 London Assur.$5 5,000 
‘Am. Alliance 3 000 Penna. ,000 
Franklin ... 10,000 


* *K * 


Mandan, N. D., May 22.—There_ isa 
$2,000 loss to = ‘notel building of L. B. 


Hanna. i ran 
Phil. Und...$ 1.500 Springfield .$ 1,500 
PIOUS: 5 ivcin i: 15,000 United States 15,000 
Twin City.. 4,000 Firemens ... 15,000 
Continental . 10,000 Boston ..... 13°50 
NAL. EAD s0668 10;000 

* *K * 


A $6,500 tornado loss was_ reported 
June 3 to the Reuter-Schwartz Organ Co. 
at Trenton, Ill. There is $21,000 tornado 
insurance on this risk. A number 0 
small losses were reported from Texas 
this week. 

* *K * 


Losses for the past week have been 
very light. Practically all of the compa- 
nies were hit hard by the Cedar Rapids 
loss of a week or ten days ago and the 
recent decline in the number of smal 
losses will help keep down the ratio. 
The largest loss reported last week was 
the building of Richard M. Saltonstall 
and the Husch Brothers department store 

at St. Paul, Minn. A line of $258,000 is 
involved. 
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DEMAND AN ABSTRACT 
HAVE YOUR CAR PROTECTED 


Make application now. Blanks furnished upon request 
or by any Notary Public. 


The abstract is fully protected by the United States 
copyright and patent laws. 


Stop The Automobile Thief! 


There is just one way to effectively stop for all time 
the established business of stealing automobiles: Make it 
impossible for the thief to dispose of the stolen car! A thief 
steals to sell a car—not to use it for his pleasure. Deprive 
him of a market and you reduce theft. This is the idea 
and plan conceived by the Automobile Abstract & Title 
Company. The sale of an automobile often involves as 


much money as a sale of real estate. The abstract of title 


is always an important consideration in the transfer of real 
estate. Why shouldn’t it be just as important in the transfer 
of an automobile? Land abstracts give the history of titles 
to property and its location. Automobile abstracts will 
give the history of titles to the automobile and its description. 
The abstract system will make it impossible to disfigure the 
car, alter and change the original car numbers without 
detection, and this, you know, is now being done every day 
in the disposing of stolen automobiles. Certain precautions 
have been taken in perfecting our system so that it is 
absolutely impossible for the thief to forge an abstract or 
evade the provisions of our plan in any way. 


It is a guarantee and proof of title with the automobile and upon demand. 


It will prevent anyone from selling or purchasing a stolen car. 


It will be a protection and important in obtaining loans and loaning money on automobiles. 


It will prevent many court suits that do otherwise follow sales transactions and it will be 
} eventually demanded in and by the courts. 
F A C T S \. It will be an aid to the insurance companies and prevent the automobile thief or dishonest 


policyholder from making fraudulent claims. 


It will reduce the theft hazard for the insurance companies, thus reducing insurance rales. 


It will be an aid to the State’s license bureaus. 


\ 


\ It will be an aid to the Police departments. 


Automobile Abstract of Title 


Plan—Under our plan the Abstract will be issued in book 
form to the owner and used for the life of the car. There 
is provided in the Abstract bills of sale in consecutive order 
and attached to each bill of sale is a duplicate in the same 
consecutive manner. Upon the purchase of a new automobile 
from the manufacturer’s distributor or upon the purchase 


of used or second-hand automobile from an owner the 
bill of sale will be made out by a notary public and 
sworn to before him. The Notary will then detach the 


Automobile Abstrac 


EXECUTIVE OFFICES 
BOOK BUILDING, DETROIT 
CHERRY 3360 


[Copyright 1919] 


duplicate bill of sale and mail same to our office. We 
will then forward this duplicate bill of sale to the Secretary 
of State or State Motor Vehicle Department. We will 
then mail to the purchaser of the automobile his guarantee 
of title which is to be attached to the Abstract by the 
purchaser. The transfer fee for each and every transfer 
shall not exceed two dollars; of this amount the Notary 
shall deduct his fee, which shall not exceed fifty cents, and 
mail to us the difference. The abstract system will apply 
to all makes and types of motor vehicles. 


t & Title Company 


Address All Communications to 
GENERAL AGENCY OFFICES 
CHICAGO, ILL. 
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Wanted— Those Thirty Millions 


Tuirty millions of additional premiums 
could be secured this year if the local 
agents would just make property owners 
carry enough insurance to comply with 
the provisions of the coinsurance or “Re- 
duced Rate Contribution Clauses” that 
are in effect on policies now outstanding. 
In other words property owners agreed, 
when their values were much less than 
they were at present, that they would 
carry insurance equal to 80, 90 or 100 
per cent of cash value of their property. 
This property has increased in value with- 
out the insurance being increased. More 
or less of a campaign to get this increased 
insurance was made a year ago, but it was 
not carried to the limit and since then 
there have been material advances in 
values, particularly in values of buildings. 
These thirty millions are somewhat of 
an estimate, but it’s not a wild guess. 
It’s based on the loss experience of last 
year of many industries and can be 


taken as close to the right 
amount. 

Instead of complaining about slow bus- 
iness, agents should be checking over all 
risks on which the coinsurance clause is 
used and then checking up insurance with 
the property owners. They will earn not 
only additional commissions but the grati- 
tude of property owners who do have 
fires this year, for those who have losses 
and suffer from the operation of the co- 
insurance clause are going to “feel” to- 
ward their agents and the insurance busi- 
ness generally. 

This apathy toward the situation of 
values is costing the companies and agents 
vast sums in income and it is going to 
cost them much in lost regard whenever 
a fire occurs and the property owners lose. 

These thirty millions are worth going 
after. It’s almost as much as the fire 
companies collect annually on automo- 
bile fire, theft and collision insurance. 


pretty 


Some Points in Advertising 


Tue Hartrorp Fire is doing consider- 
able advertising in the popular magazines 
and is giving much study to the subject 
of publicity. It urges insurance agents to 
project their agencies into the commu- 
nities in which they live through intelli- 
gent and useful publicity mediums. The 
HartrorD says that the insurance agent 
who has not allied himself with the mod- 
ern method of selling his services and 
the service he represents is slowly back- 
ing himself off the map. Every day makes 
it harder to continue business, says the 
HartrorpD Fire, without some form of 


advertising. Here are a couple of good 
paragraphs from the MWHartford Fire 
“Agent.” 


“Successful advertising is a continuous 


performance. It is continuity which makes 
it successful. It belongs among the neces- 
ities of life, which like food and sleep 
must be constantly repeated to get the 
initial effect. The meal you ate last 
Thursday kept you alive then, but it is not 
keeping you alive today. A fairly regular 
succession of meals is necessary or there 
would be a vacancy in your territory. 
Your business needs nourishment in the 
same way. The advertising you did last 
month was for last month. You carry 
something of it with you just as you 
carry in your system some of the nour- 
ishment from last Thursday’s dinner. But 
you cannot travel on that, and your busi- 
ness cannot travel on occasional, spas- 
modic advertising.” 


Lessons from Douglas Loss 


UNDERWRITERS are carefully studying 
the lessons that may be learned from 
loss of the Douctas StarcH Works at 
Cedar Rapids, Ia., to see if there are 
deductions of permanent value that can 
be drawn therefrom. Some companies 
have acted rather impulsively and can- 
celed all their starch works business 
or greatly reduced their lines. Others 
have taken no action whatever. Some 
have revised their lines. 

There are certain valuable lessons 
that can be learned from this loss. In 
the first place it seems to prove con- 
clusively that the pulverizing and 
grinding process should be carried on 
in a detached building of rather light 
construction. The pulverizing process 


is bound to create a cloud of dust. It 





is the most hazardous part of a starch 
works from the dust standpoint. Some 
inspectors even feel that not only the 
pulverizing process but drying and 
packing should be done in detached 
buildings because the dust hazard is 
found in both of these processes. In 
other words, where there is liability 
of creating dust the process should not 
be connected with the main plant. 
Even in the warehouse there is con- 
siderable dust although the stock is 
barreled or boxed tightly. 
Underwriters felt that the reinforced 
concrete construction of a portion of 
this plant would localize an explosion 
loss. Lines were based on the prob- 
ability of construction of this kind re- 
sisting the force of any explosion. 





A. P. Redfield, well known adjuster 
of fire losses and who rounded out 
years of continuous active connection 
with the fire insurance business on Nov. 
1, which was also his 78th birthday, was 
elected “Adjuster Emeritus” of the As- 
sociation of Grain & Flour Mill Mu- 
tuals, which he has served for the past 
thirteen years, at a recent meeting of 
the secretaries of these mutuals. In 
conferring this distinguished honor the 
association passed suitable resolution 
and granted him an honorarium. 

Mr. Redfield has been in active busi- 
ness life for 65 years, the first 19 being 
devoted to the hardware business, 
wholesale and retail. He is well known 
in Chicago, where he made his home 
for many years, but for some time past 
he has lived in Indianapolis. 


J. J. Fitzgerald, assistant secretary of 
the Grain Dealers National Mutual Fire 
Insurance Company at Indianapolis, 
was married last Monday morning to 
Miss Emma Lucille Hardegan of that 
city. The wedding ceremony was per- 
formed in the Cathedral of Sts. Peter 
and Paul, Indianapolis. Mr. and Mrs. 
Fitzgerald will make their home at 2820 
Washington Boulevard, that city. 


Chase M. Smith has returned to the 
Illinois insurance department after re- 
turning from over seas, where he was 
in military service. Mr. Smith was pri- 
vate secretary during the term of Su- 
perintendent Rufus M. Potts and then 
became one of the chief examiners in 
the department. 


Henry Bohl of Columbus, O., former 
insurance man, has been elected direc- 
tor of the Ohio Mutual Fire of Salem, 
O., for the forty-fifth time. Mr. Bohl 
is one of the prominent men of Ohio 
and while retired from active business 
takes a lively interest in insurance af- 





However, the result has been that the 
loss is greater because of this resistant 
material which created greater havoc 
when the explosion occurred. The 
entire loss to this plant was much 
greater than underwriters anticipated 
could occur. 

Another feature that comes to the 
front in connection with this risk is 
the fact that the housekeeping was not 
satisfactory. The Dovuctas SrtarcH 
Works’ management evidently went on 
the theory that the explosion hazard 
in a starch works was considerably 
exaggerated and was not greatly to be 
feared. It is said that there were small 
explosions from time to time in this 
plant but the results were not far 
reaching. 

The dust hazard in a starch works 
cannot be eliminated. When an ex- 
plosion occurs in any section of the 
main plant, immediately the reverbera- 
tion affects the entire structure, filling 
the air full of dust shaken from its 
hiding place. Each particle of starch 
dust is, so to speak, a unit in itself, 
something like the pollen from a plant. 
This makes the explosion more severe. 
Strike the right combination and an 
explosion is unavoidable. Certainly 
the dust explosion hazard can be much 
reduced by proper housekeeping. The 
UNDERWRITERS GRAIN ASSOCIATION has 
been able to carry out and enforce its 
mandates because of government pres- 
sure with the result that the losses on 
mills and elevators have been greatly 
reduced. It shows the effect of good 
housekeeping and proper care of 





property. 





fairs. He is president of the Union 
Building & Savings Company at Co. 
lumbus and a director for the State 
Savings Bank & Trust Company. 


The many friends of Edward Bliven 
will regret to learn that Mrs. Bliven 
died at her home in Detroit Sunday 
morning after a long illness. She was 
buried at Toledo, Ohio. Mrs. Claire 
Eloise Bliven was known to many in- 
surance men and being a woman of 
many charms she easily made and re- 
tained close friendships. 


The engagement of Miss Nina Wolf, 
daughter of Harry Wolf of the firm of 
M. Wolf & Son, 30 Palmer Street, Bal- 
timore, Md., to "Alfred A. Wise, son of 
Leo H. Wise, president of the Colonial 
Fire of New York City, has been an- 
nounced. 


— 


E. A. Winter, the genial statesman 
who presides over the destinies of the 
Edward A. Winter Company, Cincinnati, 
and of the House insurance committee 
at Columbus, O., is sporting at the 
other end of his watch chain a gold 
knife presented by the members of his 
committee as a mark of their apprecia- 
tion. He is the only chairman of any 
committee in either House or Senate 
to be so honored by his fellow workers, 
and under the circumstances Mr. Win- 
ter feels quite sure that they were not 
trying to “knife” him, though for a time 
he thought they intended to. 

In short, the committee “put one 
over” on him. The business of the com- 
mittee had been completed, and so far 
as he knew there was no reason to call 
another meeting; so when he received 
a request to call one, he refused. He 
was then notified that unless he called 
the meeting the committee would call 
one, elect a presiding officer and pro- 
ceed with the business they had in 
hand. Under the circumstances he 
called the members together, and when 
he had called them to order the pre- 
sentation was made. 


Jonathan D. Blackwell, who succeeded 
W. C. Lawrence as president of the 
Standard Fire of Trenton, N. J., has been 
a director of the company since 1884, and 
has always taken an intelligently active 
interest in its affairs. He is a long time 
resident of Trenton, prominent in civic 
affairs, and a leading wholesale grocer. 
Coincident with Mr. Blackwell’s election, 
O. J. Prior was given the title of general 
manager as well as secretary of the com- 
pany, which latter office he has filled 
most acceptably for the past ten years. 


Mutual Fire Changing Plans 


The Mutual Fire Insurance Company 
of Albany, N. Y., will shortly become @ 
stock company, with a capital of $200,- 
000 and a surplus of about $260,000 and 
reinsurance reserve of $70,000. B. M. 
Croathwaite & Co. will be general agents 
for the company for the entire country 
and F. A. Van Duzer will act as mana- 
ger. The company will conduct a gen- 
eral business throughout the country. It 
was organized in 1836 and formerly wrote 
both assessible and nonassessible poli- 
cies, but during recent years had issued 
enly nonassessible policies at regular 
stock company rates. 





Field Men Called In 


Michigan field men will meet in Chi- 
cago June 16 in the Chicago Board’s 
rcoms. There will be a discussion of 
underwriting practices and rules, with 
talks by various managers. 


Blackwell Made President 


TRENTON, N. J., June 2.—Jonathan 
H. Blackwell, a prominent wholesale 
grocer of Trenton, N. J., succeeds Wil- 
liam C. Lawrence as president of the 
Standard Fire of that city. Mr. Lawrence, 
after 35 years of service with the com- 
pany, resigned because of ill-health. 
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THREE INDICTED IN FRAUD 


Sixteen Counts Against Fites of Jack- 
son, Ohio—Forge Claims and 
Keep Money 


COLUMBUS, O., June 3.—Charged 
with fraudulent collection of insurance 
claims, William W. Fite, William E. 
Fite and F. O. Fite, Jackson, have been 
indicted by the Jackson county, Ohio, 
grand jury and were placed under ar- 
rest, according to word received by Fire 
Marshal T. Alfred Fleming, who had 
investigated their alleged fraud. 

William E. Fite, who has been active 
in Hocking Valley politics, was twice 
Democratic auditor of Jackson county. 
He is a cousin of the other two men, 
who are brothers. 


Sixteen Indictments 


The trio were indicted, according to 
Fleming, for forgery, obtaining money 
under false pretenses, and sending let- 
ters through the mail with intent to de- 
fraud. Sixteen indictments were re- 
turned against each, he said.’ 

Fleming declares that, acting as in- 
surance agents in Jackson, with an of- 
fice also in Portsmouth, they collected 
money from fire insurance companies 
for fires that never occurred, and that 
in a number of instances failed to pay 
the insured all that had been collected 
from the company. 


Have Been at It Two Years 
For two years and a half they had 


been doing this, he said. Some other 
insurance agencies in the state have 


been doing the same thing, Fleming 
says, and other indictments are pre- 
dicted by him. 

The Fites company in Jackson had 
been in existence since 1905. Two of 
the men, acting as notaries, O. K.’d al- 
leged proofs of loss and sent them to 
companies for collection, it is reported. 
When drafts, covering the loss, were 
returned, the names of insured were 
again forged and collection made, it is 
stated. 

Collected 110 Claims 


First_ Deputy Joe Hershberger and 
E. L. Donovan, an assistant, say they 
found the Fites had collected claims in 
110 cases, where in only eight instances 
were they handled correctly as result 
of legitimate fires, and in 71 instances 
where no fires at all had occurred, 

“One man who died in March was 
represented to have sustained a fire 
loss in May, and his name was found 
signed to the proof of loss and draft,” 
Fleming said. “One farmer, whose 
sheep were supposed to have been killed 
by lightning, owned none, while a man 
represented to have sustained loss 
‘through children playing with matches,’ 
had no youngsters, as he never was 
married.” 

A complete copy of the findings of 
the state fire marshal and the report of 
the agents’ committee who were called 
in, has been filed with Superintendent 
of Insurance Tomlinson. 

Insurance men are strongly reminded 
by this of the case of Stone & Strohm 
of Decatur, Ill. Both of these men 
were given penitentiary sentences. 

Largest Agency in Town 

Fite & Fite had the largest agency in 

their town. It was established in 1905. 


They represented the Arizona Fire, Cleve- 
land National, Globe & Rutgers, Conti- 





néental, Law Union & Rock, Industrial of 


Akron, Milwaukee Mechanics, Niagara, 
Northwestern National, Philadelphia Un- 
derwriters, Providence Washington, 
Western of Ontario, Fire & Marine Un- 
derwriters, American Mutual of Indiana, 
Central Manufacturers Mutual, Colum- 
biana County Mutual, Mansfield Mutual, 
Merchants & Manufacturers Mutual, Min- 
ster Mutual, National Mutual, Ohio Mu- 
tual, Ohio Millers, Ohio Underwriters, 
Ohio Retail Grocers Mutual, Richland 
Mutual and Union Mutual. 

In the investigation it was found that 
in 70 percent of the cases there had been 
ne fire, but fraudulent proof of loss were 
made out. In the rest of the cases there 
had been small losses, but a larger 
amount was collected from the com- 
panies. 


Two Factors Lead to Investigation 


There were two factors, developing at 
the same time, that led the fire marshal 
to begin his investigation. One was the 
reports of fires on which losses had been 
paid, made by the insurance companies 
to the department; the other was a note 
from the actuarial department of the Na- 
tional Board, calling the marshal’s atten- 
tion to three fires in the same property 
within a short time, losses having been 
paid on two and proof of loss naving 
been supplied on the third. 

None of these fires had been reported 
hy the fire chief at Jackson, who, under 
the state law, must report all fires to 
the department, under penalty for non- 
cbservance. Mr. Fleming demanded of 
the chief why the fires had not been re- 
ported, and was advised that no fire had 
been overlooked. The investigation was 
started at once. 


Claim on Vacant Lot 


With respect to the three fires in the 
one property, reported by the National 
Board, it was found that the property 
was a vacant lot, that there had been 
no building or buildings on it within 


had been made for insurance on account 
of alleged losses, that she did not have 
any insurance and that she had never 
signed a draft or drafts in payment for 
loss. 

The firm of Fite & Fite was estab- 
lished at Jackson in 1905, the Ports- 
mouth branch was opened early in 1918 
and the Ironton office was a recent ven- 
ture. The firm represents a large num- 
ber of companies, in all branches of in- 
surance. 

Postmaster Kayer and Assistant Post- 
master Davis of Jackson will form the 
agency taking over all the companies 
formerly represented by the Fite & Fite 
now under indictment. 


OHIO BUREAU GROWS RAPIDLY 


Personnel and Size of Quarters Have 
Been Increased to Meet New 
Conditions 


CINCINNATI, O., June 3.—Rapidly 
growing demands on the Cincinnati 
branch of the Ohio Inspection Bureau, 
of which Leo Schweer is_ superin- 
tendent, have necessitated a remodel- 
ing of the office, just completed, and 
the addition of several employees to 
the personnel, in which some shifting 
also has been done. The Bureau also 
has lost one man. 

C. A. Ruff, formerly branch manager 
for the Indiana Inspection Bureau at 
Terre Haute, has joined the Cincinnati 
branch as inspector in the general de- 
partment, and J. F. Cloud, lately an en- 
sign in the navy and formerly with 
Neare, Gibbs & Lent, has been attached 
in the same capacity. Mr. Cloud is a 
nephey of J. A. (Joe) Cloud, well 
known Ohio field man. A. W. Hub- 
bell, formerly in the electrical depart- 
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Managing Underwriter 


Insurance Co. 





Surplus to Policyholders........ $149,508.34 
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OHIO AGENTS WANTED! 








The Globe Fire Insurance Co. 
The Western Insurance Co. 


Combined Capital - $ 900,000 
Combined Assets - - 3,179,134 


HENRY WACHTER, Manager - 


(Reliable Agents Wanted in 
eee Ohio, oe 


KEYSTONE UNDERWRITERS 


DEPARTMENT OP 


The United American Insurance Co. 
The Union Insurance Co. 


All of Pittsburgh, Pa. 


Combined Net Surplus - - $ 733 
Combined Guages to Policyholders 1,633,329 


3,329 


218 Fourth Ave., PITTSBURGH, PA. 
FISH & SCHULKAMP 


General Agents for Wisconsin 
Madison ¢ Wiscongin 


ASSETS - 


Rhode 








The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


SURPLUS TO POLICYHOLDERS - - - 


Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 


A Reliable, Progressive Agency Company 


DETROIT, MICH. 


$1,765,472.60 
1,096,744.07 


LICENSED IN 


Island, Louisiana, California, 
Tennessee and Kansas 


Representatives solicited 











ANTHONY MATRE 


President 


BENRY REIS, M. D. 
Vice-President 






THOMAS E, GALLAGHER 
JAMES F. HOULEHAN 
DR. FELIX GAUDIN 


ASSETS OVER ONE MILLION 


JOSEPH BERNING NAPOLEON PICARD 
Vice-President Secy-Treas. 


DIRECTORS 

HENRY REIS, M. D. 

JOSEPH BERNING 
HUGH O'NEILL 


NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


JMARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 


INSURANCE EXCHANGE 
CHICAGO, 











EST. 1880 


as $1, 1,980,400 05 












A Staunch and Reliable American Company” 


M.'FERRY, JR., President 
Ey BOOTH, Vice-President 


F. A. SCHULTE 
Treasurer 
8.8. EVERETT 
Secretary 


B. P. WEBB 
Asst. Secretary 


“38 Years of Honorable Indemnity” 


CASH CAPITAL, $400,000. 
Surplus to pg: $829,562. rt Losses oe over $9,414,889.24 
M. T. BENALLACK, General Agent, Home Office Department, DE 


ROIT, MICH. 
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years, has returned to the Bureau as 
electrical inspector. He is a son of 
William B. Hubbell, for many years 
chief electrical inspector of the Bureau. 


Improved Risk Department 


In the improved risk department the 
return of H. C. Zelsman to the Columbus 
office has necessitated the appointment 
of an assistant sprinklér inspector in the 
person of J. C. Powers, formerly with 
the Western Factory Association. Pau) 
B. Mason, son of Capt. Paul Mason, first 
editor and present associate editor of 
“Fire Protection” and well known writer 
on insurance and fire control, has been 
added to the sprinkler department as a 
draftsman. He was graduated from the 
Milford High School last week. 

J. F. Rehle, former electrical inspec- 
tor, has left the Bureau to enter the local 
field as an electrical contractor. Many 
changes and improvements have been 
made in the office, which has been ex- 
tensively remodeled. Partitions have 
been torn out and space has been com- 
pletely rearranged, except the superin- 
tendent’s office. The result provides 
more room and greater convenience and 
adds largely to the appearance of the 
office as well. 





Ohio Agency Changes 


L. Smith, 
agency to Paul E. Denton. 
a. E. Bechtel, local agent 
and a meeting of the field clubs 
will take up the matter of a 


has sold his 








is dead, 
committees 
successor. 
Cleveland—The Kinnendarfer-Abbott 
agency, is now the Geer-Abbott-Goebel 


agency. 
H. Scott, has sold to C. F. 


Dalton—W. 
Buckwalter. 
New Concord—R. E. McCulloch, has 


sold to C. B. Cain. 





Will Meet at Cedar Point 


COLUMBUS, O., June 3.—The Ohio field 
ciubs today decided on Cedar Point as 
the place, and July 23-24 as the time, 
provided quarters can be secured, for the 
annual outing of the clubs and the state 
fire prevention association. The clubs 
transacted routine business separately 
and then heard an address by P. R. Han- 
nawalt of Chicago, daily report exam- 
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Ohio Notes 
E. M. Gooding, Holland Block, Lima, O., 


is seeking an automo 


bile insurance com- 


pany and also a casualty company. 


. The Hudson Insurance Co., 


York, has been licen 


represented by the Ne 


Cleveland. 


of New 
sed in Ohio and is 
ale-Phypers agency, 


The Ohio department has licensed the 


Michigan 
Lansing. 
lang, represents 
3uckeye state. 
Ohio had 
loss was $307,907. 
volved 
1918, 


ures from fire 


Employers’ 
Herbert B 
the 


308 fires 
was $2,241.625. 


346 loss $1,304,569. 
marshals’ 


Casualty Co., of 
uckman of Cleve- 
company in the 


and the 

insurance in- 
Fires in April 
These are fig- 
department. 


in April 
The 


Cc. E. Monroe, of Cincinnati, state agent 
of the New York Underwriters, has been 


appointed member of 


the executive com- 


mittee of the State conservation Associa- 
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cently appointed 
the Great American 

The Fire Chiefs’ 
posed of paid and i 


succeeding George Sedgewick, 
assistant 
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manager of 
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present president and P, 
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G. A. Wetherell, m 
ander & Alexander 
burg, W. Va., has b 


anager of the Alex- 
ageney at Clarkes- 
een confined to his 


home for the past three weeks, with ill- 


ness. It is expected 


that he will be able 


to be back at his office again in the near 


future. Mr. 


Wetherell 


is well known 


throughout the state. 





Writes Musical Floater 


The Hartford Fire, 


through its automo- 


bile department, is issuing a special pol- 


icy covering 


musical 


instruments for 


bands and orchestras against fire and 


damage to the 


instruments caused by 


fire or collision of the conveyance trans- 
porting them while in transit. 
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THE LIVERPOOL & LONDON & GLOBE 


Insurance Company, Limited 


Its United States assets are $17,083,985.30, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policyholders and subject to strict 
supervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 
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TO HOLD OUT FOR OLD RATES 


Merchants and Manufacturers’ Bureau 
Advises Members to “Ask Them” 
Before Allowing Rate Raise 


INDIANAPOLIS, IND., June 3.— 
Indiana fire agents are somewhat dis- 
turbed over a bulletin which has been 
widely distributed by the Merchants 
and Manufacturers Insurance Bureau 
of Indianapolis advising the recipients 
to hold out for the fire insurance rates 
they have had before the passage of 
the anti-discrimination law by the re- 
cent legislature. The bulletin reads as 
follows: 


“The law regulating the rates of the 
fire insurance companies doing business 
in Indiana, passed by the last legisla- 
ture, has been published and is now in 
effect, and we desire to call your atten- 
tion to Section 9 of the act, which reads: 


No Charge of Discrimination 


“*All rates subject to the provisions of 
this act that are published or in force 
upon the day this act becomes effective 
shall be effective as the Bureau rates, 
and changes shall only be made by 
changes in the risk or hazard. A charge 
of discrimination shall not be predicated 
upon any such rates in force at the time 
this act takes effect.’ 

“There are a number of risks in this 
city that have been written at less than 
tariff or published rates and these rates 
are the rates that are now in force. 

“If your risk has been written at a less 
rate than the published rate, that will 
be the rate until there is a change in 
the risk or hazard, approved by the audi- 
tor of state. If agents should attempt 
te increase your rate because same is 
the ‘cabinet’ rate, kindly refer the mat- 
ter to us.” 

The effect of this, agents say, is to 
make legal any rate that may have been 
“cut” for any reason. How this will 








affect risks of the same class is also a 
question. 

A letter almost exactly similar, even 
as to wording, has been sent by T., §, 


‘McMurray, Jr., insurance expert in the 


cffice of Auditor Otto Klaus, to each of 
the county auditors in Indiana. It ig 


ivery evidently the purpose of the au- 


thorities to force the companies to ac. 
cept as the legal rate all rates in effect 
at the time the law went into effect. 





FORSEE SATISFACTORY YEAR 


Automobile Industry and Allied In- 
terests in Michigan in Sound 
Financial Condition 


DETROIT, MICH., June 4.—Michi- 
gan field men who have been ques- 
tioned concerning the results for the 
first quarter of the year state that there 
has been an increase in premiums for 
nearly every company operating in the 
state and the loss ratio has been about 
normal. If this record continues for the 
remainder of the year, the showing wil! 
be very satisfactory. The prospects for 


| improved general business conditions 


are good and practically all of the fire 
companies operating in the state are 
now confident of an increase for 1919, 


Automobile Industry Important 


Most of the industries in Michigan 
are directly or indirectly connected 
with automobile manufacturing. The 
nature of the work did not necessitate 
a very material upset in production 
methods. The factories have been able 
to switch over from a war to a peace- 
time basis with a minimum of con- 
fusion. In addition the automobile and 
allied industries are conducted on a 
cash basis and it has not been neces- 
sary for the various plants to wait any 
length of time for the government to 
check up and hence there have been 
few financing problems. At the present 
time the automobile business is de- 
cidedly prosperous and most of the fac- 





GEORGE E. FEENEY, President 
SDWARD T. LYONS, Secretary-Treasures 


Assets .. 


The Columbian Jusurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


Surplus to Policyholders ‘ 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 
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WRITE HAIL* INSURANCE 





Establish your connections now for 1919 with 


A. J. Shaw General 
HAIL INSURANCE BUILDING, 
Five high class stock companies covering the states of 
Kansas, Oklahoma, Nebraska, Colorado, New 
‘Mexico and Wyoming. 


Agenc 
McPHERSON KANS. 




















Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 
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tories have enough orders on hand to 
carry them for several years. 


Sprinkler Laws Now Operative 


The new laws affecting sprinkler equip- 
ments are now in force in Michigan. 
One provides for the testing of sprinkler 
heads by the insurance commissioner and 
the other creates a commission to inves- 
tigate the entire subject of sprinkler in- 
surance. Under the terms of the bill 
(now a law), which interested fire insur- 
ance men, the commissioner is given the 
authority to select one or more state 
jnstitutions and equip them with “sprink- 
ler heads approved by the commissioner 
of insurance.” Companies specializing 
on large sprinklered risks will watch 
with interest the developments in Michi- 
gan as a result of these laws. 





Decision on Loeb Case 


An important point has been settled 
in the decision given in the case of the 
Law Union & Rock, with Leo A. Loeb, 
Arthur A. Loeb and Lucille Loeb. The 
case came to trial after nine years. The 
company submitted that the defendants 
were appointed agents in their indi- 
vidual capacity as required by the laws 
of Illinois and not as a corporation as 
contended, 

The license from the insurance depart- 
ment, the certificate of authority issued 
by the company to the defendants, anda 
number of the complainant’s policies 
signed by the defendants as individuals 
were placed in evidence to show that 
they acted in an individual capacity 
and not as a corporation, while policies 
of other companies were countersigned 
by and as officials of a corporation, 
which the court held to be contrary to 
the law. 

The agency was established in 1906 





following the death of Adolph Loeb, but 
went out of business a few years later. 


Indiana Notes 


Fire believed to be incendiary de- 
stroyed two large barns, live stock and 
grain belonging to John Nail, near Shel- 
byville, Ind. The loss was $6,000, with 
part insurance. 

The opinion of Ele Stansbury, attor- 
ney -general of Indiana, given to the 
state insurance department, is that tak- 
ing notes, payable without interest, for 
insurance premiums is equivalent to re- 
bating. 

The Indiana supreme court, in a deci- 
sion on an arson case, states that it is 
not necessary under the present law to 
show the amount of damage done by the 
fire to a building for the purpose of fixing 
the punishment, as the fine is governed 
by the value of the building within rea- 
senable discretion of the court. 

President E. E. Cole, of the National 
Union of Pittsburgh, was in Indianapolis, 
Monday conferring with his field men for 
Indiana and Illinois. G. L. Ramey and 
Ross Ziegner and also with P. W. Greene, 
retired state agent. Plans for improving 
the service of the National Union in this 
territory and for increasing the busi- 
ness were discussed. 





Illinois Notes 


G. H. Kopperl, has been appointed 
local agent at Jacksonville, by the Hart- 
ford. Mr. Kopperl writes all branches 
and is a big producer in both life and 
fire insurance. 

William E. Hill of Chicago, Illinois 
State agent of the London Assurance was 
operated on Sunday at Henrotin Hospital 
in his city for abscess of the liver. Mr. 
Hill came out of the operation success- 
fully. 

Max E. Freiburg, a local agent of 
Quincy. Ill, was married Wednesday 
morning at St. Boniface Church of that 
city to Miss Alvera Vandenboom also 
of Quincy. Miss Vandenboom is the 
daughter of Jos. Vandenboom, a retired 
lumberman of Quincy, who is extensively 


connected with many manufacturing in- 
dustries in that city. 


Fred H. Simons, Illinois special agent 
of the Pennsylvania Fire, has been in 
the Presbyterian Hospital, in Chicago, for 
the past three weeks. It was necessary 
for Mr. Simons to undergo an opera- 
tion, but he is now on the road to 
recovery. 

W. A. Cavanaugh, who was recently 
appointed special agent of the New Zea- 
land, has placed the following agencies 
in Illinois: H. H. Cleaveland, at Rock 
Island; Wilson General Agency, at La 
Salle; Abe Livingston, at Bloomington; 
Hickox Insurance Agency, at Springfield. 





Michigan Notes 


The firm of Leonard & Griffin (Thos. 
FE. Griffin only) has been incorporated at 
Detroit, Mich., with John E. Green and 
M. H. Hackenberger as members of the 
firm. This agency does a large business 
for the National Surety as well as hand- 
ling a big volume of fire insurance prem- 
iums. 

Paul L. Randell, formerly of the Michi- 
gan inspection bureau, has resigned his 
connection with that institution to be- 
come associated with Charles N. Roe as 
construction and rating engineer of the 

Roe Insurance Cffice, Detroit. Mr. Ran- 
dall was connected with the Sanborn 
Map Company 16 years and with the 
Michigan Inspection Bureau five years, 
acquiring broad knowledge of construc- 
tion and the rate making features of the 
fire insurance business. 


Many of the 45 mutual companies in 
North Dakota, which are exempted from 
the federal income tax have been paying 


such tax, according to S. Oleness, 
commissioner. In a letter he has just re- 
ceived from Daniel C. Roper, United 


States commissioner of revenue, Mr. Ols- 
ness is advised that no federal income 
tax is required of the mutuals, and that 
they are not even required by law to 
make a report. 


for local agents. Send 15 cents for sam- 
ple copy. Rough Notes, 1362 Insurance 





Exchange, Chicago. 











| 





“Rough Notes” is a live monthly paper 





NORTHWESTERN STATES 











MINNESOTA MEETING IS HELD 


Gopher State Organization Holds An- 
nual Gathering—Secretary Stresses 
Need of Carrying Work Forward 


MINNEAPOLIS, MINN., June 4.— 
There was a thoroughly representative 
attendance at the annual meeting of 
the Insurance Federation of Minnesota. 
A. A. Wright of St. Cloud, Minn., 
president of the organization presided. 
Minnesota has a strong federation and 
its meetings are always interesting. 
The chief speakers at the meeting were 
J. P. Gardiner, commissioner of the 
Minnesota state department of labor 
and industry; George E. Turner of In- 
dianapolis, chief counsel of the Na- 
tional Council of Insurance Federations 
and A. W. Strong of Minneapolis, pres- 
ident of the Minnesota Manufacturers 
Association. 

In his annual report, E. A. Sherman, 
secretary of the Federation said that 
state insurance is to form one of the 
live political issues in Minnesota 
during the coming two years. He said 
that there is significance in the an- 
nouncement that Congressman Frank 
T. Ellsworth of Mankato, Minn., is to 
be a candidate for governor, as Mr. 
Ellsworth has named state insurance 
as one of the principal planks of his 
platform. State insurance Mr. Sher- 
man said has been made a _ political 
issue and the interests of insurance 
men were used as trading stock for 
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Wanted—three SPECIAL AGENTS by 
company specializing on automobile in 
states where EVERY TENTH PERSON 
is an automobile owner. 
with local representatives in virtually 
the same manner as farm business is 
written, but REMUNERATION to field 
men is GREATER. Company issues 
full coverage contracts, bearing large 


Work is done 


This is a STOCK 


COMPANY. Correspondence confiden- 
Address 73 L, care The National 
Underwriter, 1362 Insurance Exchange, 
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H. W. MURRAY, Supt. of Agencies 





THE 


TOKI 


Marine and Fire 
Insurance Company, Limited 


United States Fire Branch 


J. A. KELSEY, General Agent | 
80 Maiden Lane, 











New York 


19 So. La Salle St.; Chicago 














GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN, Vice-Pres. 
H. W. STEPHENSON, Vice-Pres, 


TOTAL ASSETS 
$4,737,532.76 
FIRE, TORNADO. 


1794—125th ANNIVERSARY—1919 





CASH CAPITAL $1,000,000 


AUTOMOBILE, LIGHTNING, RENT, EXPLOSION AND BOMBARDMENT 
SURANCE. AGENTS WANTED WHERE NOT REPRESENTED. 


JOHN J. P. RODGERS, Sec’y and Treas, 
SAM’L P, RODGERS, Asst. See’y 


SURPLUS bg se Sit36 HOLDERS 











 ___ 








Prompt Service 


Capital Fire Insurance Company of California 
Agents wishing to represent a high class progressive company, apply to 
BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Bidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 


Telephone, Cherry 5154 


UNITED STATES BRANCH 
92 WILLIAM STREET, NEw YORK 











INCORPORATED 1720 


Royal EXCHANGE ASSURANCE 


LONDON, 


ENGLAND 


RICHARD D. HARVEY 
UNITED STATES MANAGER 
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political expediency or to secure votes 
in favor of or against other measures 
pending in the legislature. 

Mr. Sherman said that there is vital 
need for keeping the Minnesota Federa- 
tion alive and active. There are two 
interim legislative commissions investi- 
gating state insurance, a congressman 
candidate for governor already striving 
for office with a state insurance plank in 
his platform, the Nonpartisan League and 
organized labor leaders demanding state 
insurance to say nothing of other lesser 
discontented units, all inveighed against 
privately conducted insurance. All these 
make certain the fact that insurance 
men in Minnesota are facing a serious 
situation unless something is done to 
counteract the present movement. Mr. 
Sherman’s report was very exhaustive, 
giving a complete resume of past events 
in Minnesota and outlining what is to be 


expected during the next two years. 
Officers were elected as follows: Presi- 
dent, M. M. Jones, Albert Lea. Vice- 
presidents, Alex. Campbell (fire), Min- 


neapolis; C. F. How, Jr. (casualty), Du- 
luth; Byron H. Timberlake (life), Min- 
neapolis; W. S. McCurdy (surety), St. 
Paul; Z. H. Austin (health and accident), 
Minneapolis; J. H. Murphy (fraternal), 
St. Paul; C. I. Buxton (trade mutuals), 
Owatonna; Andrew French (farm mu- 
tuals), St. Paul; F. C. Esterly (field men), 
Minneapolis. Secretary, E. A. Sherman, 
Minneapolis. Treasurer, John Hoppin, 
Minneapolis. Executive committee, Alex. 
Campbell, Minneapolis, chairman; O. D. 
Hauschild, Minneapolis; John Hoppin, 
Minneapolis; Lane MacGregor, Duluth; 
P. W. Parker, St. Paul. 





George Scott’s New Work 


George H. Scott of Duluth, Minn., who 
has been connected with Prindle Com- 
pany, local agents in that city, has been 





appointed manager of the Preferred Acci- 


dent in its northwestern department, 
with headquarters at St. Paul. His terri- 
tory covers Minnesota, western Wiscon- 
sin and the two Dakotas. Mr. Scott spe- 
cialized on casualty insurance in the 
local business at Duluth and developed 
into a good organizer and business get- 
ter. He formerly traveled for the Han- 
over Fire in Minnesota and the Dakotas. 





PLANS FOR OSAKIS MEETING 





Big Gathering of Minnesota and Da- 
kota Field Workers Will Be 
Full of Interest 





MINNEAPOLIS, MINN., June 4.— 

Plans have been completed for the 
34th annual meting of the Minnesota 
& North Dakota Fire Underwriters 
and the 12th annual meeting of the 
Minnesota Blue Goose at Lake Osakis, 
June 16-18. The usual sporting events 
will be held, and there will be the fish 
fry. The committee in charge con- 
sists of A. B. Davis, chairman; W. H. 
Zingg, J. E. Jackson, Charles J. Lund. 
The annual meeting of the State Board 
will be held Monday evening and the 
Blue Goose will hold its annual meet- 
ing the following evening. Wednes- 
day will be given to the fishing contest 





and the fish fry. Charles G. Bates of 
the Royal is president of the Minne- 
sota & North Dakota Fire Underwrit- 
ers and John B. Lee, the independent 
adjuster, is most loyal gander of the 
Blue Goose. 


Dakota Field Meeting 


The annual meeting of the Dakota 
field men will be held at Big Stone Lake, 
near Foster, Minn., June 24-26. The fire 
prevention association and Blue Goose 
will hold forth. These events are most 
enjoyable and profitable. 








State Fund Man Well Paid 


FARGO, N. D., June 3.—It is costing 
North Dakota $3,600 for the expert advice 
of Emile Watson, of the Ohio Work- 
‘men’s Compensation Board. Mr. Watson 
was engaged by the North Dakota com- 
pensation board to aid in putting into 
effect the state monopolistic state insur- 
ance system created by the last legisla- 
ture. Mr. Watson’s fee was revealed 
when the bill for the first month’s serv- 
ices was presented to the state auditing 
board at Bismarck last week. 


Satisfactory systems of keeping records 
and accounts of a local insurance agency 
are described in “Local Agency Book- 
keeping,” a 48-page booklet, sent without 
charge. Your copy is waiting for you. 
Write for it. The National Underwriter, 
1362 Insurance Exchange, Chicago. 





Organized 1903 
Conservatively Managed 





OHIO UNDERWRITERS MUTUAL FIRE INS. CO. 


Cash Surplus Over $50,000.00 


VAN WERT 
OHIO 


C. M. PURMORT, Secretary 














P. J. SHAW 
President 


The Union Mutual Fire Insurance Assn. 
of Emmetsburg, Iowa 
INCORPORATED 1897 


GEO. H. BAKER 
Secretary 








ome Office: Suite 804 Merchants Bank 
Indianapolis 


a “* Fire Insurance as You Would Write It’’ 


The Merchants Fire Insurance Co. of Indiana 
(A Stock Company) " 
The Indiana Retail Merchants Mutual Fire Ins. Co. 
(A Mutual Company) 
Both Companies under same management in the same office. 





Ralph B. Clark, 
Secretary & Mgr. 








Business 
confined 
to the 
State of 
Ohio 
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PROGRAM OF IOWA AGENTS 





Annual Meeting of State Association 
Will Be Held at Des Moines 
Friday 





Plans have been completed for the 
annual meeting of the Iowa Associa- 
tion of Local Agents to be held at the 
Chamberlain Hotel at Des Moines, 
Friday. Eugene Walsh of Davenport 
is president, P. J. Clancy of Des Moines 
is secretary. The following is the 
program: 

Convention called to order at 9 a. m, 

Address of Welcome—Mayor Thomas 
Fairweather. 

Response—L. H. 
Rapids. 

President’s Address. 

Secretary-Treasurer’s Report. 

Report of Committees. 

Address—“Opportunity,” C. F. Hildreth, 
Freeport, Ill., ex-president National As. 
sociation of Insurance Agents. 

Address—T, Alfred Fleming, state fire 
marshal, Columbus, Ohio. 

Address — “Insurance 
A. C. Savage, 
sioner of Iowa. 

“The Importance of Automobile Lia- 
bility Insurance,” R. W. Wells, Southern 
Surety. } 

Discussion by Joel Tuttle, Iowa Bond- 
ing & Casualty; J. Tumulty, Keokuk; 
R. T. McElroy, Ottumwa; J. H. Belden, 
St. Louis, Mo. 

“Coinsurance and _ Its 


Stubbs of Cedar 


Salesmanship,” 
state insurance commis- 


Application,” 


<2 Seventy 
one years of 
business 
this Gom- 
tl hyp 


pany has 
never con: 
tested a loss 


Dawton, O- 





KNOX MUTUAL INSURANCE CO. 





Incorporated 1838 


B. M. ALLEN, President 





SURPLUS OVER $200,000.00 


Business Confined to Ohio 


MT. VERNON, OHIO 


H. S. JENNINGS, Secretary 
excell 





Dayton Mutual Fire 


DAYTON 
Insurance Co., “Guo 


B. C. COLEMAN, Secy. 


Conservative and Careful 
Managemeut 


AGENTS WANTED 
Address Home Office 








E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 


THE 


Mansfield Mutual 


Fire Insurance Company 
OF MANSFIELD, OHIO 


Insurance = $8,918.528.00 
Total Assets 472,284.09 


An Agency Company 











ANTHONY KLAASEN, Pres. 


GRAND RAPIDS MERCHANTS MUTUAL FIRE INSURANCE COMPANY 


325-28 HOUSEMAN BUILDING, GRAND RAPIDS, MICH. 
A Clean Company Opercting in Michigan Only 
WM. A. HAAN, Secy. 


PAUL HOEKSTRA, Treas. 





LOST POLICY 
CERTIFICATES 


Save work of cancelling and rewriting lost pol- 
icies, and trouble of calculating earned pree 
miums. No troublesome signatures to be 
obtained. Safer than putting out a second 
policy. Designed by Carey & Zimmerman. 
local agents at Cincinnati, Ohio. Thousands 
have been used. 


12 50 . 100 200 500 1000 2000 5000 
$-75 $1.80 $3 $4.50 $7.25 $12 $20 $40 
— Sold by — 

THE NATIONAL UNDERWRITER 
Rough Notes 
Chicago Indianapolis New York — Cincinnati 





Farmers Alliance 
Insurance Company 


of Kansas 
McPHERSON, KANS. Organized 1887 


Resources in Cash and Contingent Assets, $610,000.00 
Surplus, $225,000,00 Strictly Mutual 
WANTED—Fisst class Adjuster, also 


Assistant Manager. Agents wanted in 
unoccupied territory. 


I.F.TALBOTT,Pres. C.F. MINGENBACK, Secy 




















THE AUTO OWNER WANTS Si.c2'c.c cater at ectte ie ths way we de 
THE AGENT WANTS THE SAME KIND 


That’s another reason 


MID-WEST MUTUAL AUTOMOBILE INDEMNITY ASSOCIATION 


J. B. HENDERSON, Secretary 












"sv AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W. McGINETY, Secretary. 


Indiana Pythian Bidg., Indianapolis 





PHILIP LEHR, Pres. 





—The Original mate at Gpemeenee Company— 
ncorporat 
THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bldg. 
Total Assets $282,855.70. Operating only in Ohio and Indiana 
ROBT. GROENLAND, Treas. 
Special Agent: C. C, FELTS, Ft. Wayne, Ind. 


C. L. McINTIRE, Secy. 





——_ 





Organized 1876 
Total amount at risk, $6,932,379 
Total cash assets, $137,900.53 

riting a general classification 


S. N. FORD, President 





The Merchants’ and Manufacturers’ Mutual 
Insurance Company 


Mansfield, Ohio 


Net cash surplus, $85,889.39 
Contingent assets, 339,310.95 
Auto fire floater department 


G. W. DeYARMON, Secretary 


Annual! dividends to policyholders 





TOTAL ASSETS - 
~ A. C. CUMMINS, President 








BUSINESS CONFINED TO OHIO 


— 


Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 





$2,486,445.48 
R. SMITH, Secretary 
ee 


























” 








NTS 


tion 


the 
Cia- 
> the 
ines, 
port 
pines 

the 


a. m, 
omas 


Sedar 


lreth, 
| As- 


e fire 


ship,” 
nmis- 


Lia- 
thern 


Bond- 
okuk; 
elden, 


tion,” 


eventy 
ears of 
usiness 
is Gom- 
iny has 
eT Con: 
| a loss 











June 5, 1919 


THE NATIONAL 


UNDERWRITER 





15 





Cc. S. Vance, vice-president Iowa National 
Fire. 

Discussion by Ray Miller, Webster City, 
Jowa; John Hynes, Davenport, and others. 

“The Agent and Casualty Adjustments,” 
G. H. Caldwell, attorney American Bond- 
ing & Casualty, Sioux City, Iowa. 

Discussion by H. E. Parmenter, Globe 
Indemnity. 

“Surety Bonds,” C. Bird Gould, mana- 
ger U. S. F. & G. of Des Moines, Iowa. 

Discussion by B. C. Mather, Iowa Bond- 
ing & Casualty; J. Frazee, American 
Surety. 

“Automobile Fire and Theft Insurance,” 
c, W. Van Beynum, associate editor The 
National Underwriter, Chicago. 

Discussion by Robert Evans, Des 
Moines, Iowa; Frank Binder, Council 
Bluffs, Iowa; E. B. Walsh, Davenport, 
Iowa; H. O. Glasure, Oskaloosa, and 

“Suggestions for the Good of the Asso- 
ciation,’ John Berwald, Davenport, Iowa. 
others. 


COMPARE KANSAS HAIL RATES 


Department Compiles List of Hail 
Rates by Counties — Lowest 
Stock Rate 4 Percent 


TOPEKA, KAN., June 3.—A com- 
parative table of hail insurance rates 
effective in Kansas this year has been 
compiled by Commissioner Travis. The 
table shows the rates charged by the 
stock companies and by the larger mu- 
tual hail companies in every county of 
the state. The smaller mutuals usually 
follow the big ones, while the purely 
co-operative organizations which estab- 
lish no rates but write the insurance 
and take premium notes payable at the 
end of the season take the notes on the 
basis of the larger mutuals. 

The stock company rates are higher 
than any of the mutuals every where 
except in a few western counties where 
the Farmers Hail of Hutchinson writes 
at the stock line rate. In these ex- 
tremely western counties which are 
more subject to disastrous hail storms 
than any other part of the state, the 
rate is 10 percent. In the nearby coun- 





ties the stock company rate is 8 per- 
cent. The lowest rate quoted by the 
stock companies is 4 percent for the 
eastern counties. 


Lowest Rate 2% Percent 


The lowest rate quoted by the mutuals 
s 2% percent where the stock companies 
quote 4. In many places where the stock 
rate is 6 the mutual rate is 3, but in 
some places the stock rate is 6 and the 
mutual rate 4. As a general average, the 
mutual rate is approximately two-thirds 
of the stock company rate. The Farmers 
Union of Salina, the hail company organ- 
ized by the big farm cooperative society, 
quotes a slightly higher rate than any 
ef the other mutuals, except in the ex- 
treme west, where the Farmers Hail 
quotes the same rates as the stock com- 
panies. Where the stock companies quote 
10 cents the Farmers Union quotes 9, 
and the usual basis of this company is 1 
cent under the stock company rate. 

The barley and rye rate is 2 percent 
extra on the stock company basis and 1 
percent extra on the mutual basis. The 
rates are listed as the cash rate, but 
when notes are taken, except with the 
Farmers Union, there is a 10 percent 
increase. 

The rates were made on the reports of 
all the stock companies writing hail 
lines, the Farmers Crop, Grain Growers, 
Kansas Home, McPherson Hail, Farmers 
Union, Sterling and Farmers Hail of Hut- 
chinson. This is the first time a com- 
plete comparative table of hail rates 
has ever been compiled in Kansas. 





Coinsurance Bill Signed 


On June 2 the governor of Missouri 





signed the coinsurance bill, which legal- 
izes the use of the coinsurance clause 
in that state. In a few days the Mis- 
souri Inspection Bureau will send out 
circulars advising agents throughout the 
state the proper course to follow under 
the new law. In the meantime, all poli- 
cies covering property which is not per- 
sonal must be issued without the at- 
tachment of the coinsurance agreement. 


Big Hail Losses Reported 


OMAHA, NEB., June 4—Adjusters re- 
port hail losses running up to 65 percent 
on rye and winter wheat at Pleasanton, 
Neb., recently, where hailstones as big 
as the traditional “hen’s eggs” fell. At 
Litchfield, Neb., hail losses running from 
five to fifty percent were reported, while 
at Arcadia, Neb., the losses were found 
to be from fifteen to thirty percent. The 
heaviest losses in these places were found 
in rye fields, with the lightest losses on 
winter wheat. Corn was not out of the 
ground. In some places the hail had 
laid flat fields of alfalfa, which could not 
be insured, 


Nebraska Blue Goose Elects 


OMAHA, NEB., June 4—At the annual 
meeting of the Nebraska Goose in Omaha 
EE. H. Jorgensen, wielder of the goose 
quill, reported there was not one delin- 
quent member during the year, that there 
are fifty-two active and one honorary 
member, that eight new members were 
initiated in the big splash and that the 
pond is laying plans to get 100 percent 
membership at once. The pond kept its 
members in the service, supplied with 
sweets, cigars and shaving outfits. The 
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The Liberty Mutual 


43. RB. JONES, Secretary and Manager 





HEALTH and ACCIDENT INSURANCE: 
AUTOMOBILE INSURANCE 


Fire, Theft, Collision, Property Damage, Public Liability—Full Coverage 
At Actual Cost—Participating—Three Year Policies 
Extra Low Rates to Rural and Small Town Auto Owners 


Insurance Com 
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finances of the pond were reported to 
be in flourishing condition. 

Harold Rose of the Sun was elected 
most loyal gander, W. H. Ahmandson of 
the new National American Fire, super- 
visor; E. D. McCall, of the Commercial 
Union, custodian; James E. Foster of the 
Columbia Fire Underwriters, guardian of 
the nest; C. R. McCotter of the Grain 
Dealers, keeper of the golden goose egg, 
and Jorgensen was reelected wielder of 
the goose quill. 


Smith Goes to New Field 


Warren K. Smith, special agent of the 
Pennsylvania in Nebraska, left for his 
new field in Chio the first of the month. 
Mr. Smith is an old Nebraska field man 
and is given a larger income to take 
care of and develop in Ohio. 


Iowa Notes 


The Union of Canton was quoted on 
the Douglas Starch Works loss at Cedar 


tapids, Ia., for $100,000. The Union for- 
merly had $100,000 when it was writing 
surplus line insurance, but the policy 
had expired and was not renewed, so 


the company was not involved. 


Milo H. Hiller, son of Herman Miller 
of the Iowa Manufacturers at Waterloo, 
has formed a company to carry on busi- 
ness of passenger and exhibition flights. 
The new undertaking was first tried out 
Friday, and Sunday the crowds were so 
dense and so many sought to be taken 
up as passengers that flying was dis- 
continued for two hours to prevent in- 
juring anyone in the landings. 


Impressive tributes to the 


members of 
the Iowa Blue 


goose, who have been in 
the service were paid at the final weekly 
luncheon prior to the midsummer splash 
Monday. Chaplain Winfred E. Robb, of 
the 168th, Rainbow division, who re- 


turned from overseas a few 
was the speaker of the 
lain, described the battle fields upon 
which the 168th fought and told of the 
way in which the Iowa heroes met death. 
Fifty attended the meeting. 


weeks ago, 
day. The chap- 





Nebraska Notes 
The Iowa Bonding, has named the 
Martini-Roberts company of Omaha, as 
general agents for Nebraska. 
S. F. McNichols of C’Neil, Neb., local 
agent, has been spending some time in 





F. J. MARTIN, Pres. 


The Leading Mutual Fire Insurance Company on the Pacific Coast 


Northwestern Mutual 


Fire Association 


H. K. DENT, V. Pres. 
Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building 


M. D. L. RHODES, Secy. 





MAIN OFFICES, CENTRAL BUILDING, 


SEATTLE, WASH. 














FORTY-THIRD YEAR OF STEADY GROWTH 
Increase in Surplus for 1918 - - - - $343,820.38 








Elmer D. Webb, Pres. 


THE BUCKEYE UNION INSURANCE CO. 


Lima, Ohio 


Ira E. Wagner, Sec. 





Ohio’s Youngest Company Specializing on Automobiles 








The fact that we are _youthful means we have openings 
for good agents in Ohio. Address Home Office. 














eV AGENTS WANTED | 

WRITE HAIL AND CYCLONE INSURANGE. 

TERRITORY OPEN IN ALL NORTHWEST STATES. 
TWENTY PER CENT COMMISSION. 


WRITE, ST, PAUL MUTUAL HAIL & CY€LONE INS. CO. | 
TODAY 805-6 Pioneer Blig., St. Paul, Minn. 


aed 


SCOTT RUTLEDGE, President 


IN THE WORLD. 
HOME OFFICE - 


J, A. BENSON, Treasurer 





THE LARGEST AND LOWEST PRICED HAIL INSURANCE irre 
INSURES GROWING CROPS 


W. A. RUTLEDGE, Secretasy 


- | DES MOINES, IOWA. 
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Our Policy Holders Know Why 





The Great American 


has grown so rapidly. We give them the kind 
of insurance they want and can afford to have. 
Full protection at cost. 
write our 


F. B. BLACK, Pres. 


Agents find it easy to 


Automobile and Health 
and Accident Insurance 


Write us for terms 


H. R. ENDLY, Sec’y. 








The 
NATIONAL 


THE LARGEST EXCLUSIVELY AUTOMOBILE 


MUTUAL IN OHIO 





MUTUAL 


Insurance Co. 





Writing Full Floater, Fire, Lightning, 
Windstorm, Explosion and Theft 








CELINA, OHIO 


E. J. BROOKHART, 
Secretary 





December 31, 1918, we had over 19,000 Policy Holders, Nine 
Million Theft and Eleven Million Fire Insurance in force. 


Live Agents Wanted in Ohio and Indiana 
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F.R. Ormsby, Pres. G. F. Hutchings, Secy. Joseph Winum, Treas. & Asst. Secy* 
Industrial Fire Insurance Co. 


AKRON, OHIO 
Surplus to Policyholders $363,378 





Capital $300,000 





An Ohio Company writing business through Ohio Agents. 
Farm Department. Why not represent an Ohio company? 


AGENTS WANTED 








The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, Prest. EDWARD HEER, Sec’y and Treas. 

Why not make room in your agency for aconservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Capital $400,000.00 Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 


National Diberty 


of America. 
INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
STATEMENT JANUARY 1, 1919 
Cash Capital : . $1,000,000.00 
Assets . ° - $9,609,646.00 NetSurplus -  - 
Liabilities, including Capital - 7,214,228.11 Surplus to Policy Holders - 
HEAD OFFICE: 62 WILLIAM STREET, NEW YORK 











$2,395,417.89 
3,395,417.89 











SAQQUGAUEOAOOOUEAUEAUOAUUOOUEAUEAUOOOEOOUOOUEOUEAUOOUUOOUOOUOOUEOUOAUOOOEOOCOOUEOOOUOOEOUEOUOOOUEOUEOOHOOEDE 
66 Broadway, New York 


E,. fF. tem 0D,, ec. 


INSURANCE BROKERS 


SPECIAL FACILITIES, FORMS AND SERVICE FOR LUMBER RISKS 


HOME OFFICE LOUIS H. PARKER 


HOME. OFFICE 
UNITED STATES 

UNDERWRITERS AUTOMOBILE 
MANAGING DIRECTOR FIRE INS. CO. 


TUERUADEDUR TERE U EEE SEDEE EERE TREE EAD ED CETTE EEE 


POUT TEA DEDE CETTE GEEUECEEOTOREEETECEEEERUTE 


PUTT EEE LEE LEL EEC o 


ir 





te e FIRE, MARINE, WINDSTORM, 
AUTOMOBILE, SPRINKLER 
3 LEAKAGE, RIOT AND 
ee EXPLOSION INSURANCE 


STUART MORGAN, State Agent, Michigan, East Lansing 
CASHMAN & EVANS, General Agents, Colorado, Denver 
. T. JULIAN, State Agent, Ohio and West Virginia, Columbus 
F. G. HERMAN, State Agent, Indiana and Kentucky, Indianapolis, Ind. 
P. P. WIPPELL, State Agent, Iilinois and Wisconsin, P.O. Box 225, Chicago 
O. T. PRICE, State Agent, Missouri, Kansas and Oklahoma, Kansas City, Mo. 
E. S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 








C.A. PALMER, President C. O. DAVIS, Vice-Pres. W. A. ELDRIDGE, Secy. 
S. D. ANDRUS, V.-Pres. & Man’g Underwriter F.H.ALDRICH, Counsel H.R.VERNOR, pny ll 
L. K. HENNES; Treasurer 


THE INTER-STATE FIRE INSURANCE CO. 


OF DETROIT, MICHIGAN (Organized 1913) 


Capital fully paid $259,150.00 Assets $591,109.81 Surplus to policy holders $310,064.33 
406-412 DIME BANK BUILDING 





| the preventable fires. 





The Wheeler, Kelly & Hagny Co. 
INSURANCE 
215 East Douglas Ave., WICHITA, KANSAS 


ALL LINES OF INSURANCE ENGINEERING DEPARTMENT 
HANDLED. IN CONNECTION. 





Omaha, where his wife has been in a 
hospital. 





H. J. Barton, manager of the marine 
Gepartment of the D. Hirschberg 
Agency at St. Louis, returned home last 
week, after a two weeks’ trip to New 
York, Philadelphia and Boston. While 
in Philadelphia Mr. Barton attended the 
annual meeting of marine managers and 
agents of the North America, of which 
the Hirschberg Agency is local represen- 
tative. 








SOUTHWESTERN FIELD 




















TEXAS IN FINE CONDITION 





State Is in Most Prosperous Period— 
All Lines of Business Are 
Very Thrifty 


DALLAS, TEX., June 3.—Texas fire 
premiums were increased greatly again 
this year because the state is in a very 
prosperous condition. The oil inter- 
ests are making a lot of money. There 
are four distinct oil fields in this state 
and in every one of them the product 
is increasing in value. Most of the oil 
people are putting their returns back 
in business by purchasing new leases, 
paying royalties or securing more 
property. The oil industry is giving 
employment to a large number of men, 
and high wages are being paid. The 
industrial conditions in Texas are very 
satisfactory. It was not hit by the 
war, as its line of work was not inter- 
rupted as was the case in the manufac- 
turing states. 

Fire insurance men feel that the old- 
time high loss ratio in Texas is due for 
a reduction. The loss ratio last year 
was 50 percent. The people seem to 
be giving more attention to fire pro- 
tection and the application of the 
schedules has served to bring about a 
number of improvements. The farmers 
are all making money. More and more 
they are planting diversified crops and 
are not depending on one or two. The 
writing of hail insurance on growing 
crops has been stimulated during the 
last three or four years in Texas until 
local agents see that there are big pos- 
sibilities in this line. Texas is attract- 
ing a number of people who feel that 
there are tremendous possibilities in 
this state. 








Rangley Oil Region 


The oil well boom now on in the Rang- 
ley region of Texas is interesting fire 
underwriters, promising as it does a 
substantial increase in oil business once 
the speculative wave subsides and sta- 
bilizing conditions ensue. Just now ad- 
venturous spirits from all parts of the 
country are hurrying to the Panhandle 
state, and hitherto unheard of villages 
or hamlets are becoming heavily popu- 
lated. The type of structures rushed up 
te accommodate the newcomers is not 
of a quality that finds favor with fire 
underwriters, and such business as is 
now offered to companies is being ac- 
cepted very guardedly. 





Big Losses Cause High Rates 


LITTLE ROCK, June 3—Commissioner 
Bruce Bullion says in his annual report 
that the fire rates in Arkansas are high. 
Also the losses in the state for several 
years preceding 1917 were excessive. The 
following shows the ratio of losses paid 
to premiums received for the years 1913 
to 1918 inclusive: 1913, 125.08 percent; 
1914, 80.04 percent; 1915, 100.8 percent; 
1916, 61.50 percent; 1917, 38.71 percent; 
1918, 51.93 percent. 

The expense ratio of the companies for 
the years named will average about 40 
percent to 41 percent. 

Efforts are being directed towards in- 
teresting the people in putting a stop to 
The lowering of 
the loss ratio is one of the most effective 
methods of getting fire rates reduced. 

Prior to the year 1919 the department 
had nothing to do with the rates. How- 
ever, Act 163 of 1919 limits the under- 
writing profit of the companies to five 
percent, covering a period of five years, 
and, when they exceed five percent, the 
department must order a corresponding 
reduction in the rates. 














“If the people of the state will inter- 





est themselves in reducing our enormous 
fire losses,” says the commissioner, 
“thereby holding down the loss ratio, the 
rates will be decreased correspondingly 
under the provisions of the law.” 





Surcharge Now in Effect 


Insurance men are glad to know that 
the Oklahoma State Insurance Board has, 
after a long investigation, authorized the 
10 percent surcharge to cover war taxes 
and expenses. The agents are now col- 
lecting the extra tax. 





Take On New Companies 


Burt & Stebbins of the United Mutual 
Fire at Houston, Tex., have been ap- 
pointed general agents for the Inter. 
State Automobile of Iowa. This company 
has just been admitted to Texas. Burt 
& Stebbins have also taken on the agency 
of the Approved Fire Appliance Co, 
which handles devices for extinguishing 
and preventing fire. 





Thirty-nine Indicted 


LITTLE ROCK, ARK., June 3—Com- 
missioner Bruce Bullion says in his an- 
nual report that seventy-eight requests 
have been made by the authorized offi- 
cials of the state to investigate fires 
supposed to be of an incendiary origin. 
Investigations of these fires have re- 
sulted in thirty-nine indictments, which 
have been disposed of as follows: 4 con- 
victions, 6 acquittals, 4 hung juries, 12 
indictments not tried. 





E. C. Cech, of Two Rivers, Wis., and 
P. D. Lake, of Helena, have formed an 
insurance partnership as Cech & Lake, 
at Forrest city, Ark. 





THE SOUTHERN STATES | 




















FIELD PROMOTIONS GIVEN 





J. M. Miller Succeeds Charles B. Robb 
While C. W. Harris Takes Miller’s 
Place at Roanoke 





RICHMOND, VA., June 3.—J. M. 
Miller, special agent of the Virginia 
Inspection & Rating Bureau, has suc- 
ceeded Charles B. Robb as _ special 
agent of the E. G. Seibels general 
agency for Virginia and North Caro- 
lina at Richmond. In his former posi- 
tion, he worked out of Roanoke, cov- 
ering Southwest Virginia territory 
principally. He has been succeeded 
there by W. B. Ragsdale, hitherto at- 
tached to the Richmond office of the 
bureau as special. The vacancy occa- 
sioned by the resignation of Mr. Miller 
has been filled by the promotion of 
C. W. Harris from stamping clerk to 
special agent with Richmond headquar- 
ters. L. P. Frayser, who has not been 
long out of the naval reserve service, is 
promoted from rating clerk to stamp- 
ing clerk. Mr. Frayser is thoroughly 
experienced in the work of the bureau, 
having been with Manager Spencer for 
several years prior to enlisting in the 
navy at the outbreak of hostilities two 
years ago. 

Mr. Robb, it will be recalled, re- 
cently went with the Springfield, suc- 
ceeding Carroll L. Garnett as special 
agent with Richmond headquarters. 





Cox to Attend Conventions 


Fred J. Cox, chairman of the executive 
committee of the National Association of 
Insurance Agents, will attend the annual 
meeting of the South Carolina association 
at Columbia June 11, and that of North 
Carolina at Greensboro June 26-27. This 
is in line with the policy of the National 
association to have the annual state 
conventions attended by some represen- 
tative of the National body. Chairman 
Cox, who has devoted much time to Na- 
tional association affairs during the past 
two years, is thoroughly conversant with 
its plans and will be able to make an 
inspiring report at the conventions of the 
two Carolinas. 





Live agents and good accountants have 
cooperated in preparing the four systems 
of local agency bookkeeping described in 
a 48-page booklet, “Local Agency Book- 
keeping.” Sent free on request. Make 
your request now. The National Under- 
writer, 1362 Insurance Exchange, Chicago 
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| _ PACIFIC COAST FIELD 

















RATES ARE CAMPAIGN ISSUE 





Commissioner Out After Election and 
Newspapers Array Themselves 
Against Companies 





SPOKANE, WASH., June 3.—Fire 
insurance rates will be an issue in the 
1920 election in the state of Washing- 
ton. While the public generally was 
not aroused to any high pitch of en- 
thusiasm a number of the daily news- 
papers of the state were arrayed in a 
bitter attack on the ten percent increase 
in fire insurance rates that were put 
into effect in this state November 1, 
1918. These daily newspapers will un- 
doubtedly take up the attack on the 
fire insurance companies when the 1920 
campaign for the legislature opens. 


Fishback to Lead Attack 


Commissioner H. O. Fishback will 
be the leader in this campaign against 
the rates. Fishback is now finishing 
his second four-year term in office, for 
which he has been drawing $3,000 a 
year. He will run for reelection next 
year for another four-year term, at 
$5,000 a year. He will not have to make 
any merely personal appeal for re- 
election. He adroitly made at the re- 
cent session of the legislature a real 
issue, the charge that the fire insurance 
companies were exacting exorbitant 
rates in the state of Washington, and 
that people needed a commission to 
protect them from the greedy com- 
panies This issue was made clear in 
the arguments before the legislature on 
the fire insurance control bill which 
failed to get through the senate by a 
tie vote. 


Failure Helps Fishback 


But the very fact that it was not 
enacted into a law, gives Fishback all 
the stronger issue for a campaign for 
reelection. Fishback will maintain that 
the fire insurance losses in the state of 
Washington have been materially re- 
duced and that the expenses of opera- 
tion have not been increased, He seems 
to have the statements of the com- 
panies to bear him out in this conten- 
tion. He also will compare fire insur- 
ance rates in the state of Washington 
with fire insurance rates of states like 
Minnesota, Iowa and Texas where, it 
is alleged, lower rates are in effect be- 
cause of some form of state supervi- 
sion. Fishback alleges that the last 
ten percent increase in fire insurance 
rates in this state takes from the people 
of this state from $75,000 to $100,000 
a month. 





Insurance Men Out For Governorship 


SPOKANE, WASH. June  3.—Col. 
George B. Lamping, general agent for 
the Westchester Fire and allied com- 
panies for Washington, with headquar- 
ters in Seattle, and state senator, is 
spending this week in Spokane. Should 
Colonel Lamping’s large sombrero be 
shied into the political arena next year 
he will be facing one or more fire insur- 
ance men for the Republican guberna- 
torial nomination. The present acting 
governor, who has been acting governor 
since Governor Lister broke down dur- 
ing the last session of the legislature, is 
Louis F. Hart, who is engaged in the 
local fire insurance business at Tacoma. 
Hart will be a candidate, with all the 
prestige of eight years as lieutenant- 
governor and an active Republican in 
this state for 30 years, to say nothing of 
having been grand secretary of the Odd 
Fellows for some 12 years. Another fire 
insurance man who is carefully sizing up 
the gubernatorial field is James H. Ta- 
coma of Tacoma, the veteran chairman 
cf the appropriations committee and 
house leader in the legislature for many 
Sessions. 

The “Colonel” is real. George B. Lamp- 
ing served with distinction in the Span- 
ish-American war and the Filipino insur- 
rection. He returned home a company 
commander, 





F.C. VAN DUSEN, President 


& 
JOHN D. McMILLAN, Vice-President WALTER C. LEACH, Secy, 


FIRE AND 


Minneapolis warixe Insurance Company 


MINNEAPOLIS, MINNESOTA 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 
sentation. 


The underwriters are former field men who had had long experience in agency operations. 


There are many striking features in the Minneapolis F. & M. which make it attractive. We can tell them to you. 








REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE CO. 


= SIOUX CITY, IOWA 
Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 








Western Department; 

Insurance Exchange, Chicago 
IMPERIAL ASSURANCE COMPANY “3 

100 Williams St., New York 

Pacific Department; ? 

Enables its Agents to take advantage of progressive movements and new features in 4 Sansome St., San Francises 
insurance. The Imperial writes Use and Occupancy, Sprinkler Leakage, Tornado, Profits, Rental and other special 
classes in addition to its regular Fire lines. This gives an Agent facilities to fully meet the requirements of his patrons. 

















E. KIMBALL 
PRESIDENT 


CASH CAPITAL $839,580.00 
ARCHIBALD KEMP 
SECRETARY - TREASURER 


CLEVELAND NATIONAL sire 


FIRE INSURANCE COMPANY alain 
CLEVELAND, OHIO 


$1,209,812.34 
APPLICATIONS FOR AGENCIES DESIRE D 





ASSETS 
$1,662,212.57 
































F. H. Hawley, President W. E. Haines, Secretary 


71ST ANNUAL STATEMENT OF THE 


pO EOC CCE TR TOOT Piatkwadacarwa ees $4,632,142 
ROW cies hoses caucceade PCC ECE eccee SO8,458 
Reserve for Reinsurance................... 2,845,381 
CEP CEE OLE CEE CET Secaandwiaaade see0 322,048 
WINNIE oo 5 ct ccc cencacaccceccascués cue - 1,499,764 
III occ accaced déaaees beewiseseewns » 26,280 








NORTH BRANCH FIRE company SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 


CITY cay OF PENNA., PITTSBURGH 


COMPANY 
Incorporated 1870 Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 


PITTSBURGH FIRE comeaxyy PITTSBURGH, PA. 


Incorporated 1851 Capital $200,000 ; Net Surplus $116,057.35 Assets $644,677.62 























Lamping for several years commanded 








WM. L. DICKELMAN HENRY J, WOESSNER HAROLD J. BARBOUR 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 


InsuranceEschange General Ageats (U. S. and Canada) Excess Lines 
Building © Chicago 


LOUIS NEWMARK & CO. 
“Adjusters for the Assured” 


510 Insurance Exchange 


Telephone 


Telephone Wabash 175 West 
oe Wabash 250g CHICAGO yj, c3on Blvd. 
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H. C. WHALEN, Pres. 


A. S. BUZZE, Secy. 


THE CENTRAL STATES FIRE 
INSURANCE COMPANY 
Wichita, Kansas 


Writing 

FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 
Entered 

KANSAS OKLAHOMA TEXAS 








































Hoel FONTENELLE 
OMAHA, NEB. 
H. EDGAR GREGORY, Manager 


330 Rooms—330 Baths 
RATES 
One person - - - = $2,50 
Two persons - - $3.50—$7.00 


















Metropolitan Fire Conany 


; OF CHICAGO 
Hibernia Fire SCRANCE 
OF CHICAGO 


are seeking desirable agents in Illinois. Write for 
particulars regarding commission contract. 


JOHN NAGHTEN ©, CO., General Managers 


ESTABLISHED 1863 


INSURANCE EXCHANGE, CHICAGO, ILLINOIS 























Insurance Co., Ltd. 
The Yorkshire ‘yor rages 
ESTABLISHED 1824 


Fire, Lightning, Sprinkler Leakage, Automobile, 
Riot and Explosion Insurance 
U. S. Branch, 80 Maiden Lane, New York 


FRANK & DuBOIS ERNEST B. BOYD FRANK B. MARTIN 





United States Managere Underwriting Manager nt Manages 
NEW YORK LIFE ey & TRUST CO., U. S. TRUSTEE 
2 Wall Street, New York 
METROPOLITAN.. DEM ila & eRe rae Cove aoe . New York, N.Y 
eee - rown O.. oo coccce ss New Yor 
PACIFIC ¢ AST ....0- ..-McClure , Soe + eecccccecsecess 90M Francisco, Cal. 
CAROLINA VIRGINIA oo oo dasry R. Bush ..cccccccccccccee yy, Greens » N. 

SOUTHEASTERN ..........00054: PORIGAT Ge TUS .0c02ccvcscecceces ss os Atlanta, Ga. 
LOUISIANA & MISSISSIPPI TRAE BB. TRONB oo 5ccccccescencase seeeeee- New Orleans, La. 
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POLICY HOLDERS 
$1,550,000 




















‘urged at conferences of adjusters from 








the national guard of this state and was 
adjutant-general for several more years. 
He offered his services in this war and 
was offered a colonency in charge of 
some supply depot. Such was not for the 
Colonel. He asked to fight. He was an 
experienced line officer, and the War De- 
partment would not give him the place 
he thought he deserved. 





Miller on the Run 


Following the rousing meeting at San 
Francisco on May 27, Secretary C. S. S. 
Miller, of the National Association of 
Insurance Agents, traveled northward, 
and is due at Seattle June 6. His next 
stop will be at Spokane, going thence to 
Tacoma, Salt Lake City, Ogden and Den- 
ver, at each of which agency meetings 
will be held. While at Denver an effort 
will be made to revive interest in the 
Colorado state association, which has 
been in a moribund condition for some 
time, and the prospects for attaining the 
desired result are highly promising. 

Throughout his entire trip, thus far, 
Mr. Miller reports keen interest among 
the local men in the agency movement, 
and the membership of the national body 
has been largely increased as a result. 





Plans for Oregon Body 


PORTLAND, ORE., June 3.—At a large 
and representative meeting here today 
in the office of John Burgard, a leading 
local agent, steps for the formation of 
the Oregon Local Agents Association 
were taken. Stanley Jewitt was elected 
temporary secretary and John Burgard 
temporary president. Many applications 
for membership have already been re- 
ceived, and plans are made for a state- 
wide canvass that will assure the per- 
manent success of the new association. 





G. L. Goodell Returns 


G. L. Goodell, special agent for the 
London & Lancashire and Orient in Ore- 
gon, who received a leave of absence in 
1917 to join the army, has returned, with 
the rank of captain, after serving for 
many months with an artillery unit in 
France, and will resume his former posi- 
tion. 





The total fire losses of Moscow, Idaho, 
last year were $750, fully covered by 
insurance which was paid without a pro- 
test. It is claimed to be the best fire re- 
cord for a city of its size, 6,000, in the 
northwest. During the year the vol- 
unteer department made 13 runs, of 
which three were outside the city and 


had to be reached by the chemical en- 


gine. 








NEWS FROM THE EAST 




















ARE PLEASED WITH ACTION 





Leading Adjusters in the East Approve 
National Board’s Action on 
Disputed Settlements 





BY GEORGE A. WATSON 


NEW YORK, June 3.—Leading ad- 
justers of the east—independent as well 
as salaried men—approve heartily the 
action taken at the recent annual 
gathering of the National Board with 
respect to complicated loss settlements. 
At the meeting it was unanimously 
agreed that where differences of opin- 
ion arise between companies concerned 
in the same claim as to the proper ap- 
portionment of interest, the matter be 
referred to the committee on adjust- 
ments of the National Board, or to a 
subcommittee named by it, before re- 
course be had to litigation. 

One of the most difficult matters with 
which adjusters have to deal is the 
proper apportionment of nonconcurrent 
insurance; a question that not infre- 
quently arises. No fixed rule can be 
followed, for no two cases are alike, 
and with the best intention in the world, 
and with every desire to be fair, adjust- 
ers ofttimes get into serious ‘tangles, 
which occasionally leads to litigation. 
George R. Branson, chairman of the 
National Board’s committee on adjust- 
ments, and one of the big adjusters of 
the metropolis, has long been of the 
opinion that cases of this nature should 
be handled by disinterested experts, 
rather than by lawyers, and has so 








Field Men Wanted 


THE AMERICAN OF NEWARK 
has the following field positions open: 
State Agency for South and North Dakota 

(An experience with Farm business 

necessary) 
Special Agency, Nebraska—(Farm Dept.) 
Special Agency, lowa—(Farm Dept.) 
Correspondence Invited 
CHAS. E. SHELDON, Mer. 
Rockford, Illinois 

















Apply to your Agent for Insurance covers on 
EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 
Marine Department 


GEORGE L. McCURDY 
MANAGER 


Insurance Exchange, CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 











| 











Your€lients 
Will Thank 
You 
—if you call 
their atten- 
tion to this 


Automatic 


Extension Reel 


) Puts safety responsibility 
prey squarely on the employee. 
Keeps extension cord off nails, 
floor, machinery and goods. 
Holds lamp away from inflam- 
mable material. 
Protects cord for long service. 
No longer any excuse for lamp 
and extension cord hazards. 
Device listed as standard by 
Underwriters Laboratories. 








Cincinnati Specialty Mfg. Co. 


1915 Powers Street - Cincinnati, Ohio 








ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE INSURANCE 
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ORIENT 


INSURANCE 
COMPANY 


of HARTFORD, CONN. 





A. G. McILWAINE, Jr. = President 
HARTFORD, CONN, 





CHARLES E. DOX, Manager 


WESTERN DEPARTMENT 


39 S. La Salle St., Chicago, II. 





SAM B. STOY, “ws @e @ Manager 
SAN FRANCISCO 




















The Concordia Fire 


Insurance Company 
of Milwaukee, Wis. 


Total Assets, ; 

Jan. 1, 1919 . . . $3,404,843.08 
Capital Stock .... 750,000.00 
Reserve ....... 1,904,913.89 
Surplus to Policy- 

holders . ..... 1,253,867.64 


— Writing— 
Fire Tornado 
Sprinkler Leakage 
Rents Use and Occupancy 














Cincinnati Underwriters | 


121 East 3rd St., CINCINNATI, O. 


Eureka F. & M. Ins. Co. 


Security Ins. Co. 
Organized 1864 


Organized 1881 





COMBINED STATEMENT 


Capital - - * $250,000.00 
yo - - - - 959,818.96 
Surplus to Policy Holders 631,728.12 





F A. ROTHIER, Prest. 
ADAM BENUS, Secy, 
F. C. BARTON, Asst. Secy. 
R. B. HEATON, State Agt. 








INSURANCE COMPANY 
OF WHEELING, W. VA. 
Organized in 1867 
Cash Capital $200,000 
Assets $624,780 Net Surplus $151,269 
WM. F. STIFEL, Pres. 

F. RIESTER, 0. E. STRAUCH, 
Secy. Asst. Secy. 
WM. V. FISCHER, Supt. of Agencies 

E. A. KEELER : 
714 Hippodrome Bldg. Cleveland, Ohio 
Special Agent for Ohio, Indiana and Penna. 
Herrick & Auerbach, Managers 


Western Department | 
Insurance Exchange.Bldg., Chicago, IIl. 











Elmer F. Bagley & Co. 


Established 1895 
INSURANCE AND INVESTMENTS 


Topeka, Kansas 


GENERAL AGENTS and MANAGERS 


in Kansas, Oklah Colorado, Nebrast 
Iowa and Mi i, rep ing twelve 
companies with assets of over 
$34,000,000.00, 
writing Fire, Tornado, Hail and Livestock. 
Six Special Agents. 
Over seven hundred Local Agents. 











time to time. The adoption of the idea 
by company executives is particularly 
gratifying, and its practical operation 
should tend to improve the none too 
busy lot of adjusters, and at the same 
time better the relations between in- 
surers and assured. 





SALOON RENEWALS REFUSED 





Some Philadelphia Companies Steer 
Clear of Liquor Risks—Watchful 
Waiting Is Attitude 





PHILADELPHIA, PA., June 3.— 
“Watchful waiting” is the attitude of 
local men regarding the exit of John 
Barleycorn. Some companies, like the 
Pennsylvania Fire are refusing to renew 
all expired policies for retail liquor sa- 
loons. It is pointed out that when the 
nation goes dry on July 1, most of the 
saloons will go out of business and the 
proprietors will sell the fixtures for 
what they will bring. But as these fix- 
tures are more or less costly and are 
of a type hardly adaptable to any other 
class of business, the market will prob- 
ably be flooded with saloon fixtures for 
which there will be few purchasers. 
Everybody will be selling and almost 
nobody buying. 

Then, too, the fact that a large num- 
ber of the saloon buildings and brew- 
eries will probably be vacant, for a time 
at least, after July 1, constitutes an- 
other hazard. On the other hand, al- 
though it is not generally known, some 
companies especially seek out vacant 
risks of good class for which they ask a 
higher rate. They have made good 
money in this way. The companies in- 
sist, however, that the unused buildings 
have a watchman and time clock on the 


ipremises. 


In general, local men look askance at 
the retail liquor business. The refusal to 
renew expired policies is not widespread, 
but active solicitation of saloon risks 
certainly has become rare. Many in- 
surance men believe that prohibition will 
not abolish the brewing of beer with a 
small percentage of alcohol and that a 
large number of retail ‘saloons will re- 
main intact, even if used only as ice 
cream parlors or for other purposes. 





Advisory Board Named 
BOSTON, MASS., May 31—As a result 


of the agreement reached between the | 


representatives of the Eastern Union and 
the Boston Board, the latter organization 
has been able to complete the personnel 
of its newly created advisory committee, 
which, with a new rating manager, is 
to have charge of rate making in the 
Boston district in the future. The three 
board members will be John J. Cornish, 
Frank A. Dewick and W. S. Gierasch. 
The six companies members will be the 
Home, represented by Assistant Secre- 
tary H. S. Poole; Hartford Fire, by Sec- 
retary S. T. Locke; Connecticut, by Sec- 
retary J. A. Cosmus; Great American, by 
Assistant Secretary Archer; Rhode Island, 
by Vice-President Emil G. Pieper, and 
Continental, by Secretary J. W. Swinner- 
ton. The advisory board will meet June 
3 and elect the rating manager. 


Row Over City Insurance 


BALTIMORE, MD., June 4.—Cancella- 
tion of $10,000,000 of fire insurance on 
Baltimore city property contracted for 
by the Board of Estimates on the last 
day of Mayor Preston’s administration 
has caused an uproar among Baltimore 
local agents. As soon as the new ad- 
ministration learned what had been 
done, the action of the old board was 
rescinded. This week a meeting was 
held, attended by city officials, represen- 
tatives of the Baltimore Board com- 
panies and Grant W. Stockham, a promi- 
nent nonboard agent, who has written 
about $5,000,000 of insurance on various 
city properties. At the meeting some 
sharp personal remarks were passed be- 
tween Mr. Stockham and John P. Lau- 
ber, one of the prominent Board agents, 
as to the character of the companies 
represented by Mr. Stockham and the 
rates charged by the Board companies. 





No Further Move Made 


NEW YORK, June 2.—Until there be 
marked reduction in the. present rate of 
exchange, it is unlikely that further 
steps will be taken by Le Foncier de 
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/ SMOTHERS 


‘FIRE 
Toamite Mrefoam Ginpany/ 
FIRE PROTECTION ENGINEERS 


The Safest Policy 


OU,:- Mr. Fire Insurance Man, 

will agree that a fire insurance 
policy is safest when the holder 
is protected with 


which does more to reduce fire 
losses than any other fire-fighting 
apparatus. Why? Because it is 
100% efficient in smothering dan- 
gerous fires. Foamite Firefoam, 
when discharged on a fire, forms 
a lathery, soapy mass of minute 
carbonic-acid gas bubbles. It coats 
blazing surfaces and floats on burn- 
ing liquids. On the other hand, 
water and ordinary liquid agents 
are simply blown away by the wind 
or by drafts from the fire. Make 
acomparison. Foamite Firefoam 
is as different from other fire-fight- 
ing apparatus as night is from day. 








x 





It’s better by far to prevent a dig 
fire, than to pay a big claim. Let 
your clients know about this re- 
markably effective fire-fighter. 


Send for ‘60 Seconds—and Out’’—the 
fascinating story of fire’s greatest enemy 


FOAMITE FIREFOAM COMPANY 


FIFTH AVENUE, NEW YORK 
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NATIONAL SECURITY FIRE 
INSURANCE COMPANY 


(STOCK COMPANY) 


AGENTS WANTED IN 
NEBRASKA—IOWA—KANSAS—COLORADO 


WRITING FIRE, TORNADO, AUTOMOBILE 








Home Office: 1406 FARNAM ST. OMAHA, NEBRASKA « 

















ARIZONA 


CENTRAL DEPARTMENT 


FIRE INSURANCE COMPANY, SS COVERING 
ee ILLINOIS—OHIO—INDIANA 
et WISCONSIN — MICHIGAN 
CAPITAL 
$200,000.00 CHAS, P, HALL 


2019 INSURANCE EXCHANGE 
CHICAGO 


EDGAR M. DAVIS 


VICE-PRESIDENT AND 
) GENERAL MANAGER 




















Nearly Fifty Years of success under same managemen? 
INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 


Total Cash Assets $300,319.63 SALEM, OHIO Net Cash Surplus $221,123.76 
Losses Paid Since Organization, $1,252,848.24 


J.R. VERNON, President J. AMBLER, Secretary 








AUTO-OWNERS INSURANCE COMPANY 
LANSING - - MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V. MOULTON, Sec’y., F. P. WRIGHT and F. A. WALL, Field Supt’s. 








kxSECURIT Yx 


Fire Insurance Company, of Davenport, Ia. 
CASH CAPITAL $200,000 


This Compeny has had 36 years of successful business experience, and is now doing business in 
Towa, Illinois, Wisconsin, Ohio and Indiana. Itis a good company for the agent, because in addition to 
writing a general business, it accepts practically all classes of farmn risks. 


We want agents in the above states, and would appreciate 
hearing from agents desiring to represent us. 


JAMES W. BOLLINGER, Pres. E, E. SOENKE, Secy. 

















lowa National Fire Ins. Co. 


Des Moines, 


FIRE-- LIGHTNING--TORNADO and 
AUTOMOBILE INSURANCE 


An IOWA Company For IOWA Business 
IOWA Agents wanted 
JOHN L. BLEAKLY, President 


FRANK L. MINER, Vice-President 
C S. VANCE, Second Vice-President 








C. M. SPENCER, Secretary 
FR/.NK P, FLYNN, Treasurer 





























Exceptional facilities for handling Surplus and difficult 
lines_and unusual forms of insurance in best American 
and Foreign companies and at Lloyds, London. 
RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS SOLICITED; 
PROMPT ATTENTION 
F. R. THOMPSON 


Insurance Exchange, 


SURPLUS 
LINES anp 
FLOATERS aie 











HAWKEYE SECURITIES FIRE 
canes co. 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home Office, Masonic Temple, Des Moines, Ia. 




















looking to its entry into this country 
for business. Preliminary papers were 
filed by the company with the New York 
department some months ago by William 
H. Hotchkins, acting as attorney, since 
which time the matter has lain dormant. 
When the organization is formally ad- 
mitted it will likely seek fire and marine 
reinsurance through the Northern Un- 
derwriting Agency of this city. 


Boston Board Manager Chosen 


BOSTON, MASS., June 3.—The Boston 
Board today elected H. Belden Sly, man- 
ager of Boston stamping office, as rate 
manager of the Board under the new 
constitution. The rate manager will be 
subject to an advisory committee, com- 
posed of three Board members and rep- 
resentatives of the Home, Hartford, Con- 
necticut, Atlas, Rhode Island and the 
Continental, in all rate matters for 
Metropolitan District. 

John J. Cornish was elected chairman 
of the advisors committee, while F. 
Elliot Cabot, former secretary of the 
Board, remains as secretary of the execu- 
tive committee, and treasurer of the 
Board. Mr. Sly will retain the manage- 
ment of the stamping office. 


Aetna’s Jubilee Celebration 


HARTFORD, CONN., June 3—The 100th 
anniversary celebration of the organiza- 
ion and founding of the Aetna will be 
held at the home office June 12. It will 
be in the form of an anniversary lunch- 
een to which all directors and executives 
will attend, also the branch managers 
from San Francisco and Chicago. The 
Juncheon will be entirely informal with 
no speech making. Following there will 
be a meeting of directors at 2:30 and at 
5 o’clock on the same day an open re- 
ception at which many special guests 
will be invited. All the company stock- 
holders will also be urged to attend. 
The members of the home office force 
will be in attendance at this reception. 
The special committee of directors act- 
ing with the officers for this occasion 
are: Atwood Collins, Charles E. Gross, 
Charles P. Cooley, Charles L. Spencer and 
John L. Way. 

The regular outing of the Aetna Fire 
clerks will be held June 15 at Eastern 
Point. The home office force will leave 
early in the morning on a special train. 
A shore dinner at noon will be one of 
the features, followed by dancing, golf, 
tennis, swimming and other events of a 
similar nature. 





Buffalo Suburban Field 


BUFFALO, N. Y., June 4.—Local agents 
at Buffalo are agitating for control by 
the Buffalo Association of Fire Under- 
writers of the territory, roughly speak- 
ing, within a five mile radius of the city 
limits, a field, now under the jurisdiction 
of the Underwriters Association of New 
York State. The agents argue that the 
territory in question is tributory to Buf- 
falo, its population consisting in the main 
of workers in the city who know, and 
are known to the local agents. Company 
men are rather sympathetic with the 
idea, feeling that, through such transfer 
of control, business in the suburban field 
would be handled more promptly and 
generally satisfactorily than under the 
present arrangement. 





Hartford Companies Bear Loss 


HARTFORD, CONN., June 3—A total 
of $45,000,000 was paid out by Hartford 
fire insurance companies during the year 
of 1918. This is nearly one-fifth of the 
total fire losses for the year in the entire 
United States. Of this amount the larg- 
est loss was sustained by the Hartford 
Fire, which reported a net loss of $12,- 
880,493. The Aetna reported $6,575,059 
and the National Fire a little over five 
millions in losses. The Automobile re- 
ported losses to the amount of $1,391,419; 
the Orient, $826,733; the Phoenix Fire, 
$3,240,297, and the Connecticut, $2,170,- 
844. In this total was also the Security 
Fire of New Haven, with losses of $1,796,- 
229, and the Rossia with reported losses 
of $4,744,351. 


Eastern Notes 


The American Merchant Marine of New 
York has been licensed to transact fire 
and marine business in Pennsylvania. 

T. B. McKeavney & Co. are appointed 
agents at Baltimore for the Importers & 
Exporters of New York, which has newly 
been licensed in Maryland. 

Arguments in favor of setting aside 
the verdict of $550,000 against the Fire 





Brokers Association and some of its di- 


rectors in favor of the Manufacturers 
and Dealers Motor Underwriters wera 
heard last week. The verdict was ren- 
dered last week by a jury which found 
for the full amount claimed. 


Massachusetts Notes 


The Insurance Society of Massachu- 
setts will hold its annual meeting in 
Boston, June 5 

The Massachusetts senate voted this 
week to raise the salary of the Fire 
Prevention Commissioner of Boston and 
the Metropolitan District from $3,500 to 
$4,500. 

The Palmetto Fire of South Caroling 
was this week admitted to do a genera] 
fire business in Massachusetts and has 
appointed Starkweather & Shepley as 
its Massachusetts agents. 

Harry M. Gilman, partner of the late 
Francis H. Stevens, and now associated 
with Stevens, Brush & Co. of Boston, 
has been given the Boston representa- 
tion of the State of Liverpool and the 
Independence of Philadelphia, which 
were represented by Mr. Stevens until 
his death a few weeks ago. 


Bertram E. Ames, recently resigned 
from the New England Exchange, Im- 
proved Risks Department, to enter the 
head office of the Evans companies as 
engineer, has been transferred back to 
Boston and will serve as engineer for the 
New England district for the same com- 
panies, succeeding Charles W. Johnson, 
resigned. 

A settlement has been effected out 
of court for $42,500 in the suits of the 
Tremont Trust Company against several 
insurance concerns for damages arising 
from fire loss on a stock of leather on 
the premises of the Gowanda Leather 
Finishing Company of Gowanda, N. Y., 
Sept. 6, 1917, on the eve of the trial, 
which was to begin in the United States 
district court in Boston this week. The 
cefendants were the Firemen’s, City of 
New York, Northern Assurance, Aetna, 
Germania and the New Hampshire, the 
claims being for $119,500. 





Pennsylvania Notes 


The American Merchant Marine, of 
New York, and the Union, of Canton, 
have been elected members of the Phila- 
delphia Fire Underwriters’ Association. 


The following new appointments of 
Philadelphia agencies are announced: 
S. George Levi & Co. for the Abeille 
Fire, of France, and Wagner-Taylor- 
— Company for the Union of Can- 
on. 


Remarkable 


Service 


The Neale-Phypers Company at 
Cleveland has just employed: a man 
competent to make household inven- 
tories for its customers. This man will 
go to the home of the insured and list 
the property covered, setting down the 
correct valuation. 


The Neale-Phypers Company has 
the largest agency in Cleveland. It is 
progressive. It was one of the first 
to inaugurate service departments. 
For years it has had insurance en- 
gineers to help its larger customers, 
and the engineering department has 
recently been enlarged. Now a service 
is to be rendered to residence cus- 
tomers. 





Residence inventories are business 
builders for local agents. The Neale- 
Phypers plan points a moral on their 
use. They should not be tossed around 
like blotters or calendars, but those 
getting them should be impressed with 
their value and importance. Properly 
placed, they will pay big returns. If 
a large agency finds it worth while to 
have its own man make an inventory, 
surely any agent will do well to spend 
a few cents for a standard household 
inventory book and induce the policy- 
holder to use it. 


Send 35 cents for a set of usable samples 


The National 


Underwriter 





1362 Insurance Exchange, Chicago 












tee Aaw~wmour? 8 









June 5, 1919 


THE NATIONAL UNDERWRITER 21 











& MOTOR INSURANCE NEWS 


DIRECTORY OF LOCAL AGENTS 


Tux National Unperwriter Recommends the Following as Among the Prominent and Reliable 
Agencies With Good Facilities for Exchange and Outside Business. Advertisements 














WRITE THROUGHOUT WEST 





Fire Association Opens Automobile 
Department in Western Office With 
R. E. Dixon in Charge 





The Fire Association, which has 
been doing some automobile business 
on the Pacific coast and also in its 
southern department, is entering the 
automobile field in the west and ex- 
pects soon to establish an automobile 
department at the home office in Phila- 
delphia. 

The business in the western depart- 
ment at Chicago will be in charge of 
R. E. Dixon, who has had a consider- 
able experience in the automobile field 
as well as special agency and general 
agency experience. 

“The company will write fire, theft, 
collision and property damage and will 
follow conference rules and rates. 


LOOK FOR AN IMPROVEMENT 








Automobile Insurance Officials Antici- 
pate a Decrease in Losses When 
the Country Goes Dry 





Automboile insurance men look for 
a material decrease in collision losses 
when the country goes dry. Many 
losses of this nature arise from joy- 
riders and those under the influence of 
intoxicants who become reckless in 
handling machines. Claim men who 
have gone into the subject exhaustively, 
tracing back causes of accidents of this 
nature, find that in many cases the 
drivers were intoxicated. It is also 
predicted that the number of thefts 
will be greatly reduced especially 
where wet states border on dry states. 
In such cases bootlegging is carried on 
to quite an extent and automobiles are 
stolen in carrying the liquor over to 
dry territory. 

Some underwriters claim that there 
will have to be a still greater refine- 
ment in collision rates because there is 
so little demand for that class of in- 
surance outside of large cities. There 
is no low loss ratio business, therefore, 
to cut down the average. Collision 
losses are heavy in cities where there 
is congestion, where there are hills 
and where there are narrow streets. 
These various local conditions have to 
be considered and city experience fol- 
lowed in arriving at logical rates. 





Amazing Increase in Country 


OMAHA, NEB., May 28.—C. B. Foltz, 
chief adjuster of the American Insurance 
in Omaha, last week, looking into the 
automobile insurance situation, reassured 
local agents with the statement that 
Omaha is far from being the worst city 
in the land for automobile thefts. 

Local agents in the Omaha territory 
report a gratifying increase in city busi- 
ness. despite the increased rates, and an 
almost amazing increase in the country 
business. Reasons for the increase of 
country automobile insurance, they be- 
lieve, are the general tendency to utilize 
insurance, the increasing cost of cars, the 
increasing likelihood of theft in the 
country, the publication of much auto- 
mobile theft news, the great increase in 
the number of cars owned and the coun- 
try rates, which are lower than those in 
the city. 





Big Destruction By Fire 


COLUMBUS, O., June 3—Four and a 
half percent of the autos in Ohio in 1918 
were damaged or destroyed by fire. Leak- 
ing carburetors, back fires, short circuits, 
Sparks from ignition system, leaking 
fasoline, overheated engines and care- 
less use of gasolene were the causes. 





Will Handle Aircraft Business 


The National Automobile Underwriters 
Conference has voted to assume juris- 
diction over aircraft business. The com- 





OHIO 


DWARD E. SHIPLEY 
GENERAL INSURANCE 
General Agents 


UnitedjStates Fidelity & Guaranty Co. 
Surety Bonds 


603 First National Bank Building 
CINCINNATI, OHIO 


HE O. M. STAFFORD-GOSS.- 
BEDELL CO. 


INSURANCE 


Plain Dealer Bldg. 
CLEVELAND, OHIO 


of Only First-Class Offices Accepted. 
mittee "which made a preliminary sur- 


, 7 MINNESOTA 
tated eee Waaeelaaie te deans IyNNEAPOLIS INSURANCE AGENCY 


late plans for conducting the business 
and to collect all available data to be All Classes of Insurance 
525 Plymouth Bldg. 





used as a basis in promulgating rates 
and outlining practices. 





Is Running Mate for American 


DES MOINES, June 3—The National | MINNEAPOLIS, MINN. 
Auto Insurance Company has filed arti- 
cles of incorporation in Des Moines to F H. WAGNER AGENCY 
run in conjunction with the American 
Auto, recently organized here. Thecon- . 
cern will cover all kinds of automobile 
insurance. <A. C. Ogle is general mana- 
ger, with offices in the Hippee building. 
John F. Griffin, sheriff of Polk county, is 








Insurance Agents and Adjusters 


529-534 Plymouth Building 








MINNEAPOLIS, MINN. 


CARD INDEX RECORD FOR 
AGENCIES 


The Only System that Is Right 
Furnished Complete—Lowest Prices 


THE NATIONAL UNDERWRITER 
| Insurance Exchange Chicago 


E BINGHAM & DOUGLASS CO. 
Established 1870 


GENERAL INSURANCE 


We are equipped to handle all classes of Insurance 
in amounts @ or sma 


The Cuyahoga Bldg. 
CLEVELAND, OHIO 





Agency for Sale 
First Class Union Agency in 
big town in Michigan. Address 
54-R, care The National Under- 


writer. 

















The Leading Fire Not Here for a Day 
Company of the World But for All Time 


Fire, Tornado Sprinkler Leakage, Automobiles 
INSURANCE COMPANY, Limited 








Assets in United States $18,269,657 


Invested in the highest grade of American Securities and held in trust for sole protection of 
American Policy Holders by United States Insurance Departments and United States Trustees. 





WESTERN nie! ROYAL INSURANCE BUILDING, CHICAGO 


P. W. CADMAN, Asst. Mer. EORGE W. LAW, Manager L. C. STARK, Genl. Adj. 








American National Fire Insurance 
Company “onto” 

, Capital $500,000 

Re | JOHN W. ZUBER, President 


Its Name Indicates Its Character. Progressive, Yet Conservative. 
Operating Along Sound Lines. 





JOHN A. DODD, Secretary 
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1918 


1792 426th Anniversary 
Insuranee Com: iy of _— 
NORTH AMERICA © i 
PHILADELPHIA $28,000,000 


Men Who Know 


Applications for automobile insurance in the Insurance Company of North America 
are handled by men devoting all of each business day to this one line of insurance, men 
especially trained for the work and familiar with it in all its details and ramifications, 
men who know. Applications for automobile insurance in the Insurance Company of 
North America are handled intelligently. 





PLATT, YUNGMAN & COMPANY, General Agents 
400 Walnut Street, PHILADELPHIA, PA. 
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president; John C. Scott of Keokuk and 
E. H. Lewis of Des Moines are vice-presi- 
dents; A. G. Ogle, secretary; J. J. O’Mal- 
ley, treasurer. 


Automobile Changes Made 


NEW YORK, June 3.—The latest fire 
company to enter the automobile field is 
the Phoenix of London, which has se- 
cured George Kern, recently with the 
Royal as manager of its new department. 
Mr. Kern is replaced at the Royal office 
by Fred Holly, formerly head of the 
company’s automobile loss department. 

The London Assurance is negotiating 
for a manager for its automobile branch, 
but has not yet concluded arrangements 
to that end. 


Lane B. Alexander, state agent for the 
Automobile in Connecticut, has returned 
from overseas and will soon resume his 
former connections. 


RECONSTRUCTION WORK 
ENGROSSES INTEREST 


(CONTINUED FROM PAGE 1) 


ducing munitions were hastily 
structed and of frame. 


Buildings Closely Watched 


con- 


Although some of the properties were 
sprinklered, the majority were not, and 
the companies are cancelling lines on 
risks of this character which are now 
unoccupied, and are not owned by large 
interests. It is an utter impossibility for 
owners to dispose of them or to interest 
manufacturers in using them, as there is 
plenty of factory space available in the 
east. The other concerns that are being 
closely watched are those which were 
forced to install special machinery for 
producing war materials. Much of this 
equipment cannot be converted to the 
production of peace-time products, and 
is, therefore, practically useless. The 
companies are inclined to reduce lines, or 
eancel entirely the business upon risks 
which do not show a tendency to imme- 
diately get back on a normal basis. The 
feeling prevails that a concern which ex- 
hibits no inclination to commence prewar 
production fears that no market exists, 
or has no confidence in its ability to sell 
its product. 


Additions to Old Buildings 


The factory that simply built additions | 


to the original buildings or in a moderate 
degree rebuilt the old structures for the 
purpose of taking on war work, is in 
the strongest position today. It is 
able to rearrange things and go ahead 
on the old basis. While factories of this 
kind are in the minority, they are almost 
invariably good risks from every stand- 
point, and the companies are inclined to 
look upon them with favor. It is the 











buildings that were constructed solely 
for the production of war materials that 
are now regarded as undesirable. 

There are a number of “mushroom” 
cities that have sprung up in the east 
that the companies have or are with- 
drawing from by the wholesaie. As an 
example, Hopewell, Va., was established 
by the Dupont Powder Company for the 
purpose of manufacturing guncotton. 
The town grew from a hamlet of a few 
hundred to a thriving village of 15,000 
people within a year. It burned to the 
ground in 1916, and was rebuilt on a 
permanent basis at once, at a cost of 
about $28,000,000. Over 2,000 dwellings 
were erected and thousands of workmen 
were imported from all sections of the 
east. With the signing of the armistice 
all activities in this city stopped. All but 
about 500 of the employes have been dis- 
charged and there has been a general 
exodus from the town. All of the insur- 
ance on contents has been cancelled and 
the companies are now asked to carry 
the building lines, which in this case 
they are doing, because the risk is first- 
class in every respect. This line amounts 
to $12,000,000. The same thing has hap- 
‘pened in many other of the smaller towns 
in the east, which, during the war, flour- 
ished and existed only because of some 
unusual. war activity. Many of these 
towns will now practically disappear 
from the map. During the latter part of 
November and December the companies 
with heavy liabilities in the east were 
working overtime making cancellations. 
The process has kept up all during the 
first part of this year, until the com- 
panies now feel that they have fairly 
well weeded out the worst of the war 
business. 


Now on Solid Ground 


Because of the necessity for a rather 
free cancellation of business, the com- 
ranies have not turned their energies so 
fully as they will later on to the solici- 
tation of new business. They are only 
now beginning to feel that they are on 
solid ground. It has been a case of a 
culling out of the hazardous business and 
getting down to a rock-bottom basis. 
Now that this is practically accom- 
plished, the attention will be directed to 
a stimulation of new premiums. Appar- 
ently use and occupancy insurance is the 
only side line that is to receive any par- 
ticular attention from the agents in the 
east. The minor lines do not seem to 
interest most of the agents. 

Labor Situation in the East 


Comparatively speaking, labor does not 
seem to assume quite the same attitude 
in the east that is exhibited in the west. 
The tendency towards socialism and bol- 
shevism is not so marked. Cn the other 
hand, labor in the east seems more deter- 
mined to hold up wages than western 
workers are. The fabulous war prices 


of work, and the laboring people are de- 
termined to keep up the wage scale. This 
cecision on the part of labor is forcing 
the closing of many factories. Many 
owners of industrial plants have come 
through the war in good financial condi- 
tion, but cannot possibly turn to the; 
production of peace-time products so 
long as labor holds out at the present 
figures. As a result, many factory owners 
are shutting down rather than oper- 
ate at a loss. They are financially able 
to wait until the tide turns, and evidently 
intend to do so. In cases like this, the 
fire companies have to be entirely certain 
that the owner who is shutting down 
his property is reliable and financially 
stable. 
Status of Idle Property 

An idle property is, of course, an extra 
hazardous one, and there is always the 
likelihood of an increased moral hazard. 
As a matter of fact, in many of these 
plants that are now closing there is no 
additional moral hazard, but the owners 
are simply waiting for more favorable 
labor conditions. The men who have been 
discharged from the munitions and pow- 
der factories in the east are not able to 
quickly turn to other employment, and 
there is at this time a noticeable con- 
gestion of unemployed labor in the east. 
What effect this will have on wages is, of 
course, problematical. In the opinion of 
some, it will make for a violent socialism 
and hasten a more open bolshevik senti- 
ment. At any rate, the labor question is 
playing an important part in eastern in- 
dustrial affairs just now. 

With the many angles to consider, the 
task of passing on business in the east 
is not an easy one. The underwriter who 
is accepting lines with any degree of in- 
telligence must ke very familiar with all 
aspects of the general situation. He must 
know conditions in the various more im- 
portant lines and be familiar with the 
local situation. He must keep a close eye 
on all of the shifts that are being made, 
and understand the application of the 
changes to the fire insurance business. 
His job is not an enviable one, or has 
not been for several months. 
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FARMERS HAVE NEW ATTITUDE 





High Values of Farm Products Have 
Made Plain Necessity of Live 
Stock Insurance 


There is every indication that there 
will be no decrease in the price of live 
stock for at least another six months. 
Even when the drop comes it will only 





were paid all over the east, for all kinds 


ance of the scale of prices now being 
paid. These high values place the 
farmer in the same position occupied 
by the city man who has investments 
to protect and through the medium of 
insurance has been protecting them for 
years. The large city property owner 
takes it as a matter of course that he 
must take out insurance protection for 
every possible contingency. In the 
past the farmer has held no such view. 
Values have been comparatively low, 
prices fluctuating, in addition to which 
the farmer did not apply business 
methods to the conduct of his affairs. 

With big money at stake the situa- 
tion has been noticeably altered. The 
farmer is getting high prices for every- 
thing he produces. He is producing on 
a large scale, specializing, and as a 
consequence, creating big values. By 
a gradual process the farmer’s attitude 
toward insurance has changed. It is 
now seen that the work of an entire 
year, and in the case of live stock the 
work of several years, must be ade- 
quately protected. These investments 
of the farm are easily as important as 
properties of the same valuation in the 
large cities. Moreover, live stock in- 
surance is one form of indemnity which 
may rightly be called an investment 
form of protection. The owner of live 
stock must sustain a big normal loss 
each year. If it does not come one 
year it does the next, and over a pe- 
riod the average will prevail. In tak- 
ing out live stock insurance the owner 
is simply depositing money that will 
come back to him when the losses 
come. 


From Inter-Insurance Exchange 


CONWAY, ARK., June 38—A coopera- 
tive form of insurance for the protection 
of the raisers of short-horn stock has 
been devised by the Faulkner Live Stock 
Growers’ Association. Five percent of 
the purchase price of the cattle will be 
deposited by the owners with the asso- 
ciation, to be held as a reserve fund. In 
the event of loss by accident or disease, 
the association will refund 75 percent of 
the animal’s purchase price. 





Andrew Hart, formerly with the Mill- 
ers Mutual and later with the Standard 
Chemical Company at Omaha, has entered 
the insurance business again with the 
American Live Stock, recently organized 
in Omaha. 


The City Equitable Fire of London, 
which considered entering the United 
States for reinsurance, has_ decided 
against the move, at least until the man- 
agement can visit this country and study 





be slight. All signs point to a continu- 


conditions at close range. 
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Excellent opportunity for good live agents. Communicate with the Home Office 
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Today is Live Stock Insurance 
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Insurance Agents, investigate our blanket policy. 
Our contracts are pleasing to our agents as well as 
our policy holders. 
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Western Live Stock Insurance Company 
CLIFFORD IRELAND, Pres. 
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BANKERS BLANKET 
BONDS UNPROFITABLE 


Surety Companies Find Business 
Issued Upon This Plan to Be 
Unsatisfactory 


TWO DIFFERENT FORMS 


Was Originated to Meet Aggressive 
Competition of London Lloyds— 
Comment on Experience 


In reviewing the results for the year 
surety companies are again faced with 
the fact that blanket and excess bank- 
ers’ fidelity bonds constitute an un- 
profitable class of business. In fact, 
during the year several companies have 
decided to cease issuing blanket and ex- 
cess business. Under these contracts 
it is possible for a loss to assume large 
proportions and, in the judgment of an 
increasing number, the premiums col- 
lected do not justify the risk assumed. 

Competitive Weapon 


It will be recalled that when surety 
companies began to issue these blanket 


contracts, three or four years ago, the 
move was taken only as means of 
meeting competition. London Lloyds 
was issuing a blanket contract to bank- 
ers under which it was specified that 
a schedule of individual fidelity bonds 
might be carried, but that a single bond 
must not exceed $500. This operated 
to reduce schedule fidelity business of 
the stock companies and was regarded 
as dangerous competition. In order to 
meet it the companies went Lloyds one 
better by issuing a blanket contract 
which did not require that schedule or 
specific fidelity business be carried. 


Two Forms Issued 


As now issued there are two forms 
of blanket coverage, one known as pri- 
mary and the other as excess. The 
former is issued to concerns carrying 
no bank fidelity business at all, and the 
other is written where fidelity insurance 
under schedule is already carried and 
becomes operative only when the face 
of the original policy is exhausted. 


Extent of Coverage 


In other words, excess blanket in- 
surance covers larceny, embezzlement. 
fraud, misapplication, dishonesty, mis- 
appropriation, burglary and disappear- 
ance—in fact everything except tellers’ 
shorts and forgery. Where schedule 
delity insurance is carried a rate of 
$2.50 a thousand is charged, but when 
the excess bond is applied $1.50 a thou- 
sand is allowed for the existing or 
original insurance. Blanket policies 
are issued for a minimum of $25,000 
covering 25 employes, the rate on this 
amount being $625. For $50,000 the 
Tate is $825, on $75,000 a rate of $1,025 
is charged and on $100,000 the pre- 
mium is $1,200. 


Reasons for Losses 


There are several reasons why this 
does 


business not usually yield a 
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profit. In the first place the coverage 
is entirely too broad. A clerk occupy- 
ing a minor position may make away 
with a large part of a concern’s assets, 
and the company carrying the risk is 
liable, often up to as much as $100,000. 
lf the business is written specific and 
there is a stated limit to the amount of 
liability assumed on each individual 
under the schedule, the loss to the car- 
rying company often will not exceed 
$2,500 or $5,000. Under the excess pol- 
icy the loss may and often is many 
times that. 


No Investigation Made 


Another dangerous feature of this 
form of coverage, but more particularly 
the primary form, is that no investiga- 
tion or examination is made when the 
business is issued. As is known, when 
a surety company assumes a fidelity 
bank schedule a complete investigation 
of every man on the list is made. Under 
the blanket bond the company is not 
able to pick and choose the business it 
is assuming, and there is an unfavorable 
selection against the carrying company. 
Under a primary blanket bond the com- 
pany simply assumes the risk upon all 
whose names are presented in the list 
and the bank does not ask for or receive 
an investigation of any kind. 


Excess Coverage Benefits 


However, in the case of an excess 
blanket contract, the conditions are more 
favorable for the company carrying the 
business, as it has the benefit of the in- 
vestigation made by the company carry- 
ing the fidelity schedule. In assuming 
the excess risk it has no worry as to 
the character of the business or the va- 
lidity of a claim, knowing that the whole 
situation had been thoroughly gone over 
when the original fidelity schedule was 
assumed. 


Brokerage Business Undesirable 


The business may be written only on 
banks, bankers, brokers and financial or 
moneyed corporations. Very little of 
the blanket business has been written 
on grain, brokerage, or investment finan- 
cial houses. It is felt that employes of 
concerns of this character are in the 
wrong environment. They absorb the 
speculative element. In the course of 
the day’s work they see large sums 
of money made on a small original out- 
lay, and too often begin to speculate. 
Soon they become involved and the 
surety company holds the bag, 





Tellers Shorts Not Covered 


When blanket bankers’ bonds were | 
first issued the coverage included tellers’ 
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shorts. 
soon eliminated as it was found that it 
caused a multitude of small claims. Fur- 
thermore, while the surety companies 
were called on to pay the shorts, they 
were not given the benefit of any “overs” 


However, this coverage was 


in tellers’ accounts. If they had been 
allowed this credit it might have been 
possible to come out even on the busi- 
ness, but as it was written it was decid- 
edly unprofitable. At present all banks 
maintain a fund out of which tellers’ 
“shorts” and “overs” are adjusted. 


Business Not Sought 


Few if any companies are seeking 
blanket business. For one thing, it elim- 
inates the possibility of securing bur- 
glarly business on the bank which car- 
ries a blanket contract. Furthermore, 
where a banker has a primary blanket 
policy he, of course, carries no individ- 
ual fidelity schedule, which is more prof- 
itable and yields a higher commission. 
It was necessary to raise rates on blan- 
ket policies a year ago on minimum 
contracts because the loss ratio had been 
so high. In the great majority of cases 
bankers prefer the individual schedule 
covering specific on each employe. It 
enables them to carry what they deem 
to be the proper amount on each indi- 
vidual, and the investigation that ac- 
companies the taking out of a fidelity 
schedule often develops important infor- 
mation concerning a bank’s employes 
that would not otherwise be uncovered. 


Argus Casualty Chart 


The Herald-Argus Company of At- 
lanta, Ga. has issued the 1919 “Argus 
Casualty Chart,’ covering all phases of 
the casualty and surety business. It is 
a ten years record, showing details of 
business done by each company in its 
various departments. There are a num- 


- ber of interesting features in this book 


which make it worth while. It is an 
accurate and comprehensive compendium 
of casualty statistical information. The 
price of the chart is 25 cents. These 
charts are on sale at the offices of The 


National Underwriter. 





Merger Is Approved 


KANSAS CITY, KAN., June 3.—At a 
special meeting of the stockholders of 
the Employers Indemnity the plans for 
merging with the Kansas City Casualty 
were ratified. The company will continue 
under the name of the Employers In- 
Gemnity. The formal steps of the merger 
and an increase in capital will be taken 
at once, giving the company a capital of 
$600,000; surplus, $320,000, and total re- 
sources of $1,400,000. 
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CASUALTY COMPANIES 
AND BALTIMORE PLAN 


How the Big Local Companies 
Handle Their Business in 
Home City 


INTENSIVE CULTIVATION 


Large Volume of Premiums Is Pro- 
duced Each Year Owing to 
Hard Premium Drive 


BY FRANK W. BLAND 

BALTIMORE, MD., June 3.—Bal- 
timore is probably the most overde- 
veloped city in the country, from a cas- 
ualty insurance standpoint. Brokers 
and solicitors in Baltimore are unusu- 
ally active in rounding up every form 
of casualty insurance. The cultivation 
of casualty business is, to a very large 
extent stimulated by reason of the fact 
that four very progressive and impor- 
tant casualty companies, the Maryland 
Casualty, New Amsterdam Casualty, 
United States Fidelity & Guaranty, and 
the Fidelity & Deposit, to say nothing 
of numerous, although in most cases 
small industrial accident and health 
companies, have their home offices in 
Baltimore. These companies quite 
naturally have an interest in doing a 
big business in their home city. All 
have progressive, active local represen- 
tatives. There is a constant drive for 
casualty business in Baltimore that is 


unequalled in any other city of the 
country of the same size. 


Other Companies Active 


In spite of this, some of the casualty 
companies, whose home offices are not 
in Baltimore, have succeeded in build- 
ing upa good business in the city. The 
Aetna Life, Travelers, and a few of the 
other big companies have strong agen- 
cies, and have accumulated a good pro- 
portion of the city’s business. Even 
the nonconference casualty companies 
make a good showing in Baltimore. 
Lowndes & Dunahue, the heaviest pre- 
mium writing agency of the Georgia 
Casualty write over $50,000 in automo- 
bile premiums in Baltimore alone. 


Plans of Local Companies 


The United States Fidelity & Guar- 
anty, the Maryland Casualty, and the 
New Amsterdam Casualty, have local 
general agencies, but the Fidelity & 
Deposit maintains a branch office. 
This company which for the past year 
has not been writing the casualty lines, 
but has been specializing in surety busi- 
ness, probably has the largest amount 
of surety business in Baltimore. Wil- 
liam Hugh Harris, vice-president, says 
that the company has never regretted 
its withdrawal from the casualty lines, 
and has been much more successful 
since specializing in the writing of 

surety business. The Fidelity & De- 
posit has one of the finest aggregations 
of surety underwriters to be found in 
the country. Since the first of the year 
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this company had the most profitable 
months in its history. 


Companies Up and Doing 


The United States Fidelity & Guar- 
anty continues to move forward in pro- 
gressive style. This company is very 
active in the pursuit of business in all 
parts of the country, and shows a sub- 
stantial growth each year. The New 
Amsterdam Casualty is one of the fast- 
est growing casualty organizations in 
the country at the present time. The 
company is making rapid strides, and 
has shown very healthy gains during 
the last three years. The Maryland 
Casualty, under the leadership of John 
T. Stone, has become one of the most 
important casualty companies in the 
country. Mr. Stone now has the Mary- 
land thoroughly departmentalized, and 
an active campaign for every class of 
business written by the Maryland is 
conducted by the various department 
heads. 

Much Disability Business 


So far as personal accident and health 
business is concerned, a big volume of 
this class is written by. the many indus- 
trial disability companies having home 
offices in Baltimore. An enormous vol- 
ume of colored business is written in 
the city. There are literally thousands 
of weekly and monthly payment acci- 
dent and health insurance solicitors in 
Baltimore, and this class of business 
has been cultivated to a remarkable de- 
gree in the city. 


Stock Is Scattered 


One of the factors that has played 
an important part in the growth of 
the casualty business in Baltimore is 
the fact that all of the home companies 
have in the organization process scat- 
tered their stock. Stock in Baltimore 
casualty companies is owned by several 
thousand Baltimorians. The rise and 
fall of stock is noted in the various 
brokerage offices in Baltimore daily. 
This wide distribution of stock gives 
the local companies many strings to 
pull, and many avenues by which busi- 
ness may be secured. 


Because of a continued high loss ratio, 
the Employers Liability will increase its 
premium rates on its health policies as 
regard renewals after July 1. The com- 
pany has already increased its rates on 
new business. 
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DECISION ON MISSOURI LAW 





Suicide Statute More Clearly Defined 
in Supreme Court Ruling—Ap- 
plies to Accident Insurance 





In a decision handed down by the 
Supreme court of Missouri the so called 
“Suicide Statute” as affecting accident 
policies has been more clearly inter- 
preted, the decision being rendered in 
the case of Scales vs. National Life 
and Accident. 

In substance, the decision provides 
that the suicide clause in Missouri ap- 
plies to an accident policy. In the 
past it has been held that it had ap- 
plication only to life insurance. How- 
ever, the court rules that as it refers 
to insurance on “life” claims accident 
policies have been brought under its 
scope although this ruling does not 
convert a sane suicide into an accident. 
It is ruled that the only effect of 
the suicide statute, is to prevent the 
companies from contracting against 
suicide which under the general law 
without the statute is an accident; 
that is, where the plaintiff can show 
that the insured was insane at the time 
of the occurrence (the suicide being 
no evidence of insanity). 





KANSAS LAW IS NOT CLEAR 





Commissioner Travis Asks Assessment 
Companies to Show They Have 
Right in Kansas 





TOPEKA, KAN., June 3.—Commis- 
sioner Travis has asked the assessment 
health and accident companies to sub- 
mit a brief showing under what author- 
ity they can be admitted to do business 
in Kansas. Several of the larger as- 
sessment health and accident companies 
have been admitted in Kansas and have 
been doing business here for years. The 
licenses have been renewed regularly 
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Paid to members and beneficiaries in 1918 nearly $500,000.00 


SPECIAL OFFER TO NEW MEMBERS 


Full Protection to August 1st for $2.00 
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to those companies completely comply- 
ing with the Kansas laws and until the 
last few days there had been no ques- 
tion of their right to do business in 
Kansas. 

A new company has recently been ad- 
mitted in the state, simply because other 
companies of the same nature have 
been admitted. But the company itself 
first brought up the question to the 
department as to how it could get into 
Kansas. It seems that the law relating 
to accident and health companies only 
authorizes the admission of stock and 
mutual companies and the courts have 
ruled that when a law does not make 
an affirmative statement that those not 
specially provided for cannot be ad- 
mitted. The department does not want 
to cancel the licenses of some of these 
assessment health and accident com- 
panies so he asked them to submit a 
brief showing under what authority 
they are operating and this may dis- 
close a way out. 





MAY ENTER UNITED STATES 





British Fire Companies Likely to Enter 
Casualty Institutions in This Coun- 
try—Comment on Prospect 





It is felt that more than ordinary 
significance attaches to the visits of 
various British company officials to 
this country recently. It is the opin- 
ion that there is a possibility of more 
large British institutions which write 
fire and marine insurance in the United 
States, engaging in the casualty busi- 
ness here, either by entering casualty 
companies which are under their ccn- 
trol in Great Britain, or by organizing 
separate institutions in the United 
States. It is an open secret that the 
United States representatives of some 
of the leading British fire companies 
have been interesting themselves in 
the casualty business, looking up sta- 
tistics and taking a general survey of 
the field. Undoubtedly they have been 
asked by the home office managers to 
report conditions in the casualty field. 

Those who are familiar with the 
business methods pursued by the 
British fire companies, say that there 
is a strong possibility of a number of 
the British institutions entering the 


casualty business in this country. This 
belief is expressed on the strength of 
the fact that the British companies at- 
tempt to get a well-balanced classitica- 
tion of fire, life and casualty business. 
It is not possible to get a sufficient 
amount of casualty business in Great 
Britain and hence in order to improve 
the classification and bring the acci- 
dent premiums up to an amount equal 
to the fire and life writings, the British 
companies are reaching out to the 
United States for an increase in acci- 
dent premiums. Because of the large 
amount of workmen’s compensation 
and automobile business written in 
this country in recent years, the likeli- 
hood of an immediate business is seen. 
An accident company launched by a 
British institution would not have to 
go through the same _ preliminary 
stages that a newly organized com- 
pany without the advantage of the 
name of the well established British 
fire institution would 





FIX CONFERENCE MEET DATE 





Next Gathering to Be Held at Niagara 
Falls Sept 24—Arranging Attract- 
ive Program 





The next meeting of the Accident & 
Health Underwriters Conference will 
be held at the Clifton hotel, Niagara 
Falls, N. Y., September 2-4. ‘The 
committee in charge of the arrange- 
ments is working out some good pro- 
gram features and it is expected that 
there will be a good attendance, espe- 
cially from the east, as the location is 
handy for delegates in that section. 
Holding the meeting at Niagara Falls 
will be something of a departure for 
the Conference, but it is not expected 
that the change will injure the attend- 
ance. 





Condemn Social Insurance 


A meeting of the social insurance de- 
partment of the National Civic Federa- 
tion was held in New York last week, 
attended by many interested in welfare 
work, prominent manufacturers and lead- 
ers of organized labor. Warren S. Stone, 
grand chief of the International Broth- 
erhood of Locomotive Engineers, pre- 
sided. Mr. Stone said that there is a 
decided opposition on the part of the 
working people to compulsory health in- 
surance, compulsory medical examina- 
tions and the accompanying lack of free- 
dom in selecting physicians. 

Attention at the meeting was called to 
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| will come two years hence. 


compulsory health insurance in England 
and Germany, and it was urged that a 
second commission be sent to England, 
representative of all American elements 
concerned, to bring back facts for the 
information of legislators and employers 
now confused by misleading propaganda, 
disseminated by the group of social re- 
formers which has undertaken to pro- 
mote compulsory health legislation. 


First Airplane Loss Paid 


The first insurance loss under an aero- 
plane policy has been sustained by the 
Travelers, the first company to write 
this class of business. The accident for 
which damages of about $40 will be 
paid took place at Atlantic City, N. J., 
when an amusement aeroplane collided 
with another machine on landing. The 
Travelers is issuing tickets, similar to 
the accident tickets sold to railway trav- 


j elers, and a number of prominent men 


have purchased these air accident poli- 
cies. 





Scott Made Manager 


George H. Scott of Duluth, Minn., who 
has been connected with Prindle Com- 
pany, local agents in that city, has been 
appointed manager of the Preferred 
Accident in its northwestern department, 
with headquarters at St. Paul. His terri- 
tory covers Minnesota, western Wiscon- 
sin and the two Dakotas. Mr. Scott spe- 
cialized on casualty insurance in the 
lecal business at Duluth and developed 
into a good organizer and business get- 
ter. He formerly traveled for the Han- 
over Fire in Minnesota and the Dakotas. 





Form Accident and Burial Company 


The Security Accident & Burial Asso- 
ciation, a stock company with $10,000 
capital, is in process of organization at 
Atchison, Kan. Wilber Hawks, of the 
Atchison Champion, and J. J. Banks, an 
agent for the International Life, are 
promoting the new concern. The stock 
is nearly all sold, and the company will 
apply to the Kansas department shortly 
for admission to begin business in this 
state. 

Two burial associations, organized 
purely as mutual associations, were 
closed by the insurance department last 
week. Both were operating at Arkansas 
City. These companies were ordered out 





of the state years ago, but the two at 
Arkansas City apparently never received 
the order and the undertakers operating 
them declared they did not know that 
their plan of operation was illegal. Both 
companies agreed to quit business at 
once. 





Topers Liable to Get Hurt 


Commissioner A. C. Savage of Iowa be- 
lieves that although the man who cannot 
get liquor after prohibition goes into 
effect will be in better health that he 
will take greater risks in trying to get 
the stuff and hence will be exposed to 
greater accident hazards. 





Fire Big Cause of Injury 


COLUMBUS, O., June 3—According to 
figures compiled by Fire Marshal Flem- 
ing of Chio, there were 14 deaths and 61 
injuries from fires and fire causes in 
Ohio during May. This brings the total 
for the year up to 129 deaths and 187 
injuries. Ninety percent of the casual- 
ties came from causes preventable. 





Casualty Notes 


R. B. Hall, special accident and health 
agent for the Aetna Life, has left for the 
south on a two months trip to develop 
special business. 

Charles P. Wharton, has become as- 
sociated with Ernest E. Yates of St. 
Louis, general agent of the American 
Bonding & Casualty. The firm name 
will be changed to Ernest E. Yates Co. 

Arthur J. Stobbart, head of the fidelity 
claim department of the National Surety, 
at its head office, is recovering from an 
unusually acute and sudden case of nerv- 
ous breakdown. He will return to “his 
dest in two weeks. 

J. W. Biggs, home office representative 
of the National Life, U. S. A., has been 
appointed superintendent of the weekly 
department at Cleveland. C. D. Hamil- 
ton, assistant superintendent at Green- 
ville, Miss., has been made superinten- 
dent of Detroit, which is a new district. 


The National Life, U. S. A., has estab- 
lished a new division in its casualty de- 
partment known as the “Ordinary 
Branch.” This will have charge of a new 
monthly department. This department 
will look after the monthly health and 
accident insurance, which policies carry 
the funeral benefit. The policies issued 
by this department differ from those in 
the regular monthly division, in that 
claims will be paid weekly. 











WORKMEN'S COMPENSATION 

















COMMITTEE PLAN IS ADOPTED 





Casualty Insurance Men of Minnesota 
Will Sit in Judgment Over 
Disputed Claims 





MINNEAPOLIS, MINN., June 3.— 
The casualty men here feel that it will 
be necessary for them to begin at once 
to keep in closer touch with the busi- 
ness interests and meet the possible 
hostile measures in the legislature that 
The cas- 
ualty companies had a close call this 
year from state compensation insur- 
ance. They escaped by the skin of their 
teeth. Minneapolis is one of the most 
radical cities in the country so far as 
socialistic sentiment is concerned. This 
was shown at recent mayorality elec- 
tions. There are a half dozen radical 
papers published here and pamphleteer- 
ing is carried on to a great extent. Busi- 
ness men feel that Minneapolis is over 
a seething volcano that may break out 
at any time. 


Plan on Disputed Claims 


There have been some complaints 
against the claim settlements by cas- 
ualty companies in compensation insur- 
ance. The insurance companies intend 
to be eminently fair in this direction. 
In order that the various companies 
may know about these supposed unjust 
settlements, a committee has been cre- 
ated consisting of three prominent 
claim adjusters and four leading gen- 
eral agents who will review a claim be- 
fore there is any declination of liability. 
It will tend to give stronger resistance 
to a claim that is unjust and will cer- 
tainly eliminate causes of injustice or 





inequity. It is a sort of league of na- 
tions, so to speak. A declaration of 


war will be the last resort. Where 
seven men are sitting over a contro- 
versy the outcome should be just and 
satisfactory. This will give the men 
of all companies some knowledge of 
these controverted cases which are 
often brought up to show why private 
companies are not treating the public 
fairly. It will enable the insurance men 
to counteract any unfair arguments by 
the citation of cases where claimants 
have been unjust themselves. This in- 
formation will be valuable in legislative 
attacks. 


MEDICAL OUTFITS DISCUSSED 








Companies Argue Advisability of Com- 
panies Furnishing Employers 
With Equipment 





BOSTON, May 31.—The Massachu- 
setts State Board of Labor and Indus- 
tries issued a bulletin last fall in which 
it wrote some new features into the 
Workmen’s Compensation Act which 
have since caused no end of controversy 
and feeling between companies writing 
compensation and finally resulted, this 
week, in getting the matter before the 
commissioner. 

The bulletin, known as No. 13, ruled 
that all industrial employers of 100 
hands or more must install in their 
plants an “adequate medical outfit,” of 
a prescribed character, and engage a 
nurse or qualified person to administer 
first aid treatment. 


Can Furnish Nurses 


Immediately one of the larger cas- 
ualty companies secured bids on the 
medical outfit, and notified its insurers 
that it was prepared to install the out- 





fits free of cost. 


One company even 
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announced that it had opened a first | 


aid station, where patients could be 


treated, and suitable persons trained for ; 


service as nurses or first aid attendants 
in the industrial plants. Still other com- 
panies insisted that the employers were 
compelled to install the outfits them- 
selves and that the companies had no 
right to perform such service in view 
of the anti-discriminatory laws of the 
state. Moreover, wholesale bids on the 
outfits varied, and while one company, 
buying 100 outfits, was able to get a 
price of $75 each, another company had 
to pay $100 per and still another as 
high as $150. 


Claim It Was Just Loan 


Soon after the controversy started 
among the companies about the matter, 
those who had supplied the outfits came 
out with the claim that they had not 
been given to the employers, but were 
only loaned. Then it was contended that 
as much of the outfit was certain to be 
used up in the course of time, which the 
owners of the outfit would have to re- 
place, the word “loan” would hardly fit 
the case. 

Altogether it was obvious that the 
companies which could supply the out- 
fits at their own expense, and more espe- 
cially those companies which cared to 
furnish an outfit a little more elaborate 
than the “other fellow’—and the cost 
of the outfits ranged from $50 to $1,200— 
would be in a position to gather in a 
large share of the business. Another 
angle of the business was the complaint 
from the supply house, which had taken 
orders for the outfits from many indus- 
trial plants, that orders had been can- 
celled when the insurance companies 
came along and offered to assume the 
burden. 

So the matter came up before the com- 
missioner this week and never before was 
there a fuller representation of casualty 
companies seen at the state house. Nearly 





forty leading local representatives of the 


companies were present and the cross 
examination and direct personal inter- 
rogatories were very much to the point. 
The entire situation was gone over. and 
the commissioner, for most part, allowed 
the more aggressive representatives the 
opportunity of bringing out the real situ- 
ation by the privilege of asking questions 
of the witnesses, their rivals in the busi- 
ness, 


Bureau Committee to Report 

NEW YORK, June 4.—The adjourned 
annual meeting of the National Work- 
men’s Compensation Service Bureau will 
be held June 18. At this meeting there 
will be taken up for consideration the 
report of the committee of six who for 
some months past have been examining 
into the organization and functioning 
of the bureau, with a view to improv- 
ing its efficiency and assuring its smooth 
working. The work of the committee has 
been most thorough and the full details 
of its report are awaited with much 
interest. 





Would Have Referendum 


COLUMBUS, O., June 3—A referendum 
will be urged in Ohio in aid of the State 
Federation of Labor, on the Miller senate 
bill that has passed, and seeks to sub- 
ject appointments to the State Industrial 
Commission, to confirmation by the sen- 
ate. The governor has heretofore had 
the appointing power without reference 
to the senate and the democrats of Ohio 
say the republicans passed the bill in 
the interest of the latter party. 





For convenience of individuals inter- 
ested and in order to expedite their work, 
the Industrial Accident Board of Texas, 
has adopted a policy of holding hearings 
periodically in cities and towns of the 
State where larger industrial concerns 
are located. Such a hearing was held at 
Houston last week, the board taking evi- 
dence in a number of cases. 
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PAVING BOND BUSINESS HUGE 


Nebraska Surety Men Gather Pre- 
miums from Road Building Boom— 
Cut-Throat Competition Evident 


OMAHA, NEB. June 4.—Never 
before in the history of Nebraska has 
so much road and paving bond busi- 
ness been written as this year. The 
first five months of 1919 will show a 
total of such business which will more 
than double that of any previous year 
on record. 

Nebraska, like other states, has for 
long needed road improvements. Re- 
cently, the state has been carried along 
in a good roads movement which has 
effected country and town roads. 
Douglas county alone has a country 
road project of $3,000,000 for this year. 
Many other counties throughout the 
state have voted huge bond issues for 
road building. 

Many towns are putting in paving for 
the first time: One town of 1,500 popu- 
lation is putting in seventy- five blocks 
of paving. There are few towns and 
cities in the state that have not under- 
taken ambitious paving projects. 


Cut Rates Prevalent 


In the face of this huge business, con- 
tract bond rates are far from standard 
in Nebraska. In no other state, it is 
believed, are rates on contract bonds 
cut as in Nebraska. Some such rates 
are cut until they are not 50 percent of 
what is being paid in other states. Other 
lines of insurance and surety business 
in Nebraska may be standard, but not 
contract bond rates. Competition is keen 
to a state of unfairness. 

Several meetings of bond men have 
been held with a view toward getting 
together on contract bond rates, but the 
aitempts thus far have been in vain. 
While some firms are reported to be 
ready and anxious to fix a standard for 
contract bond rates, they are said to be 
running wild on rates for compensation 
or other lines of insurance. 

As one insurance man put it, “It is 
too bad that with Nebraska going for- 





ward so rapidly in its public improve- 
ments, the contract bond business re- 
mains on the old cut-throat basis of 
years gone by.” Big contracting firms 
with heavy financial backing are said to 
be getting bond rates far below those 
given smaller firms. While this may be 
unjust to the individuals, it is pointed 
out that it is nothing but natural when 
the fight over rates comes back to the 
stone-age conflict of strong against 
weak. 





Notes Are Not Settlement 


MINOT, N. D., June 3.—Farmers of 
the Burlington, N. D., district obtained 
a verdict for $8,165.13 against the Royal 
Indemnity on the bond given by the 
company for the Hogy Elevator Company 
of Burlington, which suspended opera- 
tions in 1916. 

According to the decision of Judge 











Assets $1,175,707 


Behind the Coniracts of the 


AMERICAN REINSURANCE COMPANY 


HANOVER BANK BUILDING 
NEW YORK CITY 


stand solidly invested assets in excess of $1,100,000, ampie 
reserves and an enviable reputation for fair dealing. 


REINSURANCE EFFECTED IN 
COMPENSATION, PUBLIC AND GENERAL LIABILITY, HEALTH, 
AUTOMOBILE AND BURGLARY LINES 
UNDER EQUITABLE CONDITIONS 











| The American Credit-Indemnity Co. 
of NEW YORK 


CREDIT INSURANCE ONLY 
E. M. TREAT, President 


The American’s Unlimited Policy not only provides absolute protection against abnormal Joss on 
all outstanding cove ts, but serves to prevent losses. 


If youarea manufacturer or jobber, write for the full particulars of this service. 

415 Locust St., St. Louis, Mo. 91 William St., New York 
OFFICES IN ALL PRINCIPAL CITIES 

R. J. LYDDANE, General Agent 1140 Marquette Bldg., Chicago 





























The Sign of Good Casualty Insurance 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD’S 
TEAMS ELEVATOR 
COMPENSATION GEN’L LIABILITY 





ESTABLISHED 1865 


London Guarantee & Accident Company, Ltd. 


OF LONDON ENGLAND 
Head Office, Chicago 
F. W. LAWSON, General Manager 


CONKLING, PRICE & «+--+: coece Gen. Agts. Illinois, Mo., Ind., 1423 Insurance Exchange, 
Y Northwestern Managers, 328-336 Security Bank Lm "finneapais 





astern Ohio, 337 Superior y Bay N. W.. evelan 
en. Agts., So. Ohio, 1217-18 First Nat. Bank Bldg. 
Gen. Agts., Wash., 214 Tacoma Bldg., Tacoma; 1708 L. C. Smith Bidg., Seattle 
iekiecss Gen. Agts., Lucas Co., Produce Exch. Bidg., Toledo, Ohio 
Agts., Savings Bldg., a, Ohio 


] 

Cc. C: ROTH — 

HANSEN & ROWLAND, 

THE MERRILL, DODGE rs JACKSON 
O’CONNOR BROS.-McCUNE AGENCY..........- eeccccces cance Dist. 











farmers who accepted notes from H. T. 
Hogy, manager of the elevator, in pay- 
ment for grain on storage in the eleva- 
tor, are entitled to recover as against 
the bonding company. It was contended 
by the Royal Indemnity Company that 
the farmers, by accepting the notes, had 
effected a settlement with Mr. Hogy, and 
that it was no longer liable on the bond. 
This view was rejected by the court. 





Refused to Sign Bond Bills 


SAN FRANCISCO, CAL., June 4.—The 
governor of this state has refused to sign 
the two depository bond measures passed 
by the California legislature this year, 
on the ground that the principle of the 
bills did not satisfy him. With these 
two exceptions, he approved every in- 
surance measure passed by the legisla- 
ture. 


Wheeland Is Appointed 


SAN FRANCISCO, CAL. June 4.— 
Charles L. Wheeland, former chief pay- 
roll auditor for the former Guardian 
Casualty & Guaranty on the Pacific 
Coast; has been appointed manager of 
the San Francisco branch office of The 
Agency Company, general agent for the 
Interstate Casualty, Republic Casualty 
and Guardian Fire. 





K. E. Leighton of the district court, the 
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ANNOUNCEMENT 


At special stockholders meetings held 
May 3st, stockholders of Employers 
Indemnity Corporation and Kansas City 
Casualty Company ratified plans rd 
merging these institutions under the name 


of the Corporation. [he formal steps 


tor the merger and for a further increase 
of capital will be taken at once, to at- 
tain the following immediate results: 


Capital $ 600,000 
Surplus 320,000 
Resources 1,400,000 


EMPLOYERS INDEMNITY 
CORPORATION 


E. G. TRIMBLE, President 
CHESTER NEWMAN, V.-Pres. & Treasurer 


KANSAS CITY 


NEW YORK OFFICE CHICAGO OFFICE 
35 Nassau St. Insurance Exchange 
Wm. R. Mearns, Res. Vice-Pres. Jack Woodhead, Res. Vice-Pres. 
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Catastrophe Hazard 


Tue recent dust explosion that 
wrecked the plant of the Dovcras 
SrarcH Works at Cedar Rapids, Ia., is 
being used by casualty agents to show 
the need of having reliable and de- 
pendable insurance in case of a cat- 
astrophe of this character. The dust 
hazard cannot be reckoned with and 
this event shows the far reaching 
effect that may follow an explosion. 
The Lonpon GUARANTEE & ACCIDENT 
carried the policy, its excess being re- 
insured in the reinsurance bureau. Thus 
the loss will be distributed among a 
number of strong companies in excess 
of its initial $25,000 loss. 


Where there is a possible heavy loss, 
especially if a catastrophe is likely to 
result the assured needs indemnity that 
will stand the test. Stock companies 
certainly furnish the most dependable 
insurance in cases of this nature. 

The Lonpon GUARANTEE, carried also 
the public liability policy for the 
DoucLas STaRcH Works and has already 
settled a number of claims that arose 
because of people being injured by 
broken glass or hit by debris. The 
casualty companies felt that owing to 
the construction of this risk an explo- 
sion would not be so violent or far- 
reaching. 


Why Questions Are Asked 


Agents of fidelity and surety compa- 
nies often complain that the companies 
are rather exacting in writing this class 
of business, that a great deal of infor- 
mation is called for in the application 
and that there is no necessity for the 
detailed questions that are asked. Un- 
doubtedly many agents would furnish 
the items called for more cheerfully if 
they understood why they are re- 
quested. 

An incident occurred in Minnesota 
recently that illustrates very well this 
point. In February, of this year, a 
chain of fourteen banks in that state 
was closed by the banking commis- 
sioner and it has developed that the 
failure of these banks was due to a sys- 
tematic milking of the bank’s assets by 
means of worthless paper. A number 
of men got control of these small local 
banks and had irresponsible parties 
sign notes which were discounted at 
other banks. According to the ac- 
counts, a wagon driver signed a note 
for $20,000, several stenographers’ notes 


for similar amounts and even boys were 
employed to sign notes from $10,000 
to $20,000, all of which were discounted 
at these banks. The total deposits of 
the bank amounted to about $700,000 
and $500,000 of worthless paper was 
among the assets. 

This makes plain the importance of 
data when presenting an _  applica- 
tion for a depository bond on a small 
bank, if the institution is run independ- 
ently, or if it belongs to a chain of 
banks which are controlled by one or 
several men. If the banks belong to a 
chain, the company should be advised 
what other banks are controlled by the 
same individual and the standing and 
financial responsibility of the men con- 
trolling the several banks should be 
sent to the home office. The lack of 
this information may result in the re- 
jection of the business or if it is ac- 
cepted, may result in a serious loss, as 
in the case of the Minnesota chain of 
banks Underwriters need vital infor- 


mation when passing on such applica- 
tions. 


‘Inefficiency of Bureaucracy 


Ir seems to us that one of the big fac- 
tors against the tendency toward govern- 
ment ownership will be the men returning 
from military service. They have had a 
taste of how the government runs things, 
and most of them have had experience in 
civil life, and know how private business 
is run. They have come in contact with 
ted tape, delay, irresponsibility, and no 
doubt have been thoroughly educated to 
the idea that as far as possible private 
ownership should be the dominant feature 
in the business life of this country. Some- 
how or other, when one takes a job with 
the government his sense of responsibility 
is dulled. In military life soldiers are 
often cognizant of the fact that officers 
“pass the buck” to escape individual re- 
sponsibility. 

Those who have read the autobiography 
of THEoporE RoosEVELT were interested in 
pausing at one point where he tells of his 
difficulties in getting any action out of 
bureau chiefs when he was attempting to 
equip his regiment at the time of the 
Spanish war. No one can read this bit of 
history and not see the absolute ineffi- 
ciency of bureaucracy. 

One amusing feature related concerned 
the rule in the War Department that win- 
ter clothing is issued in July to give ample 





leisure for getting it to all the posts. 
RooseEvELT said that in the case of the 
Spanish war the bureau chiefs solemnly 
proposed to issue the same winter cloth- 
ing to the troops who were about to start 
for a summer campaign in the tropics. 
In other words, the rule was followed re- 
gardless of where the soldiers were fight- 
ing. 

Here comes a significant sentence in 
this autobiography: “This would seem in- 
credible to those who have never dealt 
with an inert officialdom, a red tape bu- 
reaucracy, but such is the fact.” 

RooSEVELT points out another fact in 
the preparation for this campaign. The 
officers were told that they would have to 
advertise thirty days for horses. The war 
was upon them, quick action was neces- 
sary, and yet the bureaucrats were forc- 
ing the legal technicalities upon them. 
The war could easily have been lost in 
the 30 days advertising period. 

Those who have had to do with the 
railroads, the telegraph, telephone and 
other enterprises taken over by the gov- 
ernment will be glad of the day when 
these shall be restored to private owner- 
ship, where some action can be gotten 
and where individual responsibility can be 
placed. 
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L. C. McGee of Chicago, special agent 
of the Aetna Life and affiliated com- 
panies in Illinois, has returned from 
army service over seas and is back in 
his old territory. 


Samuel B. Brewster, assistant secre- 
tary of the American Surety and man- 
ager of its burglary department, left 
New York June 1 for a swing through 
the middle west, going as far as Omaha. 
Although the company has been writ- 
ing burglary insurance less than a year, 
the volume and quality of business se- 
cured is more than satisfactory, and 
speaks well for the capacity of the field 
force. Agents of the American Surety 
number close to 14,000, and when any 
considerable number get soliciting bur- 
glary risks as well as the fidelity and 
surety lines, the result will be a heavy 
jump in the company’s already large 
premium income. 

During his initial service with the 
American Surety last fall, Mr. Brewster 
met the office and soliciting staffs of 
the various district branches and ex- 
plained fully the theory and practice of 
burglary insurance generally and par- 
ticularly with respect to the policies of 
his own company. The inception of 
the business; the reasons that called it 
into being; its subsequent rapid devel- 
opment, and the various sub-divisions 
into which it is now grouped, were 
briefly touched upon. While the oper- 
ation of policy clauses, application 
blanks, claim settlements, methods of 
solicitation and kindred subjects were 
discussed at length, various points be- 
ing emphasized by means of blackboard 
illustrations. By virtue of his long and 
varied experience, both as a company 
officer and later as secretary of the 
Burglary Insurance Underwriters As- 
sociation, Mr. Brewster is peculiarly 
well equipped to speak upon the gen- 
eral subject of burglary insurance, and 
numerous and varied as are the ques- 
tions put to him by the agents, he an- 
swers them promptly, clearly and fully. 
The results of his educational work 
with the field staff of the American 
Surety are already apparent, and will 
become increasingly so with passing 
time. 


Monday June 2, two insurance men 
celebrated their anniversaries in Hart- 
ford, Conn. Major Edward V. Preston, 
general manager of agencies at the 
Travelers was 82 years old on that day. 
The major entered the employ of the 
Travelers, June 9, 1865, and will, there- 








fore, soon complete fifty-four years of 
service with that company. Captain 
Francis B. Allen, vice-president of the 
Hartford Steam Boiler Inspection and 
Insurance Company was 78 years old on 
June 2. Captain Allen has been ill for 
a number of weeks at the Hartford 
Hospital where he was remembered by 
huge flor4l gifts. 


Judge Wells Cook of the municipal 
court of Chicago spoke before the 
Surety Underwriters Association of 
that city at the City Club last Tuesday 
at the monthly luncheon and gave the 
surety men a glimpse of some passing 
events and characters in his court. 
goodly attendance greeted Judge Cook. 
The luncheon was presided over by 
President George Gannon of the Surety 
Underwriters Association. A few re- 
marks were made by Charles H. Bur- 
ras of the National Surety preliminary 
to Judge Cook’s address. 


P. S. Barton, claims manager for the 
National Surety in California for seven 
years up to March, when he was trans- 
ferred to the company’s Chicago office, 
has returned to San Francisco. 


Gossip Becomes Manager 


George Gossip, who has been acting 
manager of the Providence, R. I., branch 
office of the Aetna Life, Aetna Casualty 
& Surety, and Automobile, has received 
the appointment of manager. The former 
manager at Providence was H. A. Mac- 
kinney. While Mr. Mackinney has re- 
signed the branch managership, he will 
continue to represent the Aetna com- 
panies as special agent at Providence, 
giving his attention to the business of 
the H. A. Mackinney Company. 

Edward L. Coman, who has been mana- 
ger of the Aetna Life’s accident and 
health business in Rhode Island, will be 
associated with Mr. Gossip in the conduct 
of the Providence branch office under the 
title of associate manager. 

Before taking charge of the Providence 
branch office Mr. Gossip was agency as- 
sistant at the Aetna’s home offices in 
Hartford. His experience in the insur- 
ance business has covered both field and 
home office work. 





The Western Indemnity has discon- 
tinued writing jitney and automobile 
stage business in California, but will 
continue the policies written on the an- 
nual basis to expiration. 


A profusely illustrated accident and 
health insurance magazine for salesmen— 
the Casualty Review. Send for sample 
copy or one dollar for a year’s subscrip- 
tion to 1362 Insurance Exchange, Chicago. 
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Southern Surety Co. 


Des Moines, Iowa 
C. S. Cobb, Pres. J. H. Huckleberry, Vice Pres. 
E. G. Davis, Secy. Jno. T. Suggs, Vice Pres. 


M. H. Cohen, General Counsel 





Capital $1,000,000 Surplus $482,067.36 





Entered in 24 States 
Writes “‘All Casualty and Surety Lines’’ 


Agents Wanted in Unoccupied Territory. 
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[na Fonding [aval [impaMy 
CAPITAL ONE MILLION DOLLARS 


Emory H. English, President 
HOME OFFICE: 715 Locust St., DES MOINES 


FIDELITY AND COMPENSATION 







SURETY BONDS  @2k"< AUTOMOBILE 
BURGLARY  ~ 2351 PUBLIC LIABILITY 


Annual Statement, Dec. 31, 1918 


--$1,491,840.87 
+» 90,573.61 
+ 1,000,000.00 
401,267.26 


$1,016,800.00 in Approved Securities on Deposit with Insurance Department of lowa 





Joel Tuttle; Secretary 








GEORGIA CASUALTY COMPANY 


Surplus and Reserves to 


Policy Holders, $2,030,162.08 


Compiled Under Laws of New York, Pennsylvania and Georgia 


MACON 


GEORGIA 














AMERICAN INDEMNITY COMPANY 
HOME OFFICE: GALVESTON, TEXAS 


Financial Statement as of March 3lst, 1919. 
CASH CAPITAL 


Pesci biwacknesaceueccabnnes ce eeeeeeceseeee +S 500,000.00 
oie eke tic acb inks cneicansesbesednksdanKenes 500,000.00 
SE Ee SO Es in iiskdseawesinedcasdnenewas® over 1,700,000.00 


OFFICERS: 
SEALY HUTCHINGS, President JOHN SEALY, Vice-President 
GEO. SEALY, Secretary J. F. SEINSHEIMER, Gen’l Mer. 
A Multiple Line Company writing Casualty Lines (except Workmen’s 
Compensation and Accident and Health) and all forms of Fidelity and 
Surety Bonds. 


Responsible Agents Wanted Where Not Represented. 

















SOMETHING NEW 


In addition to an up-to-date line of Life and 
Accident policies, we also issue a special Accident 
and Health policy for farmers only. A contract without 
frills or ruffles but a proven good seller. Write for sample. 


The Gem City Life Ins. Co. 


Dayton, Ohio 
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COVERAGE FOR DEPOSIT BOXES 





Burglary Companies Have Devised 
Plan for Protection of Liberty 
Bonds in Storage 





Because of the numerous thefts of 
Liberty bonds stored in bank safety 
deposit boxes, some of the burglary 
companies are now undertaking to fur- 
nish protection against this hazard. 
The laws of most states do not hold 
a bank responsible for the theft of val- 
uables from safe deposit boxes. If the 
bank has exercised due diligence in the 
safeguarding of the property it is not 
liable for the loss. In considering this 
question the burglary companies have 
not found it an easy task to devise a 
satisfactory means of coverage for Lib- 
erty bonds in safe deposit boxes or 
bonds informally given to banks for 
safe keeping. The essence of bank 
burglary insurance is the ability to 
prove by the bank’s books the amount 
of the loss. However, the banker has 
no definite knowledge of the contents 
of the safe deposit boxes in the bank 
and hence is unable to prove a loss in 
the ordinary way in the event the de- 
posit boxes are opened and the con- 
tents removed. 

The companies have adopted a plan 
to issue to the bank a bianket indorse- 
ment to its bank burglary policy cover- 
ing Liberty bonds, but not money, in 
safe deposit boxes, with a limit of 
$5,000 on the contents of any one box. 
The rate is the regular securities rate, 
but if the deposit boxes are not in a 
burglar proof vault, the rate is high. 

While difficulties in loss adjustments 
are predicted, it is at the same time 
recognized that there are likely to be 
few small losses under this form of bur- 
glary coverage. Burglars entering a 
safe deposit vault usually make a big 
haul, running into the thousands. 
There will be few, if any, thefts of one 
or two $50 or $100 bonds. 

The burglary companies have found 
that the individual safe deposit box 
renter will not purchase burglary in- 
surance to protect his valuables. The 
average safe deposit box renter feels 
that the protection afforded by the bank 
is adequate and is not inclined to pur- 
chase burglary insurance in addition to 
paying safe deposit box rent. 





Chicago Commissions Open 


NEW YORK, June %38—Commissions 
upon burglary insurance business at Chi- 
cago still remain open, the Burglary In- 
surance Underwriters Association, at its 
recent meeting, tabling the proposition 
that the subject be taken up by a special 
committee. It was generally felt that 
the matter of commissions in the big 
western city was secondary to the limi- 
tation of agencies. The companies still 
maintaining multiple representation 
there show little inclination toward 
changing their program, 


Burglary Reinsurance 

NEW YORK, June 4—Thus far, nine 
company members of the Burglary Insur- 
ance Underwriters Association have sig- 
nified their willingness to join a reinsur- 
ance bureau should one be formed within 
the organization. The present practice is 
for companies to reinsure such excess lia- 
bility as they desire to be rid of, either 
with their treaty connections or among 
their associates. It was argued that if a 
reinsurance bureau were created, busi- 
ness could be handled more expeditiously 
and generally satisfactorily than is now 
the case, while, at the same time, the 
profits accruing from the process would 
be distributed among the membership 
offices, instead of going to outsiders. 


Brokerage in Philadelphia 
NEW YORK, June 3—Brokerage upon 
burglary insurance business in Philadel- 
phia in the future must not exceed 25 
percent, while 20 percent is likely to be 











the ruling figure. Following the pay- 


ment of 35 percent by certain offices, two 
or three other companies authorized their 





Quaker City representatives to go to 50 
percent, if need be, in an effort to force 
the issue, and bring both companies and 
agents to their senses. The result, as 
was to be expected, was a hurried gath- 
ering of the Philadelphia men; a reaf- 
firmation of former pledges, and a de. 
cision to keep the brokerage to a rea- 
sonable limit. With this attitude the 
company executives are in hearty accord, 
and have promised the reform movement 
their earnest support. All large broker. 
age offers have been withdrawn. 





Fear Friction May Ensue 

A number of offices fear complica- 
tions in the future, now that the $500 
burglary policy has been practically ex- 
terminated. Under the new rule, if a 
householder takes less than $1,000 insur- 
ance he must accept the 80 percent 
coinsurance’ clause. The coinsurance 
clause is practically unknown in bur- 
glary insurance. It is stated that a 
number of brokers and solicitors, fol- 
lowing the line of least resistance, are 
giving the $500 policy with the coinsur- 
ance clause and not explaining that there 
has been any change to the assured. 
The coinsurance clause resulted in a 
reduction in residence rates in many 
cities, but the rate on apartments wags 
vaised, owing to the severe experience 
companies have had on the class. Bur- 
glary companies anticipate friction in 
the future when the assured comes to 
find that he is a coinsurer and does not 
know it. 

A burglary agent remarked the other 
day that he felt a mistake had been made 
in establishing a rule requiring coin- 
surance for less than $1,000. He said 
that the rates on the $500 policy should 
have been boosted to a proper amount, 
which would probably have resulted in 
almost all people taking the $1,000 policy, 
because the extra cost would not have 
been so great. 





LITTLE STUDIES 





Some Information Agents Can Use in Their 
Contact With the Public 











N the debates in the legislatures 

which have been considering state 
monopolistic workmen’s compensation 
laws the argument is made that com- 
panies doing business for profit should 
not be permitted to write compensation 
insurance. That is one of the strong 
points sent home by those that are ad- 
vocating state funds. 

Insurance of every kind anticipates 
some sort of misfortune or accident. 
The function of insurance is a shock 
absorber in that it calls upon the many 
to help bear the burdens of the few 
who have a loss. The workmen’s com- 
pensation laws state precisely just how 
much an employer is liable in case 0 
death or accident. Some employers 
qualify as self-insurers. Others do not 
care to take the chance and desire to 
have the trouble and worry of dealing 
with claims taken off their minds. 
There are a number of people engaged 
in various lines of business that profit 
by misfortune. The doctors, for in- 
stance practice for profit, private hos- 
pitals are run for profit, undertakers do 
business for profit. There are numer- 
ous vocations in which people are en- 
gaged that make a profit out of the loss 
or misfortune of the people. Yet it 
would not seem practicable or wise ior 
the state to assume these various func- 
tions. Employers agree that insurance 
companies that do not make a profit 
out of their business are not being 
managed successfully and are not op- 
erating on a sound basis. An employer 
in speaking on this subject said: 

“When one of my men is hurt he is 
entitled to exactly what the law says I 
must pay him, regardless of whether I 
insure in a state fund, a mutual asso- 
ciation, a stock company or carry my 
own risk. Now if I think he is going 
to get his compensation any quicker, oF 
with any less trouble and annoyance to 
me, through a policy in a company 4o- 





ing business for profit why in the namé 
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THE PROVIDENT 
LIFE & ACCIDENT 
INSURANCE CO. 


CHATTANOOGA, TENN. 


Our popular priced Commercial 
Disability and new 1919 month- 
ly Premium Accident & Health 
policies for Professional and 
Business Men and Women 
insure a permanent Agency 
connection. Make your 
connection worth while 
by representing a 
Company with 
thirty years ex- 
perience. 


Agency Openings in 17 States 











THE 
JIFFY 
PEN 


The word “‘Jiffy’”’ de- 
notesspeed and action. 
The shape and bal- 
ance resembles the dip 
penholder. It is built 
for those who appre- 
ciatea properly shaped 
and balanced pen. 
Prices from $2.50 up. 
Self-filling without a 
rubber sac. 





Send for descriptive 
matter. 


JIFFY PEN CO. 
Dept. No. 2 
406 Pierce Street 
Sioux City, lowa 











AMERICAN 
SURETY 
COMPANY 


NEW YORK 


100 Broadway 





SURETY BONDS 


BURGLARY 
INSURANCE 








ene 





CLAIM SUPERVISION 

The busy claim executive likes to feel that the cases 
he refers to a field representative will be promptly and 
efficiently handled without further supervision. 

R. L. NASE 

_., Adjuster for C lty Ci i 
Liability, 1109-10 Mutual Bldg. Territory 
Compensation Richmond, Va. Virgi 


Accident and 
Health Claims 








No. Carolina 











of common sense should anyone object 
to my buying that kind of a policy? I 
don’t call the cheapest doctor to be found 


when my men are hurt. Why should I 
contract to have their claims handled by 
the cheapest insurance outfit I can find? 
The Ohio State Fund plumes itself on 
having the lowest operating cost of any 
public or private insurance institution in 
the country. It amounts to only 3% per- 
cent of the earned premiums. But how is 
it done? Simply by lopping off 90 percent 
of the service. It spends nothing for the 
expert ‘merit-rating’ of its risks and al- 
most nothing to investigate and settle 
claims, and what’s the result? The work- 
man is exposed to all sorts of unneces- 
sary hazards and is in luck if he begins 
receiving his compensation two months 
after he is hurt. Why, the stock com- 
panies pay out nearly as much of their 
premium for accident prevention work 
alone as the Ohio State Fund pays for its 
entire operating cost.” 


Sherman & Ellis’ Figures 

The annual statement of the Asso- 
ciated Employers Reciprocal of Chicago, 
managed by Sherman & Ellis, shows, so 
far as its general business is concerned: 

Gross total income for compensation 
and employers’ liability insurance, $1,- 
128,423; gross total income for public 
liability, $154,107; gross total losses paid, 
compensation and employers’ liability, 
$337,102; gross total losses paid public 
liability, $37,752. 

The Illinois business of the exchange 
is as follows: 

Gross premium deposits, compensation 
and employers’ liability business, $481,- 
852; gross premium deposits on public 
liability business, $52,174; gross losses 
paid, compenastion and employers’ lia-_ 
bility, $193,064; gross losses paid, public 
iiability, $6,118. 


Tennessee Appointments 


Fred W. Lawson, manager of the Lon- 
don Guarantee & Accident, has returned 
from Tennessee, where he appointed 
three general agencies, they being Met- 
calfe Brothers at Memphis, Davis Brad- 
ford & Co. at Nashville and Colbourn In- 
surance Agency at Chattanooga. 


Miller Made General Agent 


BE. J. Miller of Denver has been ap- 
pointed general agent for Colorado for 
the International Indemnity of Los An- 
geles, which has just been licensed in 
the state for automobile lines. 


Iowa Bonding at St. Louis 


Secretary Joel Tuttle of the Iowa Bond- 
ing & Casualty was in St. Louis this 
week transferring the agency in that 
city from the Lawton-Byrne-Brunner 
Company to the Chris J. Muckermann 
Insurance Agency in the Pierce building. 
The Muckermann agency consists of Mr. 
Muckermann, E. J. Lynch, E. G. Mon- 
nig and W. C. Woods. This was organ- 
ized about six years ago. The agency 
takes over all the lines of the Iowa 
Bonding. It is a first-class firm in every 
way. 


To Enforce Law 


ALBANY, N. Y., June 4.—The State In- 
dustrial Commission of New York is con- 
sidering invoking the penalties provided 
by the compensation law against employ- 
ers under the act who have neither se- 
cured insurance nor qualified as self-in- 
surers. It is found that although the law 
has been in force for five years many 
employers have not complied with its 
requirements, and it is felt that it is 
high time that this situation be cleared 
up and that workmen be assured of 
proper compensation. 





The Travelers announces that it is 
now prepared to issue bank burglary and 
robbery policies covering property in 
safe deposit boxes in bank vaults. Such 
insurance is limited to cover securities, 
jewelry and silver ware, and excludes 
insurance on money and all other prop- 
erty. 


A live one—The Casualty Review 
An illustrated monthly magazine for 
accident and health insurance sales- 
men. Send ten cents for sample copy, 
or one dollar for a year’s subscription 
to 1362 Insurance Exchange, Chicago. 


If you write accident and health in- 
surance you'll be interested in the Cas- 
ualty Review. Send ten cents for 
sample copy, or one dollar for a year’s 
subscription to 1362 Insurance Ex- 








‘Automobile Casualty Insurance 
OUR LEADER 


We Also Write 
Fidelity and Surety Bonds; Plate Glass, Burglary 


HE foes : 


‘J. C. O. MORSE, President 
i 


WICHITA, KANSAS 
**CONSERVATIVE BUT AGGRESSIVE”’ 





“$2,500 FOR $1.00” 
Today See, Write or Phone 
R. W. HYMAN & COMPANY 


1915 Insurance Exchange Building, Chicago 


About the new and original CONTINENTAL AUTOMOBILE PERSONAL 
ACCIDENT policy sold at an annual premium of $1.00 to persons who buy a 
CONTINENTAL AUTOMOBILE LIABILITY policy—tit’s a BIG BUSINESS 
GETTER and is sold only by the 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President - General Offices, Chicago, Ill. 
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ORGANIZED 1886 


< AMERICAN ACCIDENT INSURANCE (0. 


eB 0-0 1010) 6-3. 6 


CHICAGO 


AGENCY OPENINGS 1N 
44 STATES 











Chas. L. Nicholson, President Harry R. Wood, Secretary 


— INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 
WE ISSUE 


DEPOSITORY, FIDELITY B ONDS JUDICIAL, OFFICIAL and 
WAREHOUSE MISCELLANEOUS 


PLATE GLASS and BANK BURGLARY INSURANCE 








The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
ANNUAL STATEMENT DECEMBER, 31, 1918 


OSs on ort ai cacadnendas dadsedadentgadeandecidendecaseadeaneadddened $17,275,631.60 
asad dicic cnn cdcccccccccescsadcatacecccesecsscnccqcadeccdsacssesecnsccescece = 354,721.13 
CN oak dc cdancndcdiec snd das cnsdcscecenccnswcesccosesececcesceeccesadseedécedeees< 1,000,000.00 
Surplus over all liabilities. .............ccce.cccecceeeecceeeeeeteeecceeeerseeeeee ce 2,920,910.47 
Losses paid to December 31, 1918 ..........ccseesececceceeceeeeccceeeseeeseseeeescs 65,527,177. 84 
This Company issues contracts as follows: Fidelity Bonds; Surety Bonds; Accident, Health and Dis- 
ability Insurance; Burglary, Larceny and Theft Insurance; Plate Glass Insurance; Liability Insurance— 


Employers, Public, Teams (Personal Injury and Property Damage), Automobile (Personal Injury, Property 
Damage and Collision), Physicians, Druggists, Owners and Landlords, Elevator, Workmen’s Compensation— 
Steam Boiler Insurance; Fly-Wheel Insurance. 














change, Chicago. 





The Mutual Plate Glass Insurance Co. 
Shelby, Ohio 
Organized 1883 


HENRY WENTZ, President L. A. DENNIS, Sec. and Gen’l Agent 
The only Ohio Company Specialising on Plate Glass Insurance. Not an Experiment. 


SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 
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N one of our recent chats, we offered the sug- 
gestion that the Insurance Agent could greatly 
benefit his customer by advising against 


The Blue Sky Contract. 


A contract that we shall call hereafter, for the 
sake of brevity 


The B. S. Contract. 


The B. S. Contract is a Per Diem contract with- 
out limit and should have printed upon it 


“Ye Who Enter Here Leave Hope Behind,” 


because so far as the purchaser is concerned, that 
is practically the case. Ask any man who has 
ever bought one. 


The B. S. Contract. 


The B. S. Contract is usually sold upon the rep- 
resentation that ‘‘No one knows how long the 
job will take and, therefore, that no appraisal 
company can consistently make any other kind 
of a price.” 
This is not true. 

Any Appraisal Company with any considerable 
experience can approximate very closely what 
the appraisement ought to cost. If this can be 
done by an Appraisal Company of moderate ex- 
perience, in how much better position to name 
a definite price is any Appraisal Company that 
claims to be 


“The Oldest, The Largest and The Best,” 
of which there are Three. 


If Such a company declines to name a definite 
price, it is because it does not wish to do so; not 
because of any lack of ability upon its part. 

It is because it regards 


The B. S. Contract 
as the most profitable. 


Put that down for 
The True Reason. 


A B. S. Contract allows an appraisal company 
to use slow men because the customer pays for 
their slowness. 


It allows them to use green men because the 
customer pays for their education. 


The Money Saving Service 


“A dollar saved is a dollar earned” 


SES LAPIS RE ATE EE EA I 
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In fact, if the work of the green men has to be 
checked up and corrected, as is often the case, 


The customer also pays for that. 

The B.S. Contract is an Open Per Diem Con- 
tract without limit and for the appraisal company 
that secures it 

“It Is Pretty Soft.” 
The Appraisal Companies who make such con- 
tracts whenever possible recognize that it is 
pretty soft and 

Brag About It. 

Now the Insurance Agent can save his clients a 
lot of money, whenever he is consulted, by ad- 
vising against The B. S. Contract. 

“A Dollar Saved is a Dollar Earned.” 
Remember that any experienced Appraisal Com- 
pany can if it wants to make 

A Better and Fairer Price 
than the B. S. Contract. 
The B.S. Contract is a Jug Handled Contract 
with all the benefits on the side of 

The Appraisal Company. 
A just contract should always consider the in- 
terests of both parties and should be profitable to 

Both Parties, 
Otherwise it is unfair. 
Advise against The B. S. Contract if you would 
save your clients’ money. 
They will appreciate it. 

The B.S. Contract is usually sold on a state- 
ment that minimizes the time that will actually 
be taken. 
Frequently the bill under such a contract is three 
or four times what the owner was led to believe 
it would be at the time he signed the contract. 


He has, however, no recourse—but to pay 
the bill. 
It is 
A Caveat Emptor Contract. 
Call this to your client’s attention. 


It will save him money. 
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OUR POLICY F EATURES: 
Double Indemnity For Accidental Death 


Premium Payments Waived During Disability 
Total Disability—Sickness or Accident t Death—Face of Policy Paid Within 24 Hours 
ays Insured Income During Disability 


Without Deduction For Disability Payments 
WRITE US TODA Y—We have territory openfin Ohio a 


a 
RE ewe 












































nd Pennsylvania 


Reserve Loan Life Insurance Com 


pany | 
INDIANAPOLIS, INDIANA 













































LIFE INSURANCE SECTION 









LIFE 





THE NATIONAL UNDERWRITER 





June 5, 1919 








THE GOVERNMENT INSURANCE 
FOR SOLDIERS AND SAILORS 








Government Insurance for Soldiers and Sailors is Term Life and Disability Insurance 
for the duration of the war and for five years thereafter. The cost is calculated accord- 
ing to the American Table of cero the Government assuming all expenses of man- 
agement and the extra risk incurred by reason of the war. It is paid tor 7 monthly 
deductions from the insured’s | In case of death monthly payments of $5.75 for 
each $1,000 of insurance are made to the beneficiary for twenty years. In case of total 
and permanent disability similar payments are made to the insured during life. 


The cost is very low but increases each year according to the increasing death-rate 
shown by the mortality table. Each man begins with the rate at his attained age, and 
each year his insurance is continued his rate is advanced. No extra charge is made for 
disability benefits. 


The law providing for this insurance is administered by the Bureau of War Risk 
Insurance which is a division of the Treasury Department. There is an Insurance 
Officer in each camp to give instructions and to take applications. About 90 per cent 
of the soldiers and sailors have taken this insurance, and the average policy ts over 
$8,000. The total amount insured is greater than that on the books of all the life 
companies and all the fraternal orders in the country. The total amount paid in death- 
claims to February 1, 1919, was nearly $300,000,000, and a still larger amount was in 
process of payment at that date. 


The law under which the Government Insurance is carried on provides that this 
Term Insurance may be continued for five years after the termination of the war and 
that during this period these Term policies may be converted into Life and Endowment 
pemoies with level premiums. The regulations governing this conversion have recently 

een issued and provide for Ordinary Life, Limited Payment Life and Endowment li- 
cies, with level premiums payable monthly, quarterly, semi-annually or annually. These 
premiums are necessarily higher than the old Term policy premiums because hoon | do 
not increase from year to mew They are the so-called net premiums, as us by 
private companies, and are based upon the American Table of Mortality with interest 
at 34%. T ey are the amounts necessary to provide for death-claims alone, according 
to the Mortality Table, without —, for expenses, taxes or contingencies—all of 
which are assumed by the Government. The rate is to be that of the attained age, and 
no medical examination is required. 


These policies are unassignable, non-taxable and free from the claims of creditors. 
They are incontestable except for non-payment of premiums. They provide for insur- 
ance opens death and total disability. The beneficiary must be within the class pro- 
vided by law, but within that limit may be changed at will by the insured. The 
insurance becomes payable on total permanent disability, in monthly instalments durin 
such disability. Folicies provide for loans, cash surrender values, paid-up insurance, an 
change in premium payment from monthly to quarterly, semi-annual or annual pay- 
ments. Policies are free of all restrictions as to residence, travel, occupation, military 
or naval service. Lapsed policies may be reinstated within two years upon satisfactory 
evidence of insurability, and payment of back premiums with interest. Policies partici- 

ate in whatever gains may accrue from a mortality lower than that of the Mortality 
able, and from an interest rate higher than 34%. 


Application must be duly made for the new insurance during the five years following 
the termination of the war as proclaimed by the President, and until the conversion is 
made the Term Insurance must be kept in force. It may be reduced in amount if 
desired, on application to the Bureau. 


The new insurance is available only to those who take the Term War Risk Insurance 
while they are in the service. It is properly furnished to a special class of citizens who 
have incurred special risks in defence of the liberties of all. It is furnished at as nearly 
the actual cost for death claims as can be ascertained in advance. It is furnished by 
the taxing power, which exempts it from taxation and pays the expenses of administra- 
tion out of moneys raised by taxation, and stands ready to make good any deficiency 
that may arise by further taxation. Of course, no private company, which pays heavy 
taxes to both State and Federal governments, pays its own expenses of administration, 
and provides for contingencies, can compete with the taxing power. The class of 
citizens to whom it is available forms only a small proportion of the nation. They 
should by all means seek its protection. Others should apply to the 


New York Life Insurance Co. 
DARWIN P. KINGSLEY, President 
346 & 348 BROADWAY NEW YORK, N. Y. 

















Great Southern Life Insurance Company 


Dallas, Texas 


O. S. CARLTON, 
President 
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Great Southern Life Building, Dallas, Texas 























LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted; 
Under Our Service Pension Centract 


THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Secretary 


LA FAYETTE, INDIANA 


A. E. WERKHOFF, President 











PAN-AMERICAN LIFE INSURANCE 


Cc. H. ELLIS 
President 


COMPAN 


NEW ORLEANS 
LOUISIANA 


E. G. SIMMONS, 
Vice-Pres. and Gen. Mgr. 


Insurance in Force (over) $40,000,000.00 


Total Resources 


(over) 5,250,000.00 


The recent merger of the Meridian Life with the Pan-American Life has opened up several rich and important territaries in the South 
and North Central section, which will be assigned to Managers capable of handling i an agency organization of high 
grade men. A rare opportunity to ambitious men to establish themselves in an independent and permanently profitable business. 


Address:—E. G. SIMMONS, Vice-Pres. and Gen. Manager 


Whitney Central Bank Building, New Orleans, Louisiana 
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PROBLEMS ENGROSS 
THE OFFICIAL MINDS 


Company Executives Are Com- 
pelled to Meet Many Issues 
These Days 


DEMANDS VERY ONEROUS 


Unprecedented New Business, High 
Mortality, Heavy Taxes and In- 
creased Operating Cost Found 


NEW YORK CITY, June 3.—Life 
men who are rolling up a big business 
do not appreciate the conditions at 
home offices and the heavy burdens 
that rest on the official heads these 
days. <All will agree that there was 
never such a period of life insurance 
production. The analysts are busy in 
telling the causes of such a tremendous 
demand for life insurance. Probably 
no one factor can be truthfully named 
as the stimulus for so much new life in- 
surance. 

The influenza probably is the main 
influence that is urging people to pro- 
tect themselves. Men in the vigor of 
their years and engrossed in problems 
of business and professional life who 
are physically fit, may be killed sud- 
denly or may be swept away without 
much notice. These occasions, how- 
ever, are comparatively rare. The in- 
fluenza, however, came like a death- 
dealing storm. It took men right and 
left, toppled them over until what 
might be termed a panic seized the 
minds of the people. Death came sud- 
denly and at most inopportune times. 
This has had a big influence on all. 
Men who were engrossed in big busi- 
ness deals, probably who were borrow- 
ors at banks, who were just in the 
process of building, felt that it was 
necessary to protect themselves because 
no one knows how long the influenza is 
going to last, or what its after-effects 
will be. 

Is Insurance Temporary? 

There has been some doubt ex- 
pressed by officials as to whether much 
of the insurance written is more or 
less temporary. Have men taken out 
insurance to tide them over during the 
next five years until the influenza is 
gone? If that be the case, insurance 
men say that they will take their 
chances on holding most of this busi- 
ness, because once a man is on the 
books, and has paid a couple of pre- 
miums, he is pretty sure to hold his 
policy. 

Money is Plentifal 

Of course another factor that has 
contributed to the production of busi- 
ness is the amount of money in the 
country. Many people have made 
good money during the war. There 
has been a lot of profiteering. Wages 
are high and in many lines the margins 
are large. If the influenza, therefore, 
has frightened people, the scare struck 
them when they had plenty of mony 
to buy insurance. Farmers were never 
so prosperous and hence the farmer is 
a much heavier buyer of life insurance 
than ever before. Some agents are 
selling large policies to farmers. 


Approved by Government 


The war, of course, caused all people 
to think along more serious lines. The 
instability of ‘earthly things was empha- 
sized. The government instituted a 
plan of life insurance to protect its 
men in the service. Thus the life in- 
Surance system was recognized and 
approved. This undoubtedly has been 
a vast educational advantage. 
These various factors are contribut- 














insurance sale was staked. The 
agent (a $500,000 a year man) 
made a good approach, got right into 
his subject and gave a sales talk that 
was perfect. He warded off questions 
that would start unprofitable argument, 
he side-stepped all competitive matter 
and continued to hammer away at his 
sale. The policy offered was a twenty- 
payment life, and when the audience 
had about agreed that the prospect was 
sold, the policyholder, soon to be, 
piped up with this question: “Why are 
the dividends smaller after the twenty 
year period than during the premium 
paying years?” 


A T a recent agency meeting a life 


* x 

The agent couldn’t answer the ques- 
tion and it soon developed that the 
buyer (who was also an agent) didn’t 
know the answer either, in fact, that 
was his reason for asking it. Not one 
of the other agents in attendance at 
the meeting could explain the reason 
for the decrease in dividends. 

The home office representative very 
briefly reviewed the three sources of 
‘dividends: mortality savings, excess 
interest earnings and the savings, 
from the amount provided in the pre- 
miums for expenses, due to economical 
management. After the premium pay- 
ing period on a limited payment policy 
the full paid dividend is, of course, 
made up of two factors only: mortality 
saving and excess interest. As pre- 
miums are no longer being paid there 


KNOWING YOUR BUSINESS 


From Northwestern Field Notes 





can be no return in the form of a 





dividend factor of any expense contri- 
bution, in fact, there is no longer any- 
thing provided from premiums for ex- 


penses. 
*. &-s 


Such a case is probably extreme, and 
very few prospective purchasers of in- 
surance know enought about the busi- 
ness to ask such a question, but a well 
informed life insurance agent would 
have the explanation at the tip of his 
tongue. It is fully explained in the 
company’s literature and in all life in- 
surance text books. 


x * x 


This all leads to the general proposi- 
tion of Salesmanship vs. Knowledge, 
as it is usually expressed. If a man 
cannot have both, probably the sales- 
manship is the more valuable. Most 
certainly the salesman without knowl- 
edge will make money whereas the man 
with a mass of technical knowledge 
but with no salesmanship will often 
starve to death in agency work. But 
should such a condition exist? Most 
certainly not. Any man who is carry- 
ing a rate book can and should know 
his business sufficiently well to be able 
to answer all intelligent questions in a 
simple, understandable way. 

Every man who is making life insur- 
ance his business should be thoroughly 
familiar with the literature of his com- 
pany, the basic principle of the science 
of life insurance and should keep up to 
date by subscribing to and reading at 
least one good life insurance journal. 








ing therefore to unprecedent produc- 
tion of business. It is a real harvest 
time for the agents. The insurance 
crops are 100 percent, veritable bumper 
ones. 

Home Office Problems 


The home office people, however, 
have problems to meet because of this 
unprecedented production of new busi- 
ness coupled with other unusual condi- 
tions. In the first place, reserves have 
to be arranged for. This becomes a 
bigger problem to those companies 
that put up the full reserves the first 
year than the so-called preliminary 
term companies. However, all compa- 
nies have to meet their legal reserves 
and must have ample surplus or earn- 
ing margin to do it. A company, there- 
fore, these days can easily eat into its 
surplus deeply. Even companies that 
have always guarded themselves well 
from a general surplus standpoint have 
had this fund greatly reduced because 
of the high mortality. Companies for 
seven months or so have had to pay 
out millions and millions of dollars. 
They usually keep cash on deposit 
sufficient to meet the ordinary de- 
mands. The regular cash deposits were 
soon exhausted. It meant selling se- 
curities or borrowing money. 


Taxes Are Heavy 


Then came the war taxes, which 
piled up. Companies have had to pay 
in thousands and thousands of dollars 
more than usual because of the de- 
mands of the federal government. 

Many companies, and this is particu- 
larly true throughout the west and 
south bank very strongly on their in- 
terest earnings. The excess interest 
means much to some companies. Be- 
cause of their favorable location or 
connections, they are able to purchase 
securities that are very safe and’ solid 
and yet pay interest ranging from 5 to 
6 percent. Some companies are able 
to get good mortgages that pay even 
more. Therefore the margin between 
the rate of interest required to maintain 
the reserve and that actually earned on 
the securities. was something to be 
proud of. The companies, however, 
have been obliged to purchase large 
blocks of Liberty bonds, which means, 
of course, that their interest earnings 





are cut down materially. 





Furthermore, salaries have had to be 
increased, because of the extra cost of 
living. Operating cost has gone up 
several points because of higher prices. 
These various factors have caused offi- 
cial heads to get together on many oc- 
casions in order to work out a course 
of action that will be effective and that 
will keep the machinery going. Owing 
to the tremendous influx in new busi- 
ness, a number of life companies here 
in the east will exceed the limit allowed 
under the Armstrong law and therefore 
feared they would have to shut up shop 
so far as new business is concerned 
early in the fall. However, relief has 
come through a new law passed by the 
legislature of this state, which gives 
the superintendent of insurance au- 
thority to extend the limit, provided a 
company has not used high pressure 
or hot house methods in order to stimu- 
late production. 


Companies Being Watched 


Companies that have a record for 
conservatism will be allowed to exceed 
the normal now allowed under the law. 
Superintendent Philips, of course, is 
keeping a close tab on what the com- 
panies are doing in this respect. He 
has expressed himself as being very 
much in earnest in his statement that 
he will not permit any company to ex- 
ceed its limit where undue pressure is 
being put on, where the expense of get- 





ting business has more than normally 
increased and where methods are be- 
ing used to stimulate business that do 
not comport with good judgment and 
sound practice. It is a great relief to 
the agents to know therefore, that they 
can keep on all through the year and 
not be required to act as brokers for 
other companies or stop writing alto- 
gether. 


Gains for Clarksburg District 


The Clarkesburg, W. Va., district of 
the Metropolitan Life has made a big 
record so far this year, showing an or- 
dinary increase over last year.of 150 per- 
cent and an industrial increase of 200 
percent. - J. H. Stephenson, superintend- 
ent in charge of the Clarkesburg district, 
is developing some fine producers. In 
the past year J. P. Reynolds has been 
made superintendent at Huntington, W. 
Va., and Roy L. Pixler, district superin- 
tendent at Muncie, Ind. Both are grad- 





GENERAL PROSPERITY 
BRINGS NEW BUSINESS 


Rate of Increase Began to Pick Up 
as Soon as End of War 
Was in Sight 


G. T. DEXTER GIVES VIEWS 


Unprecedented Business Will Continue 
Says Vice-President of 
Mutual Life 


BY GEORGE A. WATSON 
NEW YORK, June 3.—In the opin- 
ion of George T. Dexter, vice-president 
and agency director of the Mutual Life, 
life insurance is now coming into its 
own, and the general public has at last 
realized the important position the 
business fills in the economic and hu- 
manitarian fields, and is acting accord- 
ingly. The increased business, which 
all companies are now experiencing, 
and which is almost double that had 
during the corresponding period of 
1918, began early in October last, be- 
fore the armistice was signed, but when 
the successful termination of the war 
was Clearly in sight; and has gained 
impetus ever since. The gratifying 
gain in new business written, Mr. Dex- 
ter confidently believes and his views 
are shared in by field managers gen- 
erally will continue at least through 
the remaining months of 1919, and may 
even extend into succeeding years; 
though, of course, it is not to be ex- 
pected that the percentage increase will 
keep up. 
Factors in Increase 

The factors, according to Mr. Dex- 
ter, mainly responsible for the gratify- 
ing showing of the life offices—in some 
instances one hundred per cent income 
—in the past six months, are primarily 
as follows: Cessation of the war and 
releasing to peaceful pursuits several 
million men from the fighting front: 
the favorable advertising these erst- 
while warriors have given the broad 
scheme of life insurance, to which pre- 
viously they devoted but scant atten- 
tion; ‘the influenza epidemic and the 
realization it compelled of the uncer- 
tainty of human life, even to the young 
and vigorous, and finally the business 
prosperity of the people as a whole. 


Wages Higher 


The average wage paid mechanics is 
far greater than ever before, affording 
the recipients thereby a margin of cash 
for insurance premiums, even after 
high living costs have been deducted, 
while the substantial prices secured by 
agriculturists for the product of the 
soil, not only made the farming class 
a most desirable list of products, but 
through their store purchases and the 
placing of money into general circu- 
lation, extended the prosperity to mer- 
chants and manufacturers, attesting 
thereby the interdependence of men. 

As a rule the greatest percentage of 
new insurants has been among the 
farmers of the West and the South; 
the business men and industrial work- 
ers of the East following in the order 
named. 

Average Amount Greater 


Not only are more people seeking in- 
surance today than ever before, said 
Mr. Dexter, but the average amount of 
the policy is greater by $500; the pres- 
ent figures being $3,400, as against 
$2,900, the former average. The forms 
of insurance written continue at 
about the old established ratio: ordi- 
nary and limited payments leading 
largely; ten per cent for endowment 
and about five per cent, term. Of the 








uates of the Clarkesburg office. 


(CONTINUED ON PAGE 5) 
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SHOULD HAVE MORE 
SIMPLE SOLICITATION 


Continued Sale at Present Rate 
Will Require Energy and 
True Salesmanship 


NO INTEREST IN COMPANY 


Too Many Facts Fired at Prospect 
Confuse Him, Says T. C. Rice- 
Wray of Detroit 


BY T. C. RICE-WRAY 
Detroit 

For some years past I have predicted 
that the life insurance business would 
grow faster in its influence on the eco- 
nomic life of the nation than ever be- 
fore, and that this growth will be so 
increasingly rapid as to be nothing 
short of amazing to men experienced 
in this business. 

The prediction is coming true sooner 
and in a more striking fashion than I 
had dreamed it could. 

Particularly since the first of the year 
practically all agencies who are awake 
and equipped to take advantage of the 
situation have multiplied their usual 
production several times over; as, for 
instance our own agency is writing 
$2,000,000 per month. Everywhere one 
hears the comment that more people 
are buying life insurance to day with- 
out solicitation than ever before in 
the history of the business. 


Public Is Responsive 


One might write quite an article on 
the psychological causes which underlie 
this fact, but perhaps it is enough to 
say that this is universally recognized 
as a present fact and our primary inter- 
est is to take advantage of it and serve 
the public to the utmost of our ability. 

One thing we ought to recognize, 
however, is that this psychological con- 
dition on the part of the public, once 
reached, cannot be temporary. The 
public have at last been educated to 
grasp the real significance of the service 
of life insurance in the life of mankind. 

While the efforts of life insurance 
salesmen have largely contributed to 
the facts above stated, we ought to 
recognize that that isn’t the only influ- 
ence which has been at work, and we 
ought to recognize at the same time 
that the extent to which this condition 
is crystallized, and its continued growth 
will depend very much on the faithful- 
ness, energy and true salesmanship of 
life insurance men. 


Should Be Made Simple 


In my opinion the primary difficulty 
in life insurance salesmanship (as well 
as any other kind of salesmanship) is to 
make our proposition sufficiently simple 
so that one not versed in the technicali- 
ties of the business can fully compre- 
hend it, and to discuss our business 
entirely from the standpoint of the 
prospect’s use of it. 

We like to go in and tell a prospect 
all about our company, how the policy 
is constructed, and about dividends and 
where they come from, and about a 
mass of facts without end, all of which 
(let’s admit) it would be a fine thing 
for the prospect to know, but which he 
couldn’t possibly grasp and comprehend 
in the limited time he is willing to give 
to the subject, and which fail absolutely 
to reach him because he hasn’t first 
been convinced that all of these things 
influence the excellence and permanence 
of a service which supplies a real need 
in his life. 

Mistake Is Made 


Too many insurance men go in and 
say they represent such and such a 
company and then proceed to tell them 




















Question in Corporation Insurance, 
Hypothetical Case—A corporation in- 
sures the life of an official or employe 
to indemnify itself against loss in case 
of the insured’s death, the corporation 
paying the premiums. The right to 
change the beneficiary is, of course, not 
reserved by the insured. Afterward the 
insured leaves the employ of the com- 
pany, going to work for another or- 
ganization, but the company continues 
the insurance in force by payment of 
the premiums as they accrue. Can it 
later collect the proceeds of the policy 
upon the death of the insured? 

Answer. A corporation has an insur- 
able interest in the life of an official or 
employe where the services are such as 
to result in loss to the company in case 
of his death. The policy, therefore, in 
the case suggested, is valid at its in- 
ception. It is a general rule of law, 
with statutory exceptions or adverse 
decisions in very few states, that when 
a life insurance policy is valid at its in- 
ception it will remain valid, and the 
beneficiary may maintain the insurance 
in force for his own benefit by payment 
of accruing premiums even after his in- 
surable interest in the life of the in- 
sured may have ceased. This will be 
true whether the beneficiary is a cor- 
poration or an individual. In the case 
suggested, therefore, the corporation 
can collect the proceeds of the policy at 
the death of the insured. 

* * * 

Interest on Liberty Bonds—Hundreds 
of thousands of people now possess 
government bonds who never before 
had owned either a bond or a certifi- 
cate of stock, and the receiving of in- 
terest on the bonds is a novel experi- 
ence for them. Suggest that they use 
the interest to pay premiums on new or 
additional insurance. This would give 
increased protection to their families, 
without the need of close figuring to 
find the money for the premiums, and 
would result, in a large number of 
cases, in the retention of the bonds un- 
til their maturity date—without a defi- 
nite object in holding them, they are 
liable to be sold at any time and their 
proceeds dissipated. 

* 


When the Dividend Is Payable—You 
have many policyholders whose dividends 
are to be used, or are being used, to 
reduce premium payments. See them and 
suggest that dividends be left to buy 


SUGGESTIONS TO FIELD MEN 


From Mutual Life Point 





paid-up additions. Those who change 

will benefit themselves and their bene- 

ficiaries. And in each case you will have 

a ready-made opportunity to talk addi- 

tional insurance. 
s a ae 

Left Life Insurance Only—Vernon Cas- 
tle, the well known dancer, was killed 
in an airplane accident in Texas some 
months ago. He doubtless had earned 
hundreds of thousands of dollars in his 
profession, yet, so life insurance journals 
say, he left an estate valued at only 
$1,000, which is the same as saying that 
he left no estate at all. His insurance 
was $25,000. How easy it would have 
been for him, by employing life insur- 
ance, to have left an estate commensur- 
ate with his unusual earnings. 

* + * 

Equality—By far the greater number 
of life insurance policies are issued to 
men of moderate means and to men whose 
accumulation of money is insignificant. 
In buying general commodities the rich 
man has an advantage over the poor man, 
because he can buy in large quantities, 
if he chooses, and so obtain the lowest 
price. In life insurance, on the contrary, 
the rich man’s dollar can purchase no 
larger an amount of protection than the 
poor man’s. This is true equality. 

* + > 

Inheritance Taxes and a Huge Estate— 
Mr. Henry L. Pittock, publisher of the 
“Portland Morning Oregonian,” died in 
January. His estate was valued at 
$7,894,778. The Federal inheritance tax 
amounts to $1,000,000, and the Oregon in- 
heritance tax amounts to $300,000. His 
life insurance was only $6,000. It is easy 
to see the possibility of depreciation in 
the value of this estate, if securities must 
be sacrificed to pay inheritance taxes. If, 
on the other hand, Mr. Pittock had been 
insured for the amount of these taxes, 
the estate would be certain to escape 
any loss. 

* * * 

What to Say—To the “man of means” 
who assures you that he will leave his 
family “well provided for.” “Truly 
enough, you may leave them your money, 
your lands, your bonds and stocks, but 
you cannot bequeath them your good 
judgment, your business acumen, your 
knowledge of investments, or your long 
years of experience, enabling them to 
conserve safely and manage successfully 
the estate which will some day be theirs. 
And, remember, it is an income that they 
will need, not an estate. Your better 
judgment will, therefore, prompt you to 
leave to your family at least a part of 
their heritage in the form of a life in- 
come policy.” 








what a fine company that is, entirely 
overlooking the fact that it isn’t rea- 
sonable at all to expect a man to be 
interested in the company or its char- 
acteristics until he wants that company 
to do something for him. 

That kind of an insurance salesman 
almost always draws a statement from 
the prospect that he is not interested. 


He starts his selling interview under a 


handicap. If he is strong enough to 
fight his way out he gets across, but 
at the best he has wasted a valuable 
part of the interview time and a lot of 
energy which might just as well have 
been saved for the next case. 

There is no excuse for any salesman 
making any statement at any time dur- 
ing his interview without a clear idea 
of the thought which he expects that 
statement to create in the mind of the 
prospect and a definite idea of the effect 
of that thought in leading the pros- 
pect’s mind to a desire to buy. 

In my opinion, if the salesman keeps 
this one principle in mind and works 
with it consistently he cannot go very 
far wrong. 


Should Let Arguments Sink In 


Next in importance is to express the 
thoughts we want to transfer to the 
other fellow’s mind in such plain, ordi- 
nary English and so simply that it will 
not be difficult to grasp them. 

In the next place, I sincerely hope 
that some day I shall learn to curb my 
enthusiasm and eagerness sufficiently 
that I can present the successive 





thoughts of my selling talk slowly 
enough so that the prospect can assimi- 
jate them as received instead of getting 
them all mixed up. There is all the 
difference in the world between hearing 
a thing and comprehending it—under- 
standing its true significance. 

For the reasons above stated, we be- 
lieve in thoroughly standardizing our 
selling talk; not as to the words in 
which it is presented, but certainly as 
to the successive thoughts which are 
embodied therein. 

I firmly believe that if any salesman 
will think out carefully the successive 
thoughts which he must present to the 
prospect and have him comprehend in 
order to buy his proposition; will see 
that they are arranged in logical order 
with due regard for the law of associa- 
tion of thought, and will present them 
clearly and simply and slowly, he will 
not only attain some immediate degree 
of success, but will be in line for the 
most rapid improvement which it is 
possible for him to accomplish. 


C. A. Porter represents the Bankers 
Life of Des Moines, in western Iowa, and 
writes rural business. In one square 
mile of his territory, he has written 
eight applications, and the only other 
man living in that mile is unable to get 
insurance. He figures that if he confined 
himself to a single township of thirty- 
six square miles affording 288 available 
risks, he would probably be busy for the 
next two years. 


Ed. L. Ussery has accepted the agency 
supervisorship of the Reserve Loan Life. 
Ed. A. Stanley is the state manager for 
Arkansas. 





BIG OPPORTUNITY FOR | 
LIFE MEN AT PRESENT 


Lincoln K. Passmore Gives Views 
on Immense Business Being 
Written by Agents 


EASIER TO GET HEARING 
General Prosperity, Income Tax, War 


Risk Insurance, and Other Reasons 
Account for Growth 





PHILADELPHIA, PA., June 3~— 
Lincoln K. Passmore, vice-president of 
the Penn Mutual Life, in commenting 
upon the outlook in the life insurance 
field, said the other day that reports 
coming to him from all parts of the 
country indicate that there is before the 
life insurance salesman at this time an 
unequalled selling opportunity. The big 
companies, Mr. Passmore says, are all 
showing gains over last year, in many 
cases as much as one hundred per cent, 
and heavy production records are being 
made by agents all over the country 
who are taking full advantage of the 
present situation. Mr. Passmore says 
that this unprecedented showing may 
be ascribed to several causes, and that 
in reality the big volume of business 
now being written is not due to any 
one thing. A favorable sentiment 
toward life insurance has come from a 
number of different sources. 


Inheritance Tax 


Of first importance among these is 
the larger and more favorable view 
held by the public, following the en- 
dorsement of life insurance by the gov- 
ernment. Another is the knowledge on 
the part of the public that there is a 
continuing hazard to which all are 
exposed through the probable recur- 
rence of an epidemic, this applying 
particularly to those who have pre- 
viously sustained a case of influenza. 
Just at this time when the business men 
of the nation are worrying over the 
filling out of their income tax schedules, 
the life man is able to emphasize the 
important place lifé insurance may play 
in offsetting inheritance taxes. Realiz- 
iig the situation, agents generally are 
undoubtedly more active than they have 
been, and are making a more intensive 
campaign for business. The results are 
shown in the records. 


Desire to Grant Interview 


Mr. Passmore says that almost with- 
out exception, business men will now 
give the life insurance man at least a 
hearing. The old inclination to abruptly 
dismiss any man who presented himself 
as a representative of a life company 
has been replaced by a desire to at 
least grant an interview. Mr. Passmore 
says that agents report much less dif- 
ficulty in getting audiences. There has 
been so much in the public press con- 
cerning life insurance that many who 
carry only small amounts are beginning 
to wonder whether they have not over- 
looked something good, and desire to 
learn what life insurance is, how much 
it costs, and what benefit it provides. 
In other words, they want to know 
something about a subject that has 
heretofore been neglected by them. 


Public Out of Debt 


The general prosperity of the coun- 
try, Mr. Passmore says, has been raised 
to a new level. There are thousands of 
small business men, storekeepers, and 
the like, who, while they have not any 
more money in the bank than they had 
before the war, have nevertheless been 
able to meet several obligations that 

(CONTINUED ON PAGE 5) 
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GIVE GOOD ARGUMENTS 


INHERITANCE TAX PAYMENTS 





How Life Insurance Fits In to Pro- 
vide Ready Cash to Meet 
Immediate Demands 


Frederic W. Fuller, one of the big 
producers of the Equitable of New 
York, gives some arguments he has 
used to advantage in the sale of life 
insurance for the payment of inher- 
itance taxes. He says: 

At the present time, men with property 
subject to inheritance taxes cannot af- 
ford to carry on hand enough cash to 
meet these taxes, because the income 
taxes are so large and the income from 
cash on deposit is so small. An internal 
revenue examiner of the treasury depart- 
ment recently told me that out of 150 
estates which he had examined, which 
were subject to inheritance tax, only one 
estate had enough cash on hand to pay 
even the federal tax. 


Broaching the Subject 


When I have determined that a man 
is a good prospect for inheritance tax 
life insurance I generally start my in- 
terview by asking him if he believes that 
a wealthy man, owing a lot of money, or 
having considerable debts, ought to carry 
life insurance, particularly at this time 
with the world conditions such as they 
are. My prospect will generally reply 
“yes” and will say that while a man is 
living he might arrange to renew his 
loans and take care of his debts, yet his 
estate might have a hard time to meet 
them and so life insurance would be 
desirable. I then immediately ask him 
if he would mind telling me how much 
life insurance he carries to take care of 
his debts, explaining that his debts, so 
far as I know, consist of federal and 
state inheritance taxes. This opens the 
subject and the discussion is on. 


Use of Insurance 


A good many prospects will tell you 
that they have already been solicited for 
life insurance for inheritance tax pur- 
poses and have decided against it, as 
they will leave their dependents well 
enough provided for after the tax has 
been paid, and that in order to guard 
against the sale of securities in a de- 
preciated market, they constantly keep 
on hand enough short term notes to meet 
the taxes, etc. I have been able to sell 
a number of these men life insurance by 
pointing out to them what a good in- 
vestment it is for their estate. Most 
successful men not only have families to 
be looked after, but being men of affairs 
they have business associates or part- 
ners whose interests may be vitally 
affected by their death. Where the man 
dies without adequate cash to pay his 
inheritance tax, certain stocks or hold- 
ings or participation in syndicates may 
have to be disposed of to raise money 
and this might throw an enormous strain 
upon the decedent’s business and dis- 
arrange large programs in which he and 
his associates are vitally interested. 


BIG OPPORTUNITY FOR 
LIFE MEN AT PRESENT 


(CONTINUED FROM PAGE 4) 


faced them two or three years ago. 
They have paid off the mortgage, pur- 
chased the building in which their busi- 
ness is conducted, or in other ways 
gotten out of debt. Without necessarily 
having any more cash assets, they are 
ina much more favorable financial posi- 
tion. It is always the case that when a 
man owns some property, or an in- 
terest in a business, he commences to 
feel more keenly his obligations and 
responsibilities. He comes to a realiza- 
tion that he is no longer simply drift- 
ing along but has commenced to occupy 
a more or less important place. When 
he begins to think along these lines, 
the time is opportune for the life in- 
surance man to step in and tell his 
story. This is being done by life men 
to good advantage. 


Make the Most of It 





_ The life insurance sales organization 
in the country, Mr. Passmore says, can- 





| than insurance? 


‘men on the subject of life insurance 








LOSING ONE’S NERVE 








ICE-PRESIDENT R. W. STEVENS 

of the Illinois Life in speaking of 
life men losing their nerve, says: 

“How many times this month hav- 
ing set out to see a prospect have you 
upon arriving at his place of business 
or home passed by without seeing him, 
or having obtained an interview con- 
fined yourself entirely to topics other 


“It is no reflection on your ability as 
an insurance salesman if for a con- 
siderable time after taking up insur- 
ance work you have great difficulty 
when approaching a prospect in. keep- 
ing your heart-beats down to some- 
where near normal; neither is it an in- 
dication that you are not cut out for 
this work if at the beginning you ac- 
tually run away from a prospect when 
the interview vou have been seeking 
seems near at hand. 

“If you are timid about approaching 


your timidity is no doubt accounted 
for by the fact that you have not yet 
come to a full realization of the char- 
acter of the business in which you are 
engaged, therefore you should never 
forget: 

“That you are a representative of the 
first business of the world; 

“That in its benefits to the human 
race life insurance stands second only 
to the Christian religion; 

“That having been given the agency 
of a good company it is your duty to 
present the merits of that company and 
its policies to every insurable person 
in your territory; 

“That a certain moral responsibility 


rests upon you to place a_ proper 
amount of insurance upon the life of 
every insurable man of family in your 
district; 

“That the struggling families of those 
men who die without insurance may 
accuse you of contributory negligence 
if they have reason to believe that your 
failure to insure the husband and father 
was due to lack of energy and aggres- 
siveness rather than lack of opportu- 
nity; 

“That thousands of widows today liv- 
ing in comfort would be struggling in 
poverty if some life insurance agent 
had not made provision for their com- 
fort by insuring their husbands; 

“That to insure his life is man’s first 
duty to his family, and that it is your 
duty to make men in your community 
do theirs; 

“That when talking insurance to a 
prospect you should have only in mind 
the great benefit the purchase of a 
policy will prove to the insured him- 
self if he lives, or to his family if he 
dies. 

“Tf you will bear in mind that it is 
the prospect and his family that will 
be benefited by the successful issue of 


your interview; if you will present the 


policy on the ground that it is some- 
thing the prospect ought to have—not 
something you are anxious to sell; if 
you will make your calls strictly busi- 
ness calls, not boring your prospect; 
and, if you will always talk life insur- 
ance right ‘off the bat,’ you are bound 
to make a conspicuous success as a 
life insurance salesman.” 





not be too strongly urged to make the 
most of the present opportunities. 
There is no foretelling how long present 
conditions will maintain. It is a case of 
making hay while the sun shines. Life 
insurance men should strain every 
nerve to roll up a big volume now while 
the business is not so hard to get. 
Business conditions in the country are 
to say the least somewhat unsettled, 
the future of labor is a big problem, 
and disturbing factors may enter into 
the industrial and business life of the 
country that will operate to the dis- 
advantage of the life insurance sales- 
man. While the country may pass 
through the reconstruction period with- 
out any noticeable commercial disar- 
rangement, there will in all probability 
be some disturbance before business re- 
sumes again upon a normal basis. That 
period of uncertainty has not yet been 
reached. Things are going along under 
favorable skies at the present time, and’ 
now while every condition is favorable 
to the life insurance man, an active in- 
tensive campaign for business should 
be conducted. 





Pick’s Resignation a Surprise 


The resignation of George Pick, Chi- 
cago general agent of the Mutual Benefit 
Life, was one of the surprises of the day 
to the life insurance fraternity of his 
city. It had been supposed that Mr. Pick 
would be a fixture in life insurance, as 
he has been conspicuously successful in 
that line. Mr. Pick is a man of large 
personal wealth, and in connection with 
his life insurance work really did a bank- 
ing business, as he financed a number 
of his clients. Mr. Pick has an extensive 
acquaintance with the bigger business 
men of the city, and had a good hold 
on them when it came to insurance. He 
feels that the investment securities field 
opens a bigger scope to him, and hence 
is launching into that activity. 

Mr. Pick visited the home office about 
two weeks ago to present his resignation. 
The question then arose as to his suc- 
cessor. It was Mr. Pick himself who. 
suggested Superintendent of Agents A. 
A. Drew. A number of propositions were 
considered as to Chicago, as it is one 
of the,big points for the Mutual Benefit. 
Mr. Drew was finally given the agency. 
He arrived in Chicago Wednesday of last 





office. Mr. Pick then announced his resig- 
nation, and there was a general curiosity 
as to who would be his successor. Mr. 
Pick then introduced Mr. Drew and he 
was received with great enthusiasm by 
the men. Mr. Drew will remain in Chi- 
cago until he is ready to move his family 
from Newark to the western city. Mr. 
Drew is one of the recognized successful 
agency supervisors who has been telling 
the general agents the plans to follow 
in getting business. He can now put his 
rules into practice. Mr. Drew was for- 
merly connected with the Fidelity Mutual 
Life some years ago in the field and in 
that capacity was associated with George 
B. Stadden, who is now president of the 
Franklin Life. Mr. Stadden was manager 
of the Fidelity Mutual at St. Louis. 





1918 Business Equalled in Four Months 


CLEVELAND, OHIO, June 2—C. B. 
Merrell, general agent of the Equitable 
Life of Iowa, tendered a banquet to his 
force of agents last Wednesday in cele- 
bration of the twenty-eighth year of his 
connection with the company. The sub- 
jects discussed pertainetd largely to the 
immediate activities of the agency. Vice- 
President B. F. Hadley, of the company, 
was present and made an excellent ad- 
dress. 

It was brought out that by May 3 the 
company had written as much business 
as in the entire year of 1918. This was 
accomplished by practically a new or- 
ganization, as the war took a large num- 
ber of the company’s best producers. 





Omaha Agents Would Work in Iowa 


OMAHA, NEB., June 4—Since the re- 
cent session of the Iowa legislature failed 
to pass a law permitting non-resident 
agents to sell insurance in the state, a 
committee of Omaha life men will call 
on A. C. Savage, Iowa commissioner, with 
the request that he abrogate the ruling 
of his predecessor, which prohibits non- 
resident agents. Commissioner Savage 
objects to nonresident agents only on the 
grounds that the state has no recourse on 
unscrupulous agents who take advantage 
of the situation and ply unfair and un- 
just tactics. The Omaha agents have 
assured him they are equally anxious 
with him to put out of business such 
crooked solicitors and agents. 





G. E. Brattan is now on duty in Salt 
Lake City, as new Agency Manager in 





week and met the agents of Mr. Pick’s 


the state of Utah for the Bankers Life 
of Des Moines. 


CONTRACTS OBTAINED 


—_—_—_. 


PROVISIONS ARE SUMMARIZED 





Copies of Four Contracts Between 
International and Great Southern 
Show Conditions of Merger 





AUSTIN, TEX., June 4.—Copies of 
the four contracts whereby the Inter- 
national Life of St. Louis, Mo., pro- 
poses to take over the Great Southern 
of Texas have been obtained from 
dependable sources. 

One contract is the usual form of 
reinsurance of the Great Southern’s 
policyholders by the International, the 
latter assuming all obligations with 
the usual reservations and limitations. 
The second provides for the transfer 
of all capital, surplus and other assets. 
The third instrument provides for the 
retention of Mr. Carlton’s services at 
the compensation of 2 percent per an- 
num of premiums collected in Texas 
on business written by the Great 
Southern. Mr. Carlton is not required 
to devote all of his time and his duties 
are indefinite. 

The fourth agreement covers the 
transfer of the Great Southern home 
office building at Dallas at a guaranteed 
valuation of $2,100,000. This last is 
sure to be given more than a casual 
glance by Commissioner Briggs of 
Texas. It is also known that Mr. 
Briggs has been devoting much time 
and attention to the contract under 
which Mr. Carlton is to receive the 2 
percent per annum. 


Ce ee 


GENERAL PROSPERITY 
BRINGS NEW BUSINESS 


(CONTINUED FROM PAGE 3) 


last named form, fully fifty per cent 
are converted to permanent types of 
contract before expiration; the discon- 
tinuances being from those taking the 
protection to cover investment ad- 
vances or to provide for temporary 
conditions. As the companies find 
business coming in so freely they are 
not partial to term insurance, and do 
not aggressively seek it; writing only 
accommodation lines, where there is 
strong likelihood of the business be- 
coming permanent. 

Inspired by the opportunities now 
afforded them for business getting, 
agents are working with an enthusiasm 
and an energy such as they have never 
previously shown, and are profiting 
largely as a result. With the momen- 
tum, life insurance has now gained and 
with the. peculiarly favorable attitude 
with which the business is viewed by 
the general public, the statements that 
the life companiés may be expected to 
exhibit, at the close of 1919—unless the 
totally unlooked for happen meantime 
—will make all previous showings, 
pall in comparison. 


Johnson Locates in Chicago 


The Girard Life has appointed M. D. 
Johnson, general agent for Illinois. Mr. 
Johnson made a fine record in Pennsyl- 
vania for the company. His headquar- 
ters are at 1522 Republic building, Chi- 
cago. Recently Charles F. Greeson, who 
has been connected with the Rockford 
Life, was appointed Chicago city general 
agent for the Girard Life. Alfred Laib, 
the leading producer for the Girard Life 
in Chicago, continues with the agency. 


Are Paying Soldier Claims 


TCPEKA, KAN., June 3.—Nearly all of 
the life companies operating in Kansas 
have announced that they would pay all 
death claims in full on policyholders who 
went into the service of their country, 
but who did not get to France. Some of 
the companies are paying the claims in 
full of the beneficiaries of those who 
were killed. in France. Commissioner 


Travis has been notified by most of the 
companies that they are not only paying 
the Kansas claims but all such claims 





against them in all states. 
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WRITING BUSINESS 
IN COUNTRY FIELD 


Some Practical Methods Are Sug- 
gested for the Men Who 
Solicit Farmers 


MUST GET CONFIDENCE 


Big Opportunity Is Open for the Sales- 
men Who Will Study His 
Territory 


BY JAMES 0. WESTERVELT 


Assistant Manager Home Office General 
Agency, Pacific Mutual Life, 
Los Angeles 


Recently I overheard the following 
conversation between the president of 
a small bank in one of our nearby 
towns and a rancher: “Mr. B., your 
request for a loan on your ranch is 
satisfactory to us, if we were sure you 
would be here to pay it off in three 
years. We know you—we know you 
are a good hard worker, and if nothing 
happens to you this bank will receive 
the money when due, and also that 
you will keep the ranch up in A-1 con- 
dition as long as you live.” 

What an opportunity right there for 
a good wide-awake insurance man! 
Can anything else fill that need better 
than a policy on that rancher’s life 
equal to the amount of the loan he has 
asked for? Do the men who sell life in- 
surance in the country realize the im- 
portance of this feature? 


Watching for Openings 


There are so many ways for the out- 
side agent to broaden his territory, not 
geographically, but by watching for an 
opening, and being ready to jump into 
the breach. How often do we hear him 
say, “Oh, down around so-and-so they 
have had hard luck this season; they 
won’t get back their seed.” But don’t 
forget, Mr. Country Agent, to bring 
the point home that the chance of the 
prospect’s death during a “lean” year 
is just as good as during a “fat” year. 
Bring the facts to your farmer that his 
family must have the protection of life 
insurance more when the crops are thin 
than when they are big. 


Need for Protection 


The same principle of insuring a man 
because he has contracted obligations 
holds true in the country as in the city. 
The farmer who borrows from his bank 
or from an individual to build that nice 
ranch house, to put down a well, to 
seed that “upper quarter,” is just as 
much in need of extra insurance as the 
business man who borrows to purchase 
stock or new equipment. Don’t look 
upon your farmer as a farmer, but as a 
business man, who, perhaps, is operat- 
ing upon borrowed money. 


Cooperation of Banks 


Every bank in your-territory will co- 
operate with you if you handle your 
business with them properly. No bank 
refuses to accept an assignment to 
them of a life insurance policy upon 
the life of one indebted to them. Per- 
haps Mr. Banker cannot, or rather will 
not, tell you that Bill Smith just bor- 
rowed $10,000 on his half section, but 
your county records will show you. 
Some friend of yours who may live 
near Bill Smith might be able to tell 
you a whole lot about Bill if you would 
take the time to ask questions. The 


way to obtain information in the coun- 


try is varied but nevertheless authentic. 
Look up the men on your list who owe 
money and tell them the story of the 
man who was sure to pay the mortgage 
off so he could leave Ma and the kids 
free of debt. 

I wonder if the country agent realizes 
his benefits—the open-air work with the 


men of the field; being able to drive the 
little old flivver along the road, to stop, 
if he chooses, wherever he sees a man 
at work. No secretaries, no office boys, 
no long waits for the prospect who is 
not in but expected “any minute.” What 
a difference compared to the man who 
works in the city. You may start out to 
see a prospect ten miles from home, and 
spend all day getting there, because the 
men along the way are just as good pros- 
‘pects for you as the one you started out 
to see. Don’t double back; don’t cover 
the same ground twice; when you go out 
cne way try the other road on the way 
home. 
Big Man in His Community 


, The country agent is a big man in his 
‘cemmunity. He is active in everything 
‘pertaining to the welfare of his town 
‘and adjacent country; he is a booster; 
jother folks’ business is just as important 
to him as his own; he has their interests 
at heart as much as his own; he is one 
of them. Make of yourself a man capable 
of being the big man in your puddle, no 
matter how small or large the puddle. 

Don’t overlook the town people; they 
are insurable. The man who runs your 
feed mill probably loves his wife and 
kiddies as much as anybody else loves 
his; your postmaster is a good, steady 
home. body and his salary probably is 
all he or his family have; don’t overlook 
the partnership of Brown & Jones of the 
corner grocery or drug store. Each one 
of them is as valuable to the other as 
any partnership in the world. Don’t over- 
look the fact that it’s up to you to preach 
the gospel of life insurance to the men 
and women of your community, and your 
county poorhouse will soon go out of 
business. 

Hustler Is Needed 


In our business of obtaining men to 
work in the country we almost invariably 
find that they have a general insurance 
and real estate business, which amounts 
to very little, but keeps them tied down 
for fear that the little fire premium will 
go to someone else, or that perhaps some 
man from the city might come along who 
wanted to buy a farm. It’s always wait- 
ing, waiting for the big deal with a big 
commission, and in the meantime making 
little or no money. 

On the other hand, follow the live, 
wide-awake insurance man. He is up and 
after the business all the time. Every 
rancher is his prospect. Every man in 
town, likewise. He doesn’t have to wait 
for anything or anybody. He is his own 
, boss and his earnings are just what he 
‘makes them. A busy man in the country 
is looked upon as qy “hustler.” The 
country folk admire a man who hustles, 
and they have no use for the fellow 
that is always sitting in his office each 
time they come to town. 


Monthly 


Did it ever occur to you that the aver- 
age farmer knows very little about in- 
vestments? He cannot be a successful 
farmer and at the same time keep pace 
with the stock or bond market or other 
channels of investment. Also, his wife 
knows very little about handling large 
sums of money. Talk monthly income 
insurance; guarantee the farmer that his 
earnings will not be dissipated, but on 
the contrary all of his efforts will go to 
the upkeep of his family. 

In your own work among the farmers 
don’t forget that the man to whom you 
are talking is not as well versed upon 
up-to-date financial matters and expres- 
sions as you are. He likes plain, simple 
talk, straight to the point, with plenty 
of the “home and children” embodied in 
it. Be frank with this man of the soil, 
but above all be plain. Do not confuse 
him with technical expressions, because 
he is primarily suspicious of you and 
any little misstep might mean the loss of 
the business. 


Income Insurance 


Big Factor in Production 


The country agent is becoming a big 
factor in the production of life insurance 
all over this country. His sphere of ac- 
tivity is unlimited. His work is of inesti- 
mable value to us as a nation and to the 
community in which he works. He is giv- 
ing the farmer a safeguard to throw 
around his family which not only in- 
sures them against the mortgage on the 
farm, but offers immediate relief in pro- 
curing the proper help at a time when 
an experienced hand may save the year’s 
crop. 

Go to the Simple Life 


To the city agent, the fellow who is 
accustomed to the tall buildings, noise 
‘and confusion of the streets and frequent 
interruptions, to the well prepared can- 
vass, to say nothing of the constant 
breaking of appointments and long 
waits, I say, pack up your grip, head 


GOOD ADVICE IS GIVEN 
ON LAPSE PREVENTION 


Agents Should Approach Policy- 
holders on Very Friendly Basis 
in the Matter 


ARGUMENTS ONE CAN USE 


Vice-President Helser of West Coast 
Shows How More Business Can 
Be Held 


Vice-President C. W. Helser of the 
West Coast Life gives some good ad- 
vice as to lapse prevention. He says: 

To the salesman in the field whose 
efforts are inspired by the spirit of 
service to humanity, the prevention of 
lapsation of business of his company is 
fully as important as the sale of new 
insurance. Even though he may not 
have written the application for the 
particular policy which may be in dan- 
ger of lapsing for non-payment of pre- 
mium deposit, his desire to conserve 
and perpetuate the service of life in- 
surance, combined with his loyalty to 
the best interests of his company, will 
urge him to the exertion of every effort 
possible to influence the renewal of 
that policy. Such worthy actions on 
the part of the salesman are not with- 
out a suitable reward, for the recogni- 
tion by the insured of the high prin- 
ciples responsible for the unselfish in- 
terest thus displayed will be reflected 
directly and indirectly in the gain of 
new prospects for new _ insurance 
among his (the insured’s) friends. 

Approach Policyholder as Friend 


Generally speaking, it is not a diffi- 
cult matter for the tactful salesman to 
influence the renewal of a policy that 
is in danger of lapsing. He will, of 
course, not adopt the methods of a bill 
collector in directing the policyholder’s 
attention to the subject, but will ap- 
proach him as a friend whose purpose 
is to ascertain the circumstances which 
have resulted in the delay in payment 
of the renewal premium deposit, point- 
ing out the importance of not permit- 
ting the insurance to lapse, and con- 
ferring with him in an effort to find a 
solution of the problem which will 
enable him to enjoy the benefits that 
will accrue from keeping it in force. 


Critical Time of Policy 


The largest percentage of lapses oc- 
cur during the second and third years 
of the life of the policy. A most ef- 
fective suggestion in any case, but par- 
ticularly so in instances where it has 
only been one or two years since the 
policy was issued, is to visualize to the 
insured the mental attitude which in- 
fluenced him to apply for the policy, 
the feeling of joy and pride experi- 
enced when he informed his wife of the 
protection which he had arranged for 
her benefit, and the satisfaction of soul 








country and then you will see the bene- 
fits as I have tried to describe them. 
Your brain is tired of the confusion and 
‘clothes. Go canvass the man who will sit 
down under the big oak tree in the 
front yard and listen to you—and not 
have one eye on the door, one ear to- 
wards the telephone, or one part of his 
mind on some deal pending. Sell life 
insurance out where the men are inter- 
ested in anything which is square and 
legitimate. You will find that your mind 
is refreshed, ready to come back to the 
city and into the harness once more. 
You men of the cities, don’t pity the 
country agent just because he cannot 
write a $50,000 case, because no one in 
‘that territory can pay for that amount, 
for while you are slaving on your big 








your machine out into the free and quiet 


case he is closing up the small ones. 





== 


that was his—inspired by the realiza. 
tion of the performance of a noble and 
unselfish action. In contrast, point out 
the feeling of regret and disappoint. 
ment which he will experience if he 
fails to renew the policy, to say noth- 
ing of the courage that will be neces. 
sary to inform the wife that she is no 
longer protected. 
Value of the Policy 


Dwell upon the seriousness of the 
situation and the fact that it is his 
duty to tell his wife without delay, so 
that she may not be under the false 
impression that she is protected. Re. 
fer to the numerous distressing inci- 
dents where wives have been kept in 
ignorance of the lapsation of policies, 
learning the truth only when they have 
endeavored to make claim under the 
policy which they naturally assumed 
was in full force. Reinforce your con- 
tention also with a statement of the 
company’s progress, its present condi- 
tion, its prospects, and the advantage 
to him of making the premium deposit 
that is due. Thoroughly convince him 
of the truth of the statement that pre- 
mium deposits should not be regarded 
as a burdensome expense, but rather as 
an instalment of an investment fund as- 
suring protection and the accumulation 
of an asset which increases in value 
year by year. Show him that he can 
not abandon his policy without mak- 
ing a sacrifice, both of money value 
and of that which money will not buy 
—peace of mind. 


Must Make Sacrifices 


Let the basis of the entire interview 
be a friendly interest in the policy- 
holder and his insurance problem in 
all its phases, and be sure that the in- 
terview gives him a clear understand- 
ing of the wisdom of making sacrifices, 
if need be, to keep the policy i in force, 
because life insurance service is pe- 
culiar in that there comes to every 
man a time when it cannot be pur- 
chased at any price. Men _ uncon- 
sciously pass the border line of insur- 
ability over night. The policyholder 
whose insurance—representing the fu- 
ture happiness and comfort of his fam- 
ily—is at stake is no exception and 
even now he may have crossed the line, 
though he will not discover that fact 
until he is again examined, when it will 
= too late to restore the lapsed pol- 


mT the policyholder earnestly desires 
to retain his insurance in force, but 
cannot, even with the help of the sales- 
man, devise a solution of the financial 
end of the problem, then it is suggested 
that the latter submit all of the facts in 
the case to the home office for atten- 
tion. 


Must Stop Dating Back 


TOPEKA, KAN., June 3.—A plan of 
dating back life policies and attaching a 
lien to the policy will not be permitted 
in Kansas where the effect of the plan 
is to change the age of the insured. It 
appears that the agents of one or two 
companies operating in this state have 
discovered a plan whereby they are able 
to date back policies and attach a lien 
so that the policyholder thinks he is get- 
ting an unusually low rate and is being 
favored by the agent and the company. 
One or two companies have acquiesced 
in the practice and have been ordered to 
stop it. The plan of procedure applies 
enly to old policyholders. The agent 
would suggest that if one of the “new, 
special” policies were taken out it would 
be written for the same rate as the 
former policy was written, would be paid 
out in ten years and was a special dis- 
pensation to a few policyholders. But 
when the agent showed it the holder 
would discover a lien on the policy for 
the balance of the total premiums, all 
Gividends and accumulations under the 
policy remaining with the company until 
the real premium had been paid and if 
death came before the accumulations 
made up the policy there would be 4 
deduction from the face of the policy to 
make up the difference. 


Miss Getta Wasserman, identified with 
Portland, Ore., newspaper work and as- 





sistant in many of the patriotic drives 
,centering at Liberty Temple, has joined 
ithe city forces of the Oregon Life. 
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STATISTICS ON BOOZE 
COMMENT BY ARTHUR HUNTER 


Actuary of the New York Life Shows 
That Liquor Users Have 
Higher Mortality 


An important contribution to the 
present animated discussion of the 
liquor question has been made by Ar- 
thur Hunter, actuary of the New York 
Life, and former president of thé Actu- 
arial Society of America. Said Mr. 
Hunter: — 

“I have had compiled the mortality 
experience of our company during the 
first four years of war—Aug. 1, 1914, to 
July 31, 1918—with the following re- 
markable results: 


First—Our total mortality in Ger- 
many, by amounts, during the four 
years is found to be 95 percent of 
the company’s standard mortality. 

Second—Our total mortality in 
Germany during the eleven years 
prior to the war (1902 to 1913, in- 
clusive), by amounts, was 107 per- 
cent of the same standard. 


“Hence, it is apparent that the mor- 
tality during the four years of war was 
about 12 percent better, including war 
losses, than in the preceding eleven 
years of peace. 

“It is probable that this has been the 
result of restriction in diet, limitation 
in the consumption of alcoholic bever- 
ages, and a large amount of exercise 
which the Germans of middle life, the 
bulk of our insured, have had to stand.” 


Higher Mortality Among Users 


“Statistics of the seven leading Ameri- 
can life companies prove conclusively 
that a higher mortality must be expected 
among those who drink freely, although 
not to the point of intoxication, than 
among the total abstainers. Moreover, 
it is conclusively proved that total ab- 
stainers are longer lived than nonab- 
stainers, even excluding from the latter 
those who drink immoderately at the 
date of application for insurance or prior 
to that time. The experience of seven 
American life companies has proved that 
abstainers have from 10 percent to 30 
percent lower mortality than nonabstain- 
ers, and there is no good reason for 
believing that if the other companies 
compiled their statistics there would be 
any different result, provided the com- 
panies exercised the same care in accept- 
ing abstainers and nonabstainers. These 
American’ statistics corroborate the 
British data in indicating the unfavor- 
able effect of alcohol on longevity and 
in showing that total abstinence decid- 
edly increases longevity. 


Evans’ Investigation 


“The chief actuary of the Northwest- 
ern Mutual Life, Percy H. Evans, is an 
extremely careful student of conditions 
of longevity. He attempted to classify 
insured lives according to the amount 
and kind of alcoholic beverages used. In 
this classification he classed as ‘moder- 
ate users,’ those whose statement indi- 
cated that their consumption was less 
than Anstie’s physiological limit of 1% 
ounces of absolute alcohol per day. (This 
amounts to about two strong drinks of 
whiskey.) 


Even Moderate Use Bad 


“These investigations showed, accord- 
ing to his statement, that the mortality 
among the ‘moderate users’ was over 16 
percent greater than among the total 
abstainers. This is especially interesting 
in conjunction with the definition of 
‘moderate users’ as ‘users of wine only, 
not exceeding four glasses of light or 
three of heavy wine daily; and users of 
beer or light ale, not daily and not more 
than three in any one day.’ Moreover, 
the mortality among the ‘regular spirit 
drinkers’—those who took whiskey, 
brandy or gin daily or at least five 
glasses of light wine daily—was almost 
exactly 50 percent greater than among 
the total abstainers. These figures were 
based on 286,392 policies issued between 
1885 and 1900. 

“Many of the smaller life companies 
make a difference between a total ab- 
Stainer and those who drink even less 
than Anstie’s physiological limit. How- 


ever, the larger insurance companies 
have not made a practice of doing it. 
I cite it only as an instance of the gen- 
eral appreciation among insurance com- 
panies of the fact that even moderate 
drinking is unfavorable to longevity. 

“There are two points that should be 
taken into consideration in connection 
with the attitude of life insurance com- 
panies toward the moderate drinker. 


“Playing With Fire” 


“First of all, statistics show and the 
actuary always bears in mind that the 
man who drinks moderately is playing 
with fire. A certain number of those who 
drink mild beverages become in later 
years heavy drinkers. This must natu- 
rally be taken into consideration in writ- 
ing a policy for the man who says he 
uses alcohol only very moderately. 

“A second point of interest, although 
it does not directly bear on the subject 
of prohibition, is that life insurance com- 
panies have found that in the long run 
the men who are total abstainers are 
men with stronger characters, or at least 
stronger inhibitions. The man who ab- 
stains entirely from alcohol is as a rule 
the man who smokes moderately, if at 
all, who does not eat to excess, and who 
in general has regard to his physical 
well-being.” 





Federal Union’s Gains 


The Federal Union of Cincinnati is 
making an intensive campaign in the 
territory already organized, the resuits 
of which already are to be seen in the 
net gain for the year to date of more 
than 300 percent, as compared with the 
corresponding period last year. An espe- 
cially gratifying feature of this increase 
is that a large proportion of it is in the 
ordinary department. The energies of 
the company are being directed largely 
into the small-town agencies in rich agri- 
cultural communities, with the result 
that the company is placing large lines 
of this desirable business on its books. 





Recent agency appointments of Harry 
B. Kincaid, manager of the George Wash- 
ington Life at Clarkesburg, W. Va., in- 


Clarkesburg and Paul Zobrist, at Weston, 
W. Va. 
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What They Are Talking About 
In Office and Field 























the idea prevailed rather generally 

that returning soldiers would pro- 
vide the life companies with the best 
kind of agency material. As a conse- 
quence a number of companies began 
te interest themselves in men returning 
from the fighting fronts. Bids were 
made for their services. Agency man- 
agers made every effort to interest the 
men who had been in uniform in the 
sale of life insurance. Considerable 
time and money was spent by some 
companies in an effort to make rate 
book men out of returned soldiers. 

The results have been anything but 
satisfactory. Generally speaking, the 
men who have been in uniform have 
not become interested in life insurance. 
The number that have entered the busi- 
ness is so small as to be almost negli- 
gible. The returned soldier does not 
seem to become enthused over the idea 
of working on a commission basis. 
This can probably be explained by the 
fact that while in service he was pro- 
vided with every necessity and a small 
amount of spending money. He was 
not worried about where he was going 
to eat or sleep, and was secure in the 
fact that everything he needed, so far 
as necessities were concerned, would be 
provided. With most of the men this 
meant a deadening initiative. 

Life insurance contrasts very sharply 
with such a program. The man carry- 
ing a rate book must get out and get 
business if he expects to eat three 
square meals a day and have a decent 
place to live. What he gets depends 


Site: after the armistice was signed 
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Containing all the Statute laws of all 
the States relating to the sale of 
Securities under the Blue Sky Law. 
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the several States relating to the sale 
of Blue Sky Securities. 
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Generals of the several States constru- 
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All of the rules and regulations of the 
department of each State which has a 
Blue Sky Department. 

All the forms of procedure of the De- 
partments of Securities of the several 


States which have adopted Blue Sky 
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entirely upon what he does, and the 
man who does not work gets very little. 
Returned soldiers as a class are inclined 
to shy at such a strenuous program. 

In addition, many who have just re- 
turned from Europe are not yet accli- 
mated. They are aiming high, often 
entirely beyond their capacity. Their 
experience in the service has given 
them a broadened outlook, but at the 
same time has not provided them with 
the equipment with which to occupy a 
miore important place. They know the 


‘place exists, reach out for it, but are 


not qualified to hold it. There is no 
short cut to success in the life insur- 
ance business. The man who gets to 
the top reaches his position only be- 
cause of the hardest kind of work, and 
the process apparently is too slow for 
most of the men who have been wear- 
ing the uniform. At any rate, the com- 
panies are rather disappointed over the 
results obtained by the men who have 
been induced to carry the rate book 
znd over the number of men that have 
been attracted to the life insurance 


business. 
* oe OX 


SOLDIERS VIEW OF BUREAU 


HY is so much of the government 

life insurance lapsing? Any well 
informed life insurance man will esti- 
mate that between 50 and 75 percent 
of the soldiers and sailors insurance 
written has, or will be lapsed within the 
next six months. Even those unwilling 
to give an estimate are conscious of the 
fact that an enormous amount of busi- 
ness is going off the books. 

Perhaps the chief reason for this 
heavy lapsation is the apparent inacces- 
sibility of the government life insurance 
bureau. The man in, or just out of 
service, cannot find out where he stands. 
A recently returned soldier stated the 
case very well the other day when he 
said, “I am going to drop my life in- 
surance, because I do not know whether 
I am going or coming on the proposi- 
tion. I have written to Washington 
several times, but have never received 
a satisfactory reply. Some times it 
has been several weeks before I have 
heard from the insurance bureau. They 
seem to send out form letters there and 
every time I have been sent anything 
it has been the wrong form. At any 
rate, it has been a letter upon a feature 
of the government insurance that I was 
not interested in or did not inquire 
about. The bureau at Washington 
seems to be too far away. I cannot get 
any satisfaction. I carry life insurance 
in two regular companies and when- 
ever I want to find out anything about 
it I can get a letter back in two or 
three days telling me just what I want 
to know. I know what I have got, how 
valuable it is, just what it is going to 
do and all about it. I feel with this I 
have got something. With the govern- 
ment life insurance, I don’t know 
whether I have or not. I do not mean 
that I am doubtful about whether the 
government would pay the claim in the 
event of my death, but I do feel that it 
would take them a long while to pay 
and I am not yet certain how they 
would pay.” 

This attitude which is typical of the 
position taken by thousands holding 
government policies, illustrates as noth- 
ing else could the value of an interested 
sympathetic service. The impersonal 
war risk insurance bureau at Washing- 
ton cannot approach the regular com- 
panies in the character of service ren- 
dered. The company with a live agency 
force offers to the policyholder a per- 
sonal contact that is highly desirable. 
The man insured with a regular com- 
pany knows just where he stands all 
of the time, or if he doesn’t can find out 
in very short order. The government 
life insurance experiment makes it quite 
clear that the agency life insurance sys- 
tem is never to be replaced by mail or- 
der life insurance companies. 


The greatest life insurance reference 
book ever published will be the Unique 
Manual-Digest, the combination of the 
two best books of the past. Order your 
copy now at $2.50. The National Under- 
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Effect of Personality 


ALL men in active business life find 
that salesmanship is a potent factor in 
determining the success of the individ- 
ual. This is true because every one 
has something to sell. Some have 
knowledge, others service or material. 
In order to get a return on any of these 
qualities one must create a desire to 
possess in the mind of the prospective 
purchaser. 

Such a desire is not always caused by 
the merits of the article for sale, but 
more often the personality of the sales- 
man is a paramount factor in gaining 
the attention of the prospect. Every 
day many men apply for positions and 
the final selection is influenced as much 
by the appearance, the character or the 
address of the applicant as by merit. 
One finds many physicians of ability 
in every community, yet all of them are 


not meeting with success in proportion 
to their knowledge and ability. Often 
a man is found who knows his profes- 
sion much better than any of his com- 
petitors with only a mediocre practice. 
The same is true of men in other pro- 
fessions. Every one can recall several 
lawyers who have been successful more 
on account of their ability to make 
friends and after dinner speeches than 
because of their ability. 

Some men are naturally magnetic. 
They have those innate traits which 
form an attractive personality. Every 
man will be able to add to his equip- 
ment if he cultivates the elements of 
personal efficiency. The life salesman 
who sells his policy on confidence 
alone will do well to develop a winning 
personality. 

It can be done. 


Good Use for Insurance 


A story is related concerning an in- 
teresting case of business insurance which 
shows the elasticity of life insurance and 
its ability to meet so many emergencies. 
It seems that one of the large mining 
corporations has a superintendent in the 
way of an engineer of great ability and 
repute. His loss would be a calamity to 
the corporation. It would mean a big 
financial sacrifice. His position is so 
important that the company would need 
to get a high priced man of wide ex- 
perience and unquestioned repute. To 


secure such a man it would undoubtedly 
mean the necessity of hiring some one 
who would have to be released from a 
contract. To secure the release a con- 
siderable sum of money would doubtless 
be required. The company therefore con- 
cluded that the best way to meet such 
an emergency would be to insure this su- 
perintendent’s life so that a_ sufficient 
sum would be on hand to meet any ex- 
traordinary expenses that would be in- 
curred in replacing this very valuable 
employe. 


Closing the Case 


THERE are no hard and fast rules for 
closing a case. Agents find that rea- 
sonable men are alert and quickly rec- 
ognize the logic of real arguments. 
Men of this class sign on the first call. 
Each prospect must be approached in 
a different manner. Arguments which 
produce results in one case will have 
no effect on the next prospect. Some 
agents can tell intuitively when the fav- 
orable moment for closing arrives. 


Repeat 


Ir 1s always interesting to read the in- 
formation given out by life companies 
as to repeat orders. By this we mean 
the new insurance sold during the year 
to old policyholders. There is no bet- 
ter advertisement for any company than 
satisfied policyholders. The agent who 
has the confidence of his clients, who 
can return to them and sell them addi- 
tional insurance as they need it has es- 
tablished the right kind of a record. 
The NortTHwesterN Mutvat is one of 
the companies that takes pride in its 
old policyholders returning for more 





Other salesmen need experience to 
enable them to catch the psychological 
moment. Some make a guess, while 
others call for help. When the agent 
finds a prospect who has investigated 
life insurance he can present a very 
strong case and feel reasonably certain 
of closing the case. In many such in- 
stances presentation of the application 
blank will often produce results. The 
man who doesn’t attempt to close loses. 


Orders 


insurance later on. Last year the com- 
pany issued $165,006,280 on 34,806 lives. 
Of these applicants 14,004 or 40.2 per 
cent of the total were old policyholders. 
Of the total volume $82,950,820 or 50.2 
was granted to those who were old 
policyholders. This, of course, is a 
strong endorsement of a company. It 
is a record in which the NorTHWESTERN 
folks can well take pride. The best 
agents and the best companies are 
those that are creating splendid repeat 
records. There’s the other side, too— 
policyholders are the best prospects. 





John L. Shuff, Cincinnati general 
agent of the Union Central, has been 
appointed by Governor Cox as Ohio 
commissioner for the Dixie Highway, 
effective immediately. 

Sunday, May 25, was memorable in 
the career of President J. W. Stevens 
of the Illinois Life. It had been ar- 
ranged that special delivery letters 
should carry applications to him at his 
residence on that day, it being his natal 
anniversary. Special delivery letters 
were sent by a number of agents and 
they began arriving hefore breakfast. 
They kept coming unti! Monday after- 
noon. The result was th at applications 
amounting to $765,500 were presented 
to him on his birthday anniversary, 
which was the biggest day’s business 
in the history of the company. The IIli- 
nois Life men produced something like 
$4,000,000 of business in May. This was 
a great record. 

— 

May—Bettinger month in honor of 
President Albert Bettinger—with a 
round million of new business as the 
goal set for the month’s activities, saw 
the Ohio National’s agency force go 
over the top for $1,380,000. It was a 
splendid accomplishment, splendidly 
done, by an agency force that has few 
equals among those of the smaller 
companies of the country. Added to 
the $900,000 written in May and the 
2,250,000 during the first quarter, it is 
easy to discern the reason for Secre- 
tary and Manager T. W. Appleby’s 
optimism in looking forward to ten 
millions as the result of the year’s en- 
deavors. One strong factor in the 
company’s success is that more than 
85 percent of the agency plant is pro- 
ducing; and with such a force, doing 
what ordinarily would be regarded as 
the impossible not only becomes pos- 
sible, but probable. 


Charles F. Binkley, who came inte 
notoriety in life insurance operations in 
Indianapolis and later in Philadelphia, 
loomed up again recently as one of the 
directors and the financial backer of the 
Interstate Life of Richmond, Va., which 
had its executive office in Chicago. An 
attempt was made to utilize the organ- 
ization of the defunct Superior Life of 
Chicago. Mr. Binkley had been in re- 
tirement, so far as life insurance is con- 
cerned, for some time, but bobbed up 
serenely in this instance. The Inter- 
state Life is being liquidated. 

George N. Ayres, manager of the loan 
department of the Central Life of Des 
Moines, has been elected vice-president 
to succeed H. G. Everett, who recently 
resigned. Mr. Everett was the agency 
head of the company and in resigning 
terminated a connection with the Cen- 
tral Life, running over 20 years. Mr. 
Everett saw the company grow from 
infancy to a progressive, well estab- 
lished organization, having $75,000,000 
of insurance in force. He has been a 
big factor in the development of the 
Central Life. His personal business af- 
fairs increased to a point where he 
found that they needed his entire at- 
tention. The agency work will be car- 
ried on by Dr. T. C.1 Denny, secretary. 


J. G. Monroe, of Dayton, O., has now 
succeeded J. D. Van Scoten as superin- 
tendent of agencies of the Midland Mu- 
tual Life of Columbus. Mr. Van Scoten 
has gone into the manufacturing busi- 
ness at Pittsburgh. He did excellent 
work for the Midland. Mr. Monroe has 
been manager of the Midland at Day- 
ton, O., and demonstrated his fitness 
for leadership. He has been in the 
business for a number of years and is 
popular with the men. 


— 

Emil Webbles, of Muscatine, Iowa, 
an agent of the Equitable of New York 
since Jan. 1, 1919, has submitted 26 
cases for a total of $175,000 without a 
rejection, or without an N. T. O. policy 








of any kind, rated up or otherwise, 
Since Aug. 1, 1918, Mr. Webbles has 
submitted 45 cases for a total of $283,- 
000 without a rejection or a single in- 
stance where a policy has been returned 
N. T. O., all written under binder and 
the business comes through with draft 
attached. Mr. Webbles is cashier of the 
Muscatine State Bank, one of the larg- 
est banks in eastern Iowa, and is a 
thorough believer in life insurance. 


P. H, Doyle of Anderson, Ind., agent 
of the Equitable of New York, recently 
sent the following note of inquiry as a 
means of securing a much desired inter- 
view: 

Dear Joe: 

Please find out for me in a round- 
about way if Mr. H. and Mr. B. will 
be in the office Monday 10th. 

I’ll trust you to handle this in a 
manner that will not scare them off 
the nest. 

He received the following reply: 
Dear Mr. Doyle: 

The writer took this up in a “round 
about way” by going direct to Mr. H. 
and Mr. B., and they advised me that 
they will be on the nest next Monday, 
but you will have to cackle very loud 
before you will be able to attract their 
attention. 

Mr. Doyle called and cackled so inter- 
estingly that they each applied for $10,- 
000. 


There must be s some virtue in the 
letter “S,” if one may rely on the 
Union Central Life Agency Bulletin as 
evidence. The April Bulletin, listing 63 
managers and general agents in the 
order of production during March, 
shows that the names of the first six 
begin with this magic letter. They are: 
Harry O. St-eele and R. L. St-ephenson 
(wonder if that’s Robert Louis), John 
L. Sh-uff and E. D. Sh-epherd, Ed. R. 
Sm-ith, Jr., and James W. Sm-ither, 
respectively one to six. And notice how 
they are grouped according to the sec- 
ond letter! Three pairs!! That beats 
any poker hand ever known. 


S. P. Lockwood, vice-president and 
general manager of the former Colum- 
bia Life & Trust of Portland, which 
was merged with the New World Life 
of Spokane several years ago, has re- 
turned to the life insurance business, as 
a member of the Mutual Benefit Life 
general agency at Portland. Mr. Lock- 
wood was general agent for the North- 
western Mutual Life at Portland before 
becoming general manager of the 
Columbia Life & Trust. Since the 
latter’s retirement he has been engaged 
in another line of business at Portland. 


Carolina Life Agents Meet 


RICHMOND, VA., June 3.—More than 
603 members of the Virginia agency force 
of the Carolina Life assembled in Rich- 
mond May 31 at a get-together meeting. 
President A. B. Langley made a special 
trip from Columbia to attend the round- 
up. From the way business is coming in, 
he ventured the prediction that this 
year’s business would total fully $300,000 
in premium collections. The company is 
now writing ordinary as well as indus- 
trial and sick benefit in Virginia. Others 
who made talks were J. M. Walker, as- 
sistant general manager, and J. R. Har- 
ley, superintendent at Richmond. 


Growth of Group Insurance 


NEW YORK, June 3.—Group insurance 
in keeping with ordinary forms is shar- 
ing in the general prosperity each of the 
companies specializing on this form of 
coverage—Aetna, Connecticut General, 
Equitable of New York, Metropolitan and 
the Prudenita!l—reporting highly gratify- 
ing gains. During 1918 the Equitable 
which was the first office to push group 
insurance increased its business by $89,- 
000,000, and now has $250,000,000 in force 
in the department, or more than the en- 
tire outstanding insurance of 207 of the 
223 legal reserve companies of the United 
States. 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 
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INDIANAPOLIS 


ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Ahove the Amount Required by Law 
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CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 


“FLU”? PROOF 








On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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2 Agency Supervisors Wanted 


in Indiana 


Although we lead all com- 
panies for production in our 
home state, we are not yet 
satisfied. We have two terri- 
tories which must be better 
organized: one southeast 
and one southwest. 


We write both Par. and Non-Par. 
insurance on all Standard forms 
of policies.: Our sub-standard 
department has cut the rate of 
our rejections down to one of the 
lowest in the country. It means 
practically 7% greater income 
for our agents. 





For 2 men with records as personal producers and organ- 
izers we have an attractive Salary and Commission con- 
tract. with an opportunity to build a large renewal ac- 
count. We want proved General Agency men. 


"NOW OVER $85,000,000 IN FORCE 











| LINCOLN NATIONAL LIFE 


| FORT WAYNE, INDIANA 
3 From Pennsylvania Across to Idaho 

















a 
The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 
4 
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OF OES MOINES, IOWA 


JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES 
SERVICES TO AGENTS 

A progressive Company with progressive 

methods. We offer an opportunity to a reliable 

man who can secure 100 applications during 
twelve months. 
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= “The company has had an excellent 








= 1917. The statement above conforms to 








= making steady gains. The insurance writ- 
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THE EXPERT 
INSURANCE WITNESS 








| 


O HEARSAY and no incompetent 
| testimony goes in court. The jury 
| must have facts and testimony 
from people who know what they are talk- 
ing about. 


In judging insurance and insurance com- 
panies, there is available to everyone at 
least one expert witness—Alfred M. Best = 
Co., Inc., which makes a business of know- 
ing all about insurance companies, their 
records, their methods and their personnel. 


Ill 
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Regarding the Northern Assurance, this 
expert says in the new edition of “Best’s 
Life Insurance Reports,” just off the press: 


Ii 


! 


growth, is solvent, with a fair surplus over 

_capital and all other liabilities, and the ac- 
tuarial methods are sound. The manage- 
ment expenses and the cost of new busi- 
ness are moderate. The investments yield 
a large return. The mortality rate is low 
and death claims are promptly paid. 


“The company was examined by the In- 
surance Department of Michigan during 


the findings of the Examiner. 


“The company established a reputation 
for clean, efficient management, and is 





ten has been very persistent.” 


There are mighty few companies that 
Best says as many good things about. 











ORTHER 


ASSURANCE COMPANY 


Clarence L. Ayres, President 
Detroit, Michigan 
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ASSOCIATION NEWS 


CASH FOR PROSPECT’S TIME 


Roy A. Hunt Tells Association About 
Agent Who Buys Time at a 
Dollar a Minute 


INDIANAPOLIS, IND., June 3.— 
It is not often that an audience has the 
right to complain about a speaker cut- 
ting his talk short, but the Indianapolis 
association certainly had a kick com- 
ing when Roy A. Hunt, agency secre- 
tary of the American Central Life, who 
was principal speaker at the June meet- 
ing of the Association, chopped his 
talk to about five minutes. Mr. Hunt 
had a lot of good material, but he 
apparently figured that it was too hot 
for anybody to want to listen to a 
speech. E. W. Christy, superintendent 
of agents, of the United States Life, 
and formerly secretary of the National 
Association, was also a guest of the 
meeting. 

Mr. Hunt told of some of the stunts 

pulled by one of the men whom he had 
broken into the business, whom he 
called a “reverse English” salesman, 
in that he violated every known law 
of salesmanship, except the one great 
law of getting the name on the dotted 
line. 
’ One of this man’s stunts was to buy 
ten minutes of a prospect’s time for 
$10, and then give him ten minutes 
to give him one good reason why he 
should not buy life insurance. 


Grandfathers 


Cne of his specialties was grandfathers. 
In this specialty the main feature was 
a letter supposed to be delivered to the 
grandchild on his or her twentieth birth- 
day, in which granddaddy tells of the 
plans he had had for the youngster, and 
how he had taken an endowment policy 
at the time of the youngster’s birth to 
make sure that the plans would be cer- 
tain of materialization. 

Another big producer for this agent 
was the close cultivation of his policy- 
holders through birthday letters, which, 
although they were form letters, to a 
very great extent were typewritten and 
personally signed. 


Save Renewals 


Mr. Christy said he was urging his own 
agents over the country to save their 
renewals, in this way accumulating re- 
sources and gaining a solid financial 
standing in the community, which would 
mean much more in the agent’s future 
success, and the regard in which he was 
held, than would the display of an ob- 
viously larger income. He pointed out 
that a man who had money in the bank, 
owned his home, who was financially 
secure, was not only a stronger solici- 
tor, from his self-confidence and ease of 
mind, but such a man was looked up to 
in his community, and his work, there- 
fore, was made more effective. 

* * * 

Hartford, Conn.—The Cunnecticut asso- 
ciation will hold a meeting and outing 
June 21 at Wamphaussuc Point in Ston- 
ington, Conn. The association has ac- 
cepted the challenge to play the Western 
Massachusetts association in a baseball 
game and a quoits contest. 

* *K Xx 

Omaha, Neb.—The Nebraska associa- 
tion, at its last meeting, took in forty- 
five new members and decided upon its 
attitude toward the part-timers. The 
question of how the association should 
deal with the problem of part-timers was 
decided this way: That the general agents 
be permitted to employ a part-timer, sub- 
mitting his name first to the association. 
The man may be employed on part time 
for a year, and at the end of that time 
must either become a full time insurance 
man or leave the business. An effort 
will be made to get every general agent 
to cooperate, whether or not he is a mem- 
ber of the association. 

* * * 

Petersburg, Va.—J. H. Cook, superin- 
tendent of the Metropolitan Life at 
Petersburg, Va., was elected president of 
the Petersburg association when it was 
recently organized in that city. Much 
enthusiasm was displayed at the opening 
meeting. It was agreed to hold regular 





meetings the fourth Friday of each 
month. Other officers were elected as fol- 
lows: C. H. Cuthbert, Mutual Life of 
New York, first vice-president; P. Pp, 
Sanueir, Equitable of New York, second 
vice-president; F. A. D’Alton, Massachu- 
setts Mutual, secretary and treasurer, 
The following comprise the executive 
committee: H. M. Woody, Union Central; 
R. P. Burrell, Life of Virginia; E. Ww. 
Ready, Northwestern Mutual; I. C. Munt, 
Metropolitan. 
* + * 

North Dakota—The monthly meeting of 
the North Dakota association was held 
in Fargo.- The subject of malicious and 
illegal practice on the part of certain 
agents was thoroughly discussed and a 
committee was appointed to investigate 
this situation with a view to eradicating 
as far as possible the existence of such 
a deadly enemy of the life underwriter. 

The resolution which the Northwest Con- 
gress committee presented to the execu- 
tive committee of the National associa- 
tion in Chicago recommending the in- 
creasing of the scientific efficiency of the 
“Association News” was unanimously 
and enthusistically endorsed and plans 
for attending the Northwest Congress 
convention at Duluth were set well in 
motion. This association has pledged 
President Shafer a hundred delegates 
and they are going to see to it that at 
least this number are on hand on the 
morning of Aug. 7, when the convention 
opens. 

In the evening a splendid banquet was 
held at which Mayor John E. Meyers of 
Minneapolis was the speaker. Mr. Meyers, 
who is known all over the United States 
and Canada as one of the ablest insur- 
ance field men, held the entire audience 
spellbound with his wonderfully con- 
structive remarks in which he urged the 
development of the association work and 
the strong support of the Northwest Con- 
gress. Mr. Meyers has a very warm spot 
in the heart of all North Dakota life un- 
derwriters and was given a very enthus- 
iastic and hearty welcome during his 
stay in the city. 





Some Mistakes That 
Agents Have Made 








7OU have not made them all, per- 

haps very few of them, but other 
agents have made the rest. Possibly a 
perusal of the list may help the new 
man to steer clear of errors into which 
he would otherwise fall. Every man 
who works is bound to make a slip 
some time. The man who has never 
made a mistake has never made any- 
thing. Do you recall having encoun- 
tered any of the following in your expe- 
rience? 

1. Omitted to get a settlement with 
the application. Result, the prospect had 
changed his mind when the policy ar- 
rived. 

2. Alienated the good-will of the pros- 
pect by heedlessly engaging in some 
heated argument with him about the 
best form of policy, the vital need of 
protection, the merits of a rival com- 
pany, or other insurance or even general 
topic. 

3. Tried to canvass the prospect when 
and where the interview was momentar- 
ily liable to interruption. When the in- 
terruption came the good effect of what 
had been said was lost and that particu- 
lar canvass was a failure. 

4. It was a costly mistake not to 
keep in touch with your old policyhold- 
ers, who, as a result, were later written 
by some other agent. 

5. You wasted valuable time when you 
jumped into a case upon which a num- 
ber of competitors were already working 
and which only one could get in any 
event. While thus involved a rival agent 
wrote the man whom you had counted on 
closing that day or in the near future. 

6. Proceeded to explain to an appar- 
ently receptive prospect the respective 
merits of several different forms of pol- 
icy, with the result that the prospect 
could not make up his mind just then 
which to take and so deferred action. 
Subsequently you found he had lost all 
interest in the matter—had perhaps 
yielded to the persuasive words of a 
rival agent, who, knowing the pros- 
pect’s circumstances, had selected the 
policy best suited to his needs and bent 
all his energies to placing that particular 
contract. 


fo 


7. Became fretted by seeing the liter- 
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ature of a competitor on the prospect’s 
desk and thereupon proceeded to insti- 
tute a comparison of the two companies, 
instead of attending to your own case 
and dwelling upon the merits of your 
own proposition. Result, the prospect 
concluded it would be just as well to 
near what the representative of the other 
company might have to say. Accordingly, 
you had a case of competition upon your 
hands needlessly. 

8. Tried to canvass a prospect without 
having first secured all possible informa- 
tion regarding him, although there had 
peen no lack of opportunity for making 
such preparation. Learned facts after- 
ward that would have enabled you to 
present your case convincingly had you 
known them at the time. 

9. Often began the day’s work with- 
out a definite and adequate list of pros- 
pects to canvass, trusting to chance 
meeting of possible insurants. Almost in- 
variably such days were without profit- 
able results. 

10. Undertook to canvass the pro- 
prietor of a retail store on Saturday, his 
pusy day. Of course you never made 
that mistake again. 

11. On the other hand, it was a mis- 
take also not to employ Saturday in can- 
yvassing such prospects as are especially 
accessible on that day. In this class are 
school teachers, as well as certain pro- 
fessional men who are rather less en- 
gaged on Saturdays than on other days. 
In large cities especially are many office 
and business men who, with their em- 
ployes, have the afternoon of that day 
off. 

12. You have often made the mistake 
of soliciting and accepting an applica- 
tion for $2,000 when you could just as 
well have had $5,000; or you have sug- 
gested $5,000 when it would have been 
as easy to get $10,000. Doubtless you 
have since learned that a prospect is 
never offended at being “sized up” as a 
man of means. 

There are many other mistakes that 
agents of little experience make, but by 
observation and reflection an agent will 
avoid making the same mistake a second 
time.—Mutual Life Points. 
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Bankers Life, Iowa—It is celebrating 
June as “Fortieth Anniversary Month” in 
honor of the fortieth birthday of the com- 
pany on June 30. The aim of the field force 
is to write $10,000,000 of business for the 
month and there seems to be little doubt 
that this aim will be achieved because 
the force has been writing regularly at 
the rate of $7,000,000 a month ever since 
the first of the year. May was another 
$7,000,000 month and if the business for 
June reaches expectations, the total for 
the first six months of the year will be 
approximately $45,000,000, as compared 
with a total of $44,500,000 for the entire 
year of 1918. Every agency of the com- 
pany has pledged to break all previous 
records in honor of anniversary month. 

+ *& 

Farmers National Life, Chicago—It has 
now more than $9,550,000 of life insur- 
ance in force and will easily meet the 
$10,000,000 mark by the middle of the 
month. It will have its directors’ meet- 
ing June 18, when the company’s splen- 
did record will be reviewed. Since Feb. 
15 its mortality has been normal. More 
than 80 percent of the business of the 
Farmers National Life is on the lives of 
farmers. 





Union Central People Return 


CINCINNATI, O., June 3.—Several offi- 
cers of the Union Central have just re- 
turned to the city after extended trips. 
Charles Hommeyer, assistant superin- 
tendent of agents, inspected all the 
agencies in New England, and held 
agency meetings in New York and Bos- 
ton. Louis Breiling, treasurer of the 
company, attended the New York agency 
meeting with Mr. Hommeyer, and visited 
New Haven, Burlington (Vt.), Cleveland 
and Toledo agencies, and also inspected 
@ number of counties in northern Ohio, 
where farm loans are being made. E. E. 
Hardcastle, actuary, attended the recent 
actuarial meeting in New York, as well 
as the agency meeting, and returning, 
spent some time in Buffalo and Pitts- 
burgh. 


Walter Hopkins Booth, manager of the 
ecurity Mutual Life at Scranton, Pa, is 

- He served the company for nearly 
years. Mr. Booth was in his 74th year. 






CHANGE IN ATTITUDE 
SELF -COMPLACENCY DANGERS 


Vice-President Buckner of New York 


Life Illustrates the Point With 
Langmuir’s Talk 


Vice-President Thos. A. Buckner of 
the New York Life makes some com- 
ment on the talk of Charles H. Lang- 
muir of Los Angeles. Mr. Buckner 


says: 

Self-Complacency? Is that what 

is keeping you back? I believe that 
it interferes with the success of 
many. One of the best short talks 
at the agency directors’ conference 
in Ormond, was one of two min- 
utes by Supervisor Charles H. Lang- 
muir, Los Angeles, Cal. Called on for 
his idea of what constituted agency 
success he gave thoughts that will be 
helpful to all who read, epitomizing the 
conception that many took home from 
that meeting. 
Mr. Langmuir’s experience applies to 
those who manage themselves as 
agents, as well as to those who are in 
charge of branch offices and depart- 
ments. His thought was the handicap 
of complacency being contended with 
little when one might do so much! 


Conditions at Los Angeles 


Twelve years ago, when he was 
transferred from New York to Cali- 
fornia, he found Los Angeles had a 
large transient population, thousands 
coming and going, few staying, most of 
the people in search of health or pleas- 
ure, the place resembling Atlantic City. 
In the first year the branch volume in- 
creased by about $200,000. Fine, he 
thought. To be sure it wasn’t much 
but it was an increase and he was satis- 
fied. Quite as much as could be ex- 
pected from that territory. He told 
the story to illustrate the profit that 
lies in a change of viewpoint. For a 
time he patted himself on the back, say- 
ing, “Lo, here is a city with thousands 
of tourists, a population largely float- 
ing, no large industries, few concerns 
with much of a payroll, and yet I am 
doing better than I did last year.” 


Change in Attitude 


Thus it went for some time. Then 
he put on a real agent, George W. 
Tackabury, still with us, a former 
$200,000 Club man. To his great sur- 
prise, in this transient floating town, 
friend Tackabury paid for $253,000 in 
his first year, more than the entire gain 
of the branch in the year preceding. 
Encouraged by his friend’s success the 
head of the office thought he too would 
start out and see if there wasn’t some 
other business that had been over- 
looked. All the time complacent, all 
the time satisfied that the branch was 
doing so well in admittedly poor terri- 
tory! Lo and behold he found that he 
too in this poor territory could pay for 
a couple of hundred thousand insur- 
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$25,610,308.00 of Insurance in Force 


on 


Our Eighth Birthday, May 1, 1919 


The result of Policies} That Attract and a relationship 
between Company and Agents that creates a genuine 
spirit of loyalty to its Agents on the part of the Company, 
and to the Company on the part of its Agents. 


The Farmers & Bankers Life 
Insurance Company 
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ance. Then it dawned on him that 
what was keeping him and his branch 
office back was _ self-complacency, 
allowing himself to be satisfied with 
meagre results instead of pushing for- 
ward for the big things that were lying 
before him on every hand. 


Change in Volume 


The change in mental attitude soon 
brought a change in the volume of busi- 
ness. The latter began to grow. Then 
it proceeded to jump. The better mental 
viewpoint not only encouraged the 
agency director at the top but inspired 
his co-workers. Their individual scores 
picked up. There was cheerfulness, 
optimism and prosperity in the office. 
Everybody was on the qui vive. And 
yet it was the same old transient town. 
The improvement came from_ the 














change in one man’s mental attitude. 
From $983,000 paid in his first year Mr. 
Langmuir came to the 1918 conference 
with $6,499,000 packed in his old kit 
bag, no troubles, and, like Johnnie 








He was one of the most loyal men con- 
nected with the company. 
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LOOK UP ITS RECORD! 


We are writing new business at the rate of 


TWENTY MILLION FOR 1919 


Our Policy Contracts Are Right Up-To-The-Minute 


DOUBLE INDEMNITY and INCOME DISABILITY in addition 
to a Special Low Premium Business and Professional Man’s Policy 


We operatein Illinois Iowa Nebraska North Dakota South Dakota 
Mi ta Wi Michigan Connecticut Washington 


OUR REPRESENTATIVES ARE SUCCESSFUL 
We have some Attractive Agency Openings for Men Who Want to Grow 


Write for information to Home Office 


30 North La Salle Street, Chicago, III. 













































Build Your Own Business 





under our direct general agency contract 
Our Policies provide for: 


DOUBLE INDEMNITY, 


DISABILITY BENEFITS, 
REDUCING PREMIUMS. 


See the new low Rates. 
John F. Roche, Vice-President. 


The Manhattan Life 


Insurance Co. 


ORGANIZED 


66 ee - NEW YORK 





















National Life Insurance Company 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 
Which for 
SIXTY-NINE YEARS 


Has protected the 


HOME AND FAMILY 


EDWARD D. FIELD, Superintendent of Agencies 

















ECRET OF OUR 
One SUCCESS IS 
JERVICE 


We have a contract for you under which your 
income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPAN 


Cash Capital $200,000.00 V. D. CLIFF, President 


DETROIT 
MICHIGAN 




















“SAFE AS A GOVERNMENT BOND’ 


)The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT**° MONTHLY INCOME INSURANCE. 


hd ieee LATEST POLICIES AND AGENCY CONTRACT Sii]:07.\Hi: 
Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 













SOME LIFE INSURANCE SELLING THOUGHTS 


By J. A. WAY 








Commonwealth Life of Omaha 


effect. People naturally take to 

the man who is successful in his 
particular line of business. The farmer, 
the merchant, the doctor the lawyer, 
and the salesman each is respected and 
honored for the success he has at- 
tained because in each instance suc- 
cess indicates that time, money, energy, 
will-power and constructive thought 
have all been expended by way of 
preparation. And while all vocations 
offer unlimited opportunity for devel- 
opment, yet I know of no vocation 
which offers such boundless opportuni- 
ties for personal growth combined with 
liberal financial returns, as that of sell- 
ing old line or legal reserve life insur- 
ance. The need for the protection af- 
forded by life insurance everywhere 
exists, but the demand for it is not im- 
perative and it takes an exceptionally 
strong man to make a success of sell- 
ing that for which there is not an urg- 
ent and immediate demand. 


Recognizes Real Salesmanship 


S UCCESS in life is cumulative in its 


If the same character and degree of 
ability were to be found in all voca- 
tions there would be no occasion for 
discrimination when it came to the 
matter of placing a money value upon 
the services of individuals in different 
vocations. By nature, we are all prone 
to be somewhat selfish. It is an easy 
matter to induce a man to do that 
which he believes will add to his own 
bank account. Hence the salesman 
whose goods appeal to the selfishness 
of the average buyer finds a ready mar- 
ket for his wares. The commercial 
world, however, is not slow to recog- 
nize real salesmanship, and a man’s 
ability as a salesman can generally be 
judged by the compensation he re- 
ceives for his services. 


Need Not Apologize 


The man who is making an honest 
effort to sell old line life insurance need 
not apologize to anyone for his pres- 
ence in any community, for nowhere 
is there a want more universal than 
the want of freedom from poverty for 
ourselves and our dependents. And, 
nowhere can there be found a medium 
through which this freedom can be 
more readily and effectively supplied 
than through the medium of old line 
insurance. The man, therefore, who 
voluntarily assumes the onerous duties 
of spreading the gospel of protection 
not only knows that he is an indis- 
pensable factor in the modern business 
world, but that he is also contributing 
to the permanency of the home—the 
most sacred institution of civilized life. 


Study Human Nature 


We who are on the road are con- 
stantly meeting up with all sorts of 
people. We are leaving a whole lot of 
change on the counter if we do not get 
something out of our business besides 
the commissions we earn. We have an 
excellent opportunity to study human 
nature and we make a mistake if we 
do not embrace the opportunity. We 
meet the salesman who is dealing in 
brains and getting paid for it, and we 
meet the order-taker who is only work- 
ing for a salary. We meet the optimist 
who inspires us, and, if we are wise, we 
avoid the pessimist who would de- 
press us. A few days ago a lank, lean, 
cadaverous, pessimistic individual said 
to me in a sarcastic, commiserating 
tone of voice: ee d hate to try to write 
life insurance.” I said: “I don’t blame 
you; I would, too, if I were constituted 
as you are.” It takes a man with 
plenty of red corpuscles in his blood to 
sell life insurance. And, if he is 
adapted to the business, the longer he 
works at it the more red blood he will 
have. It takes a courageous man to 
discount adverse experiences in the 
present and visualize success in the 
future. But the ability to do this will 
make an optimist out of a pessimist. 





Solomon says: “If thou faintest in 
the day of adversity, thy strength is 
small.” But you will not faint in the 
day of adversity if, in the language of 
Patrick Henry, you “but make a proper 
use of those means which the God of 
nature hath placed in your power.” 
Confide always in the law of compen- 
sation which impartially recompenses 
every man according to the services he 
renders in life. Adhering implicity to 
the law of compensation enables a man 
to work indefinitely without visible 
signs of success, knowing that the 
longer success is deferred, the greater 
will be the payment with compound in- 
terest when it does come. 


Three Separate Entities 


The life insurance business readily 
divides itself into three separate and 
distinct entities, each of which is de- 
pendent upon the other two for its ex- 
istence. First and foremost, there is 
the interest of those whose capital and 
energy have perfected the organization 
and who are to be held primarily re- 
sponsible for the proper conduct of 
the business. Secondly, there is the 
no less important interest of the pol- 
icyholders, who, in the aggregate, con- 
stitute the company and whose finan- 
cial and moral support are the factors 
which shall largely determine what the 
institution’s future possibilities shall 
be. And last, but not necessarily least, 
there is the interest of the agency 
force, through which the business is 
to be obtained and by whose business 
integrity the general public will form 
its unerring estimate of the concern 
as a whole. 


Satisfied Policyholders 


Now, the most valuable asset that a 
life insurance company can have is a 
good, live bunch of satisfied policy- 
holders. And the most valuable in- 
surance asset that the policyholders, 
themselves, can have is the kind of a 
company that maintains the kind of an 
agency force that produces—a good, 
live bunch of satisfied policyholders. 
The agent who attempts to procure his 
business without due regard to the 
three entities referred to cannot hope 
to avoid confusion, as the interests of 
each is so intermingled with the others 
that an injustice to the one of them 
will invariably reflect itself in each of 
the other two. Negative qualities in 
a salesman are enervating and dissi- 
pate the forces that make for success. 
If, in this business, a man imagines 
that his own selfish interest is the only 
one to be conserved, he has missed his 
calling, and might just as well step 
down and out, for, sooner or later, the 
public will retire him if his company 
does not. 

Appealing to Others 


In your attempt to interest others in 
what you may have to sell, you can 
well afford to conclude, always, that 
that which does not appeal to yourseli 
will not appeal to others. Misrepre- 
sentation of the policy-contract is in- 
excusable. A respectably small num- 
ber of our own force has already been 
decapitated for this offense, be it said 
to the everlasting credit of the com- 
pany who performed the operations. 
One of the mést vitalizing, business- 
getting qualities in a salesman’s make- 
up is a disposition on his part to share 
with the prospective buyer the good 
that he expects to accrue from the sales 
that he hopes to make. The agency 
force is the medium through which 
the company contacts with the public. 


Agents Are the Arteries 
And the individual agents of the 


agency force are the arteries through, 


which the body-company receives its 
nourishment. It is important that this 
arterial system be superintended by 3 
skillful physician, who not only is able 
to diagnose the cause, but prescribe the 
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cure as well for any particular artery 
that may have become diseased. If, 
perchance, some _ particular artery 
should become hardened by disuse, or 
clogged by doubt and fear and proves 
itself unable to respond to skillful and 
patient treatment, the sooner such an 
artery is severed from the body-com- 
pany, the better it is for all concerned. 
Other arteries there are that some- 
times develop proclivities for convey- 
ing to the body-company all sorts of 
indigestible stuff that poison the blood- 
stream and keep things in an uproar 
generally. 

Creed Is Given 


I believe in creeds; not, however, 
the kind of creeds that distort the soul 
and mirror the soul’s agony in body 
and face. I believe in a personal creed 
that emancipates mind, soul and body, 
and contacts the self with infinite 
power. I have such a creed of my own, 
and it is as follows: 

I believe that every faculty of my 
spiritual, mental and physical being is 
persistently, harmoniously and effect- 
ively working for my greatest good. 
I believe that I shall not want for any 
good thing, for these faculties, when 
so working together, conceive the de- 
signs and execute the plans of God in 
my life. These designs and these plans 
attain their fruition through personal 
experience. I, therefore, have the 
gratifying assurance that each and 
every experience that I encounter on 
my journey through life is not only 
wholesome, but essential as well to the 
symmetrical growth and development 
of the spiritual, mental and physical 
man. Faith being “the substance of 
things hoped for and the evidence of 
things not seen,” it naturally follows 
that a quiet but joyful state of affirma- 
tive expectation in the inner conscious- 
ness is the essence of faith. Being, at 
all times, conscious of the power gen- 
erated from within by such a state of 
being, I know that my success in life 
is limited only by the degree and qual- 
ity of my faith. Furthermore, I know 
that the degree and quality of my faith 
are unlimited because they are in a 
process of continuous development 
through the silent power of construct- 
ive thought which is the essence of 
fervent prayer. 








| LIFE AGENCY CHANGES | 


National Life U. S. A. Appointment 


Mark Sheafe and Ernest P. Wix have 
been appointed general agents of the 
National, U. S. A., for S. D., under the 
name of Sheafe & Wix, with headquar- 
ters at Watertown. Mr. Sheafe is one 
of the leading attorneys of the commu- 
nity and former state senator. Mr. Wix 
formerly represented the Northwestern 
National Life in South Dakota. 

















W. S. Reeve Goes to Detroit 


W. S. Reeve, who has been the 
largest personal producer in Colorado, 
and has represented the Northwestern, 
has become general agent of the Union 
Central at Detroit, Mich. J. G. Al- 
bright, general agent of the Union 
Central at Detroit, will remain with 
the company, handling his individual 
business and will concentrate on large 
lines. Mr. Albright has been with the 
Union Central over a quarter-century, 
for many years as state agent for 
Wisconsin. 





Cc. F. Hunter 


The Ohio National of Cincinnati has 
completed its organization of the Ten- 
nessee field, which it recently entered, 
by appointing Charles F. Hunter, of 
Copper Hill, manager for East Tennessee. 
Mr. Hunter formerly was with the Old 
Colony, and has made an enviable record 

: both producer and organizer in the 
mountain country. 





Alan §. Ingersoll 
Alan S. Ingersoll of Newark, N. J., 
will be right hand man to A. A. Drew, 
the new Chicago general agent of the 
utual Benefit and formerly superin- 
tendent of agencies of the company at 


“re 








the home office. Mr. Ingersoll was 
formerly connected with the Newark 
agency of the company, is a graduate 
of the New York law school and was 
for a number of years connected with 
the New York Central Railroad. 


Frank L. Jones 


Frank L. Jones, Chicago general agent 
of the National Life of Vermont, has re- 
signed to go with the Cameragraph Com- 
pany of Kansas City. Before going with 
the National Life Mr. Jones was one of 
the leading agents of the New England 
Mutual in Chicago. 


H. F. Sleeper 


H. F. Sleeper, agency organizer for 
the Reliance Life at San Francisco, 
has been advanced to the position of 
supervisor of the company’s California 
department, covering California, Nevada 
and Arizona. 














Why Average Size of 
Policy Is Increasing 








its average policy is increasing in 
size. In 1917 the average policy 

was $1,666. Last year it was $2,191 and 
so far this year it is $2,260. The Inter- 
national Life says that large policies 
may be accounted for partly because 
rich men are subscribing for insurance 
as a business stabilizer, as a sinking 
fund and as a solution of the real pro- 
tection for an estate. The company 
asserts that there is a growing tend- 
ency on the part of men of more mod- 
erate means to extend their life insur- 
ance lines. The decreased purchasing 
power of the dollar today furnishes 
the plausible explanation of a tendency 
on the part of big business men and 
corporations to embrace life insurance, 
says the International Life, as a ready 
provision as a sinking fund to safe- 
guard the solvency and prosperity of 
a business situation when the future 
dollar re-establishes its normal pur- 
chasing power. 

Commenting further on this subject, 
the International Life says: 

“Everybody knows that the dollar 
today along many lines purchases about 
one-half the value that it purchased sev- 
eral years ago. A dollar must be re- 
garded as a commodity like wheat— 
rather less golden than wheat at the 
present moment—which is exchangeable 
ordinarily for the world’s goods on a 
basis of supply and demand. Expansion 
of credits and circulation of currency 
today, brought about by war-time condi- 
tions, is regarded as somewhat out of 
gear with the available supply of the 
usual commodities. The business man 
making a profit of $20,000 this year as 
compared with a profit of $10,000 several 
years ago has increased his influx of 
dollars without increasing, however, the 
relative purchasing power of his estate. 
The same business men in position to in- 
vest $2,500 a year in life insurance in 
these times enjoys not only a credit 
protection afforded by insurance, but a 
contract which will return with interest 
in the future the same dollar he has in- 
vested except that each one of these 
Gollars when finally returned is calcu- 
lated to have, say, double the purchasing 
power of the dollar which he now de- 
pesits as an investment with a life in- 
surance company. The equivalent of $2 
in the future grows out of the invest- 
ment in life insurance of $1 today.” 


CHANGE IN ATTITUDE 
(CONTINUED FROM PAGE 11) 
Walker, “still going strong.”  Inci- 


Tis. International Life finds that 


| dentally he has been advanced from 


agency director to supervisor—the 
change in his mental attitude may have 
had something to do with that. I think 
it did. 

The point is this. Self-complacency 
is a heavy handicap for any insurance 
writer. One of the country’s great 
salesmanagers used to admonish those 
under him to be contented but never 
satisfied. Mr. Langmuir got out of the 
rut, became dissatisfied, and it brought 
him victory. Never allow yourself to 
become self-satisfied with small results. 














THE OHIO NATIONAL LIFE 
INSURANCE CO. 


CINCINNATI, OHIO 
ALBERT BETTINGER, President 


THE COMPANY WITH THE BIG SURPLUS 





Management Progressive, Yet Conservative 
Complete Protection Low Cost Policies 


$5,000.00 20 Payment Life Pro- 
vides the Following Benefits: 


$ 5,000.00 death from natural causes 


10,000.00 death from accidental 
causes 


25.00 per week for temporary 
disability 
50.00 per month for life for total 


permanent disability and the face 
of the policy at death 


Premium age 30, $175.34 
40 
Writing at the Rate of $8,000,000 New Business in 1919 
Splendid Openings in Ohio, Kentucky, West 
Virginia and Michigan 


Address in confidence if desired 


T. W. APPLEBY 


Secretary-Agency Manager 














HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 


Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 




















California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 


WE SERVE THE WEST 








Admitted Assets Insurance in Force 
$806,584 1912 $7,862,238 
$976,639 1913 $10,000,467 

$1,222,413 1914 $13,059,379 
$1,854,684 1915 $15,349,747 


$2,069,735 
$2,442,881 


1916 
1917 


$22,838,573 
$25,221 480 | 
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A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issuzd 
Dec. 31—1888.... $ 104,307 §$ 889,073 1889-1898...... $ 2,128,182 $460,386 
1898.... 321,505 8,392,902 1899-1908...... 12,088,346 1,169,329 
1908.... 3,621,170 43,443,633 1909-1918...... 35,887,982 2,199,357 
1918.... 15,758,208 145,055,484 


the WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 








SELLING SIDE OF 








LIFE INSURANCE 











A Wider Field —An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3.000, to 
young men and young women as young as age 2—protective insurance and Edu- 
cational and Business Start Endowment Insurance. This extension of the age 
limit far Ordinary Insurance down to age 2 helps our Agents considerably, and 
we have other advantages that help still more. Weprovide banking facilities for 
our Agents in the rural districts. We issue Participating and Non-Participating 
Policies. As regards adults, we write contracts with Double Indemnity provi- 
sions covering any kind of fatal accident, or with Double Indemnity provisions 
covering fatal travel accident only, as may by desired. We issue policies with 
waiver of Premium and Disability Annuity or Instalment Payment features. 
We insure ma'es and females at the same rates. If you cannot make a full time 
contract with us we will let you write our insurance for children as a side line, as 
long as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 











W /AN | ] ‘T): SUPERVISOR of Agents 

¢ for the State of Oklahoma. 
Must be acquainted with the territory and have had experience in securing and 
trainin ; new agents. Salary and expenses. Address: 


J. FRANK MONTGOMERY, Agency Manager 


American National Insurance Company 
GALVESTON, TEXAS 











The Toledo Travelers Life Insurance Company 


SECOND NATIONAL BANK BUILDING, TOLEDO, OHIO 
Want Producing Agents for Ohio Territory 
Opportunity for Advancement 
On Agency Matters Address E. W. GAGE, Secretary 








State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


Incorporated 1 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
wa furnished unsurpassed protection and service, 
Additions are made to our agency force when the right men are found. 
STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 


S life men grow older in the busi- 
A ness they realize that it is im- 
possible for them to accomplish 
any real results where they are dis- 
tracted or worried. That is, if any out- 
side influences are keeping their prin- 
cipal thoughts from the sale of life 
insurance they are not 100 percent 
efficient. The distracted man cannot 
accomplish results. Many life insur- 
ance men, and certainly the majority 
of the phenomenal producers, have 
temperaments that rival those pos- 
sessed by the grand opera stars. They 
can produce and do good work only 
when in the mood. 

In a lesser degree this is true of the 
smaller life man. If his domestic af- 
fairs are running smoothly, if his health 
is about normal, and if he has no finan- 
cial worries he is rather certain to pro- 
duce the business. However, if a part 
of his time and attention must be given 
to something else, if his “mind is not 
on the race,” this will show up in the 
result for the year. A good record is 
possible only where there is nothing to 
divert attention and energy to outside 
interests. 





PROSPECT signs his name on the 
dotted line as a result of what he 
thinks. Before signing up he must be 
mentally willing. He must think cer- 
tain thoughts; and to get him to think 
along the lines that will lead him to act 
the agent must have some sort of a 
knowledge of the kind of a man he is 
dealing with. 

Every successful life insurance agent 
is, whether he knows it or not, more or 
less of a character analyst. 

If, for instance, you size up a pros- 
pect as a self-centered man, dwell on 
the advantages of the cash surrender 
value. Present to him the severa! in- 
vestment propositions to be found in 
life insurance. The fact that he does 
_ have to die to win will appeal to 

im. 

If, on the other hand, he is of a dif- 
ferent type, the man who thinks not of 
himself, but of his family, appeal to 
him from the standpoint of the pro- 
tection he could buy for his loved ones. 
Appeal to his unselfish nature. A char- 
acter analysis simply brings this out in 
the shortest possible time. The agent 
who does not make an effort to size up 
his man before he presents his propo- 
sition is wasting a lot of his own time, 
as well as the prospect’s. 

* ok ok 


W F. Wallace, manager at Utica, N. 
¢ Y. for the Massachusetts. Mutual 
replied, in answer to the question, 
“What must a man do in order to be- 
come a successful salesman?” that the 
main reason for the small amount of 
business written by some agents is due 
to a lack of concentration. To make a 
success in any line of business, a man 
must think and work all the time. All 
of his thought and energy must be di- 
rected along business lines. 

Mr. Wallace says, that the power to 
cencentrate on business affairs can be 
cultivated. He states that he was read- 
ing, one evening when his eyes became 
tired, so he lay the book aside and 
began to think of business, wondering 
where he could get an application the 
next day. He concentrated his mind 
on that subject for two hours with the 
result that he retired feeling sure that 
he would be able to write a certain busi- 
ness man the next day. After he had 
opened his mail the next morning, he 
went to the man’s office. When he left 
at the end of an hour, he received the 
man’s promise that he would put in 
his application if the agent returned 
in two days, for the prospect desired 
this time to decide on the amount. Mr. 
Wallace called again at the appointed 
time and received an application and the 
first premium for a good sized policy. 

To further illustrate the results that 











one may attain from concentration on 


business, Mr. Wallace related an ex-. 


perience of one of his friends who is 
a salesman for a large specialty house. 
This salesman told Mr. Wallace that 
he believed that he had a different 
method for selling goods than most 
salesmen. To illustrate what he meant, 
he recalled a time when his firm re- 
ceived a large consignment of goods 
and was urging its salesmen to re- 
double their efforts in order to dis- 
pose of the unusual amount of stock 
in as short a time as possible. This 
salesman had been the leading man of 
his house for some time. He de- 
termined to make a good showing on 
a special line of which it had a large 
stock. His first thought was to find 
some manner in which he could pre- 
pare himself for accomplishing this 
end. 

The next day he shouldered his shot- 
gun and went to the woods with the 
intention of spending the day in plan- 
ning some method of procedure when 
he should be out on the road again. 
He thought of all the towns and mer- 
chants on his route. He studied the 
men that he knew he would meet, 
thinking of different- arguments which 
would appeal to these men. When he 
returned from his trip, he learned that 
he had sold 65 percent more goods than 
any other salesman. 

Here were two examples of results 
gained from concentration. In each 
case the salesman had a definite plan. 
He had studied his field carefully and 
knew exactly where he would meet with 
trouble. Each man spent much time 
and thought in making plans for over- 
coming all obstacles. In each case 
the salesman was well repaid. 





N discussing arguments for life in- 

surance the other day a life man 
said that some event takes place every 
day which, if given to the prospect 
during the canvass, proves the value of 
insurance and removes all reasons for 
delay in taking out a policy. He said 
that a man took out a policy some 
time ago with his company. Two 
weeks later he had his tonsils removed 
and bled to death before he recovered 
from the effects of the ether. This 
was an operation that a child could 
undergo and be playing the next day, 
yet this man who had passed the ex- 
amination for a life insurance policy 
but two weeks before died as the re- 
sult of a minor operation. 

The agent has had a personal expe- 
rience which is a good argument for 
solicitors representing companies that 
issue policies covering life, health and 
accident. Some time ago he insured 
himself in his company under a policy 
that gave him complete coverage. He 
passed the physical examination, yet 
in less than a month he became sick 
and was compelled to undergo a seri- 
ous operation. It was two months be- 
fore he was able to leave the hospital. 
If he had put off taking the combined 
policy another month he would have 
lost money because of his enforced 
idleness and been compelled to stand 
the expenses without anything coming 
in. The weekly check of the insurance 
company proved a great aid to him. 

Examples of this nature are common 
enough to be familiar to the people. 
The solicitor who appeals to his pros- 
pect by referring to actual happenings 
in life will have no difficulty in im- 
pressing the value of insurance. 


A LIFE man said the other day that 

an analysis of the situation shows 
that the most profitable method of se- 
curing prospects is by open soliciting. 
The agent does not hesitate to use 
strong, forceful arguments when s0- 
liciting a person whom he has never 





be a potent factor in the straight can- 
vass. 

In the approach much tact is re- 
quired in stating the object of the call 
for this is the point when the solicitor 





meets objections or a flat refusal. The 





seen before. Personality will prove to 
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solicitor should at no time try to drive 
insurance down the prospect’s throat. 
This method will only serve to disgust 
the prospect. Many a prospect is lost 
by over-anxiety on the part of the 
agent. A pleasing personality will al- 
ways be a big factor in the straight 
canvass where the first impression has 
much to do with the ultimate success 
or failure. Even though the agent may 
fail to close the case he should never 
show disappointment. He should al- 
ways make it a point to leave the pros- 
pect with a smile. The man who does 
this will often succeed where others 
“fail. The successful solicitor will try 
to get on a friendly basis with the pros- 
pect as soon as possible. It is true 
that no two cases can be handled alike, 
but a cordial approach will pave the 
way for a good hard drive on the next 
interview. 

There are almost as many different 
ways for securing interviews with men 
in offices as there are agents. An agent 
told a method that he uses successfully 
while discussing the straight canvass. 
He said that while he was soliciting in 
an office building he dropped into a large 
office and asked to see the manager. The 
young lady at the information desk 
wanted to know his name and.business. 
He gave her his personal card saying 
that his business was personal. The 
manager said that he would see the 
caller. He listened to the agent for a 
few minutes and asked in a very dis- 
courteous voice why he had not stated 
his business before he came in. The 
agent was equal to the occasion how- 
ever and said that he considered life in- 
surance a personal matter and would 
discuss it with no one except the man 
who was the most vitally interested. 
The agent departed with a specific ap- 
pointment. 


Law Forbids Misrepresentation 


INDIANAPOLIS, IND., June 4.— 
A law has been placed on the statute 
books of Indiana, which is aimed at 
the suppression of the practice of mis- 
representation of the terms and condi- 
tions of life policies and provides the 
cancellation of license where violation 
is proven. Keen competition has cre- 
ated an unhealthy condition in life in- 
surance selling ranks in Indiana and it 
is felt that the new law will at least 
weed out the worst offenders. 





Life Insurance Counsel Meeting 


The chief speakers at the mid-year 
meeting of the Association of Life 
Insurance Counsel in Chicago June 
10-11 will be William BroSmith, gen- 
eral counsel of the Travelers; Alfred 
Hurrell, third vice-president and _ so- 
licitor of the Prudential; Louis Dan- 
zinger, assistant general counsel of the 
Massachusetts Mutual, and Robert 
Stone, general counsel of the Kansas 
Life. The first meeting will be held 
at 2 p. m. on Tuesday the tenth, and 
the dinner at 7 p. m. of the same day. 


Life Notes 


Calvin R. Ledbetter, aged 43, of the 
firm of Price & Ledbetter, of Little Rock, 
Ark., state agents of the Union Central 
Life, died May 28, after an illness of only 
a few days. His death was due to com- 
plications following an operation. He is 
survived by his wife and two sons. 


C. W. Zeilman, a banker representative 
of the Bankers Life of Des Moines at 
Lake View, Iowa, wrote forty-two ap- 
plications for a total of $121,500 of busi- 
ness during four fine days in May. Fif- 
teen of the applications were from men 
who had formerly bought insurance from 
Mr. Zeilman. 


C. R. Basse of San Antonio, Texas, who 
formerly was the proprietor of one of the 
most famous cafes of that city is now 
one of the representatives there of the 
Bankers Life of Des Moines, and in five 
weeks, has written $80,000 of business, 
although he had never seen a rate book 
until five weeks ago. 


You can find out just about what you 
want to know about any life insurance 
company in the Unique Manual-Digest, 
out May 15. Order now. The National 
Underwriter, Duttenhofer Bldg., Cincin- 
nati. 











WILLARD E. KING, Vice President and Manager of Agencies FRANKLIN A. BENSON, Secretary and Superintendent of Agents 





FIRST RURAL OLD LINE COMPANY 


Low participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of over three millions a year and have a particularly attractive prop- 
osition for men with clean records who can deliver the goods—as General, State or District Agents. 


Home Office: BAY CITY, MICHIGAN 

















Standard Life Insurance Company 
HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to Address the ecg at —_ tor come con- 
the up-to-date Agent either part time or a oe Page on meta &. owance 
whole time that we have the best proposi- Conn eptieien tn Michigan, Son, Iiibiaie 


tion and opportunities for his future success. Nebraska, Kansas, Oklahoma, Missouri and Indiana 
Approximately $35,000,000 insurance in force. 














THOMAS J OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director — bales oaee 
CENTURY LIFE INSURANCE CO,, inoranarouis 
Capital. $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 


All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de 
Indiana who believe in the ability of the: management to partments of life insurance work. 

build _jreallife insurance company. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

Mf yeu want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency— 
Tell us where you want to work 
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Indiana National Life Insurance Co. | 
INDIANAPOLIS } 
Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 
Our policy contracts are liberal and modern, having many Our Home Office is helpful; our agents are pleased with 
features that appeal to agents and prospects. the treatment accorded them. 
WE PAY OUR AGENTS WELL WHO DESERVE WELL 


For Territory and Agency Contracts Address C. D. RENICK, Presiden: 








THE FARSEEING AGENT KNOWS “SOMETHING 
The demen- NEW FOR 









that his strated values - 
abilities linked offered your AGENTS 
: SMT! t 
up with the WILL GAIN HS 
policies of WIFE INSURANCE COMPANY CONFIDENCE 


of BOSTON, MASS. 


‘MUST WIN ALL THE TIME National 
American 











E. S. ALBRITTON, Supt. of Agencies, Saint Paul, Minnesota 





The Minnesota Mutual Life || Lif € 
INSURANCE COMPANY Insurance 


E. W. RANDALL, President T. A. PHILLIPS, Secretary-Actuary 


We have just entered 
THE STATE OF KANSAS Company 
We are looking for one or two capable General Agents 
A REAL OPPORTUNITY ¥ 
For Particulars Address Burlington, lowa 
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Our Superintendent 


of agencies will visit Indiana and Pennsylvania 
next week for the purpose of selecting general 
agents in certain portions of those states. 


If You Want a Good Contract 


wire or write us instantly and appointments 
can be arranged. Only men of experience will 
be considered. This is a rare opportunity. 


The Bankers Reserve Life Co. 
Omaha, Nebraska 


Our men are producing nearly $2,000,000 a month 














President 


COLUMBUS, OHIO, 


An OHIO Company, uriting policies on O 
money in OHIO for the development of OHIO industries 
MisgeciskbGbonweebehw oe eoeces$ 3,286,468.00 
Insurance in Force.................... 0. «--- 26,191,875.00 
Surplus to Policyholders................. caters 


New Continuous Monthly I: Polici 
Gplendid epportunities for AGENTS in many oetiens of nite ww Gpadieiae 


Dr. W. O. THOMPSON 


Admitted Assets 


The Midland Mutual Life Insurance, Company 





383,467.00 





We solicit inquiries from 


G. W..STEINM 


Secretary 


people and keeping OHIO 


eatin 
AN 
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The Sign of Good Saswenee 

















We have some splendid openings in Indiana for 
first class agents in both the Industrial and 
Ordinary Departments. We guarantee earnings 
to start on, of from $60.00 to $90.00 per month, 
all depending upon previous record. Quick ad- 
vancement. Write, telling all about yourself in 
your first communication, which will be con- 
sidered confidential, to 


A. S. Burkart, Vice-President 
Conservative Life Insurance Company of Amrieca 


Home Office, South Bend, Ind. 

















J.0. LAUGMAN, President! 


B. O. BERGE, Secretary 


Lutheran International 


Jusurance Company 
Capital $100,000.00 


Ottawa Banking & Trust Building 
OTTAWA, ILLINOIS 


Surplus $121,477.33 








confidential. 


We have something to offer in the way of a general agency that is 
very attractive to find with an old, conservative life company. 
will pay anyone interested to investigate. 


All communications 


Address 77-P, care The National Underwriter. 











CONSERVATION OF BUSINESS 


We are transferring, reinstating, revamping and cleaning up indebted policies for a number of Life 
Companies, thus standardizing and conserving the business, increasing the income, preventing lapses, 
and keeping the policyholders satisfied and at practically no expense to the Companies. 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. 


Chicago, Illinois 











DANGER OF OVERLOAD 


H. S. STANDISH GIVES ADVICE 





Says Mistake Is Being Made in Urging 
Soldiers and Sailors to 
Undergo Strain 





H. S. Standish, statistician of the 
Chicago office of the Union Central 
Life, who served as an officer in the 
army during a part of the war, com- 
mented the other day on the govern- 
ment life insurance situation. Mr. 
Standish is in a good position to make 
some observations on the conditions in 
the War Risk Bureau and the plan to 
conserve as much of the government 
insurance as is possible. 

Mr. Standish said that_most of the 
men who took out government insur- 
ance were oversold. They were urged 
by their commanding officers to take 
the full $10,000, and being accustomed 
to military orders, they felt it necessary 
to go the limit. Furthermore, they had 
the possibility of getting into active 
service on the front brought closely to 
them, and it was easier to load up on 
insurance because of the great danger. 
At the present time the insurance of- 
ficers in the army and navy are urging 
the men to maintain their insurance. 
Most of these men are young and if the 
war had not occurred and the govern- 
ment had not sold life insurance, they 
would not have been carrying any in- 
demnity at this time, or at least very 
little. Most of the regular companies 
would not carry $10,000 on the big ma- 
jority of these young men because they 
could not afford to carry it. 


Overload Is Disastrous 


Mr. Standish therefore feels that a 
mistake is being made in urging and 
practically insisting that these men who 
were or are in the service continue $10,- 
000 or a large part of that amount. He 
says that the men should carry such an 
amount as they can comfortably afford. 
It may be $1,000, $1,500, $2,000 or such 
a matter. Mr. Standish says that the 
cause of life insurance is being harmed 
by men attempting to carry more than 
they can afford. A large number of 
these young men have no dependents. 
They have been in the service and have 
just gotten back or are getting back. 
They have had a number of expenses to 
meet of an extraordinary nature and it 
will require some time for them to get 
readjusted. Mr. Standish says that a 
man who has been over-sold and who 
finds it a great strain to keep up his 
premiums, is not a very good friend of 
life insurance. He feels, therefore, that 
life insurance men who are giving ad- 
vice to those carrying government in- 
demnity should ascertain just how much 
a man can afford to carry. Perhaps 
$1,000 is all that he should have. He 
should, therefore, arrange to carry $1,- 
000 and have the other $9,000, or what- 
ever sum he carried, lapsed. 


Royal Neighbors Deficit 


The supreme camp of the Royal Neigh- 
bors of America is in session in Chicago 
this week to discuss plans to meet a 
large deficit in the benefit fund, amount- 
ing to $1,177,892. This deficit started in 
November and was carried up to April 1. 


‘The influenza epidemic is the cause of 


the present showing. Different plans are 
being discussed for meeting the deficit, 
‘the officers realizing that assessments 
will have to be increased in order to 
meet the obligations and create a sur- 
plus. The Royal Neighbors is a wom- 
an’s fraternal affiliated with the Modern 
Woodmen of America. 


Class Makes College Beneficiary 


BOSTON, MASS., June 3.—The members 
of the senior class at Williams College 
have insured their lives for the benefit 
of the college with Gale, Durant & Gale, 
Inc., of Pittsfield, Mass. Carl Gale, of 
the firm, who is a graduate of Williams, 
started the plan at Williams in 1913 and 


the class of 1920 will be the sixth to. 


insure for the benefit of the college. 
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an 
A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


DES MOINES (R-T Bidg-) IOWA 
TERRITORY 
IOWA SOUTH DAKOTA 











19,712 LEADS 


were distributed among Fidelity field men in 1918— 
the result of our direct mail advertising. This is agency 
co-operation on a vast scale and explains why we are 
writing more business than at any time in our history. 


The Fidelity operates in 40 states. Full level net 
premium reserve basis. Faithfully serving insurers 
since 1878. Insurance in force over $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 


JAA 
FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 





has just issued a very interesting booklet 
‘Suggestions for Increasing 
Your Income’’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 











MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency in 
its HOME STATE for 


The German Mutua! Life, name to be changed to 


THE MUTUAL LIFE 
OF ST. LOUIS 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 
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@One-fourth of our 
new insurance, first 
quarter of 1919, 
was taken by Wis- 
consin people al- 
ready insured in this 
Company. 


Gatdientte 


IN WISCONSIN ONLY 


C. L. MILLER 


Director of Sales 
MADISON, WIS. 














HOME LIFE 


INSURANCE Co. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 
The 59th Annual Report of the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 1918 
of which over Seven Hundred Thousan 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality, 
greater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more than 
1% and are now over Thirty Six Million 
ars. 
The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Millien Dollars. 
W. A._R. BRUEHL & SONS, 
anagers 





Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


229-232 Leader-News Building 
CLEVELAND, OHIO 

















ACTUARIES 
[)OAED F. CAMPBELL 


CONSULTING 
ACTUARY 





76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 
| ee J. HAIGHT 


CONSULTING 
ACTUAR * 


811-812-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
ULIAN C. HARVEY 
Cc 











tA 
Chemical Building ST. LOUIS, MO 
T J. McCOMB 
® COUNSELOR AT LAW 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender Values, etc., caleg« 
jated. Valuations and Examinations made. 
Policies and all life Insurance oe seeeenne, 
The Law of Insurance a Specialty. 


Colcord Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
e ACTUARY 








Telephone 1223 Assuciation Buildia 
Central $462 «19S LaSallest, GHICAGG 





ARRIS E. VINEBERG 


Feilow Actuarial Society of America 
Fellow American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Room 1437 First National Bank Building 








CHICAGO 
REDERIC.S. WE ON, F.A.LA 
FPREDERIC S: WIEHINGON-E-A.1-A 
‘% 304-306 Security Building 





DES MOINES, IOWA 


TESTIMONIAL MUSTER 


CENTRAL DEPARTMENT RALLY 





New York Life Men Hold Celebration 
Meeting in Honor of Robert E. 
Whitney, Inspector of Agencies 





All of the leading agents attached to 


the Central Department of the New. 


York Life gathered in Chicago this 
week for a testimonial meeting to Rob- 
ert E. Whitney, inspector of agencies 
of the: department, and in celebration 
of Mr. Whitney’s 35th anniversary 
with the company. Beginning Decem- 
ber 30 of last year a nine weeks con- 
test was held, the purpose of which 
was the writing of an unequaled volume 
of business in tribute to Mr. Whitney. 
During the period the agents piled up 
a written business of $14,711,000 and 
paid for business of $11,021,000. The 
Central Department has supervision 
over Illinois, Iowa, Nebraska and 
South Dakota and every office in these 
states exceeded its allotment by a wide 
margin, the Sioux City, Ia., office in 
charge of M. H. Beck, leading in this 
respect. A total of over $1,000,000 ex- 
cess for the entire department was re- 
corded. Arnold J. Ehrman of Chicago 
won the distinguished service decora- 
tion for the greatest percentage of paid 
business in excess of allotment. Mr. 
Ehrman has been connected with the 
company only since last December, 
but has already qualified for the $200,- 
000 club. 
Heavy Gains Shown 


At the dinner there were present 
from the home office as guests of 
honor, L. Seton Linsday, superintend- 
ent of agencies; Arthur Hunter chief 
actuary and J. J. Parker agent’s coun- 
selor. It was announced at the meet- 
ing that during the first five months of 
this year the Central Department has 
to its credit a written business of 
$31,224,000, that during the same period 
last year the written business amounted 
to $17,993,000 leaving an excess in 
written business of $13,221,000. The 
paid for figures for the same period 
show paid for business this year of 
$25,624,000, last year $14,824,000, or an 
excess of $10,800,000. 


Company Figures Enormous 


It was announced that the company 
is breaking all records, the figures 
for the first five months of this year 
being $290,000,000 of written business, 
as against $180,000,000 during the same 
period last year, and a paid for busi- 
ness for the first five months of this 
year of $230,000,000, as against $145,- 
000,000 last year. During the first two 
days of June the company wrote 
$7,000,000 of new business and has just 
passed the $3,000,000,000 mark of in- 
surance in force. 

Mr. Whitney has had charge of the 
company’s Central Department since 
1906, prior to which he had a varied 
experience with the company having 
at one time been manager for Japan 
and the Philippines. He has built up 
the company’s business in the central 
west to the point where it is the most 
prosperous and largest company de- 
partment. Mr. Whitney is a quiet, un- 
assuming man, but at the same time is 
decidedly popular with the field force. 
At the dinner he was presented with a 
gold watch and chain and a handsome 
silver service. 


Rosen With Federal Union 


Eli Rosen, for 19 years with the Pru- 
dential as inspector of special risks and 


general district supervisor, has been at- 


tached to the home office staff of the 
Federal Union at Cincinnati as special 
supervisor in the ordinary department. 
Mr. Rosen is especially gifted in organi- 
zation work, and for a time at least will 
devote most of his efforts to that end. 
He is a brother of H. P. Rosen of Buffalo, 
one of the leading district superinten- 
dents of the Prudential. 


. 








AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 


HERBERT M. WOOLLEN 
PRESIDENT 





1899 


_| 











TY 


up a nation-wide reputation. 


ways renders. 
better company to sell for. 








Incorporated 1851 


The Verdict of the Great Jury | 


Your success as an underwriter depends upon the verdict f{ 
brought in by the greatest jury in the world—the American public. 
For sixty-eight years the Massachusetts Mutual has been building 
Its friends are everywhere and are 
ever ready to testify to the faithful and efficient service that it al- 
There is no better company to buy from and no 


Occasionally we have a General Agency opening. | 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
[ Springfield, Massachusetts 
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For the first quarter of 1919 our new writings were far ahead of the 
first six monthsof 1918. Good men will find areal opportunity with us, 









ILLINOIS 

















HOWARD S. SUTPHEN, V. P. and Manager of Agencies 





Ohio, Indiana, West Virginia, 
Illinois and Michigan. 
Can you beat this territory? 


Write to day for particulars re- 
garding a General Agency. 


The Cleveland Life 


WILLIAM H. HUNT, President 





























Guardian Building - = = «= Cleveland, Ohie || 

















THE NATIONAL 





UNDERWRITER 


June 5, 1919 














“‘The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 












“Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 







































MORE POWER TO YOU 


The more push there is behind 
you the more power you have. We 
furnish the push. This push is the 
help we give our men. No other life 


insurance company does as much 
to insure the success of its Field 
Force. Ask any Bankers Life man 
or write 


Bankers Life Company 
DES MOINES 





| whole life policy for $1,000: 

















Columbia Lite 


Insurance Company, C™Gio 





We are all proud of Columbia these days. It is 
a name on every tongue. It stands for liberty, de- 
mocracy, freedom from military dictatorship. 

The name, COLUMBIA LIFE OF OHIO, also 
has come to mean justice, liberality, honesty and 
high-mindedness in life insurance operations. When 
you think of this company you think of equity to 
agents and policyholders. 

The Columbia Life has back of it a strongly but- 
tressed board of directors, who are seeing to it that 
the company is given every chance to develop. Its 
officers are men of wide insurance experience. 

It offers as policies, contracts well ballasted, that 
give every possible benefit consistent with safety. 


S. M. CROSS, President and General Manager 















NEWS OF LIFE POLICIES 


| 
| New Policies, Premium Rates, Dividends, Surrender 
| 
| 








Values and all Changes in Policy Literature, Rate 

» etc. Supplementing the ‘Unique Manual- 
Digest,” published annually in May at $2.50 _ the 
“Little Gem.” published annually in May at $1.2 

















PLANS OF THE MASONIC LIFE 





Buffalo Company Adopts Level Pre- 
mium Policies But Will Continue 
Step Rate Department 





The Masonic Life of Buffalo has de- 
cided to adopt new plans for insurance 
which will go into effect July 1 for an- 
nual business written on and after that 
date. The present rate for existing 
policyholders wiil not be changed. 
The surplus of $350,000 now in the 
hands of the organization will be held 
as a credit to policies now in force. 
Rates have been adopted for level-pre- 
mium policies and an improved table 
for step-rates is to be put into effect. 
The actuaries who prepared the plans 
were George Dyre Eldridge and Sid- 
ney H. Pipe. The new rates and poli- 
cies have been approved by the New 
York department. One of the new 
plans is a paid-up policy at age 65. The 
new rates on the step-rate plan are 
almost identical with those now in 
existence. Level rates have been 
adopted for policies with full reserve 
on the association’s experience and 
valuations will be made according to 
the American 4 per cent table. 

President Nelson O. Tiffany states: 
that the Masonic Life has made great 
progress in new business during the 
first part of this year and is enjoying 
great progress and will develop as time 
goes on. President Tiffany says that 
its progress has been handicapped by 
two restrictions: first, that its pros- 
pects are limited to members of the 
Masonic fraternity and that it wrote 
insurance on the step-plan only. He 
declared that it was the desire of the 
policyholders to continue as a purely 
Masonic association, but that those 
who apply for insurance should have 
a choice of different plans. 

The Masonic Life has been in exist- 
ence for 46 years. It has paid over 
$10,000,000 to beneficiaries and has al- 
ways been well managed. 

The new step-rate for $1,000 payable 
annually are as follows: 

Age Prem. Age Prem. 


<5 Se eee $ 9.00 Bs aie sis wwlcees $23.40 
LO oe: 9.84 RIAN a i wttacsierer0's 33.00 
etre oe 11.04 BO. wos vcceece 46.20 
A oie al stipes sagesre 12.60 A oo ocelot Slaps; 61.20 
MPG er No sareneveieiiors 15.48 OG os wise ss wins 69.00 
«| eae 18.72 


The following are the rates for the 


Age Prem Age Prem 
co Spears. $14.64 MO orsic-8 tages $28.08 
eT Ie NAS 16.20 ee ee 35.04 
A Ee 19.08 ire evecarer chess evens 44.04 
Oi Glass araemue 22.80 Ole wiacedesears onan 56.04 





National Life, U. S. A. 


The National Life U. S. A. brought out 
a new rate book, June 1, smaller and in 
more compact form than the old. The 
new matter embodied in the book is as 
follows: 

(1) The ordinary life, 19 payment life, 
20 payment life, and 20 payment life with 
guaranteed additions. 

(2) Explanation and rates for the Na- 
tional “Five Point Policy.” 

(3) Five year term commercial. 

(4) Options at end of period for en- 
dowment policies. 

(5) Description of old age income 
benefit. 

(6) The new total and permanent dis- 
ability provision with tables of annual, 
semi-annual and quarterly premium 
rates, including the disability rates, for 
the forms in connection with which the 
Gisability provision is written. 


Each of the 375 employees of the 
Raymond Syndicate in Boston have been 
insured under a group policy with the 
Equitable Life, the policy going into ef- 
fect June 1. The individual protection 
starts at $500 and increases by $100 each 
year until it reaches $1,000. Six months’ 
service with the syndicate is demanded 


THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 











THE PEOPLES LIFE 
INSURANCE CO. 


Now convert- 
ing Industrial 
policies to 
Ordinary. 
Splendid op- 
portunities for 
good men. 


Address 
ELON A. NELSON 


President 
Home Office Building CHICAGO 
Chicago 





























before the insurance applies. 


2 





ONE COMPANY 


And Its Agents 
Have Bought This Year 
2757 Copies of the 


Little Gem Life Chart 


and 337 


| Unique Manual-Digests 


Books would not be 
bought in such quan- 
tities if they did not 
have 


Supreme Merit 


Have you bought yours? 


The 
National Underwriter 
Company 


226 East Sixth Street 
CINCINNATI, OHIO 
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| WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 


per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
tracts directly with the Home Of- 
fice. 


We invite correspondence. 
PROVIDENT INSURANCE 


COMPANY 
BISMARCK, NORTH DAKOTA 
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THE OLDLINE | 
CEDAR RAPIDS 


600 


FOR GOOD MEN 
CB&Robbins, Pres. CBSvoboda, Secy. 
HOME OFFICE 
CEDAR RAPIDS. IOWA 











GLOBE MUTUAL LIFE 
INSURANCE ASSOCIATION 


431 S. Dearborn St. Chicago, Ill. 
Gain of the Globe for Year 1917 


Increase in Assets ........... 90 percent 
Increase in Premium Income. 20 percent 


Increase in Insurance ........ 13 percent 
For the Last Five Years 
Gain in Income ..........2.0. 230 percent 
Gain in ASSetS ....cscccscccses 190 percent 


Gain in Insurance in Force..160 percent 


Ordinary and Industrial Branches. All 
policies pay Total and Permanent Dis- 
co Benefit at the rate of $10.00 per 
week, 


All Claims Paid “On Sight” 
T. F. BARRY, Secretary and Manager. 








Agency Openings in 
SOUTH DAKOTA 


OUR POLICIES SELL 
WHEN OTHERS WILL NOT 


RATES PER $1,000 
Age 40........ $15.00 Age 45........ $17.50 


NATIONAL LIFE 
ASSOCIATION 


Des Moines, Ia. 























INSURANCE STOCKS 
BOUGHT AND SOLD 


Quotations Furnished 
BABCOCK, RUSHTON & COMPANY 





137 Se, La Salle St. Central 8900 
CHICAGO 


Experience Given on 
Total Disability 





| 
J 
HE NEW YORK LIFE says that 
some agents claim that it is difficult 
to back up the total disability clause 
because the point is made often in can- 
vass by the prospect that the cases are 
rare where total disability exists. The 
New York Life, therefore, gives its ex- 
perience for the benefit of its agents 
and the business in general. One of 
the points it makes is that the policy 
of accident and health companies con- 
tains cancelation provisions but this is 
not so with a life policy. The total 
disability feature has to stay until age 
limit is reached. The company cannot 
cancel this provision until the assured 
reaches a certain age nor can the an- 
nual rate be raised. It says that the 
increasing number of claims shows a 
growing demand for this class of pro- 
tection. It gives the following as its 
own experience: 


The showing by years since the fea- 
tures were introduced: 














Number of 





Year cases appr 
BE skis ssccudsattacgnicrt ere ame 
(i SA a mers oan Ne a eee. 50 
RRR 6 asi uw a wece edo eee eae 72 
ME oe aes wae a 2 ore aca aaa ee 114 
RMMMM areas: crac crsnctios alle Usa No nates at 181 
ME a Saviii-a ot cae ae ueee tae eee ee 207 
EPROM iG aS Slialetd ocrac a warner ails Oona cinerea *165 
"EOUME VS ccewesiicuee eu ssecoucues 803 


*Decrease under 1917 appears to have 
been principally due to change in policy 
contracts, making waiver of premium 
become operative at an anniversary. 

In the 803 cases approved to Jan. 1, 
1919, the causes of total and permanent 
disability were these, which may hap- 
pen to anyone, even those who may 
be in the best of health at the time they 
insure. 


PUIG 6 6s ci Qaecuedeewaeaweaa 361 
WRMEIENES Sov cps tcc ae caedwae ree ees 183 
PEE  cktaweweuxesédsconsnecseanes 53 
TEGRNCIEE accep gp tdengenswceetanenns 30 
Cancers Gud tUMIGES: . o6.0.6550 cesses 38 
OCMC: CAUCE. 66s chee eidetiiccenees 138 


Pn ee Peer reer 803 

Of these cases 290 have terminated by 
death. 

Undoubtedly in the large majority of 
these 290 instances which terminated by 
death the insurance was kept in force 
solely by the waiver of premium clause. 
The funds thus went to 290 needy fami- 
lies at a time when they were most 
welcome, at a time when the insurance 
money did the most good. 


Prohibition Will not Lower Rates 


DES MOINES, IA., June 3—Commis- 
sioner A. C. Savage of Iowa says that the 
man who cannot get liquor when he 
wants it will be in better health, but that 
he will take greater risk trying to get 
liquor, thereby causing greater hazards 
in the way of accidents. 

Vice-President Henry Nollen of the 
Equitable of Iowa believes that prohibi- 
tion will make more men eligible to se- 
cure policies. The companies, he says, 
do not take on hard drinkers and mor- 
tality tables show that mortality is much 
higher among men who have been hard 
drinkers but have stopped after taking 
cures or otherwise. He does not anti- 
cipate any appreciable lowering of insur- 
ance rates. 


Midland Mutual in Michigan 


The Midland Mutual of Columbus, 
which probably has been the most con- 
spicuous example of the successful one- 
state, intensively-working life insurance 
company, has broken across state lines 
at last, and has entered Michigan. Two 
general agents have been appointed— 
J. L. Hunt at Grand Rapids and John W. 
Woodhams, temporarily operating at 
Lawton, his present home, but who will 
move to Kalamazoo and conduct an ener- 
getic campaign from that thriving cen- 
ter. The success of the Midland Mutual 
as the result of intensive cultivation of 
one state is exemplified in the fact that 
during” May it wrote $925,000 of new 
business in Ohio, and that its increase to 
date this year is more than 100 percent 


In the Center of the U. S. A. 


is located a big, vigorous, and growing institution of 

life insurance. 

Our geographical location enables us to render excep- 

tional service to our policy holders and field force. 

Over $180,000,000 of insurance in force. 
INVESTIGATE FOR YOURSELF 


Missouri State Life Insurance Co. 
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EQUITABLE LIFE oF IOWA 


Announces New Policy Forms 
INCORPORATING: 


Increased Total Disability Benefits 
Double Indemnity Benefits 


and 


Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 

















Organized 1871 
LIFE INSURANCE COMPANY OF VIRGINIA 
Richmond, Virginia 
OLDEST—LARGEST—STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies 
from $1,000.00 to $50,000.00 and 


Industrial Policies from $12.50 to $1,000.00 
Condition on December 31, 1918: 


PCO SS REE Ee ne ete San eT ee RE Be eee een y $ 18,362,862.75 
PS Ee ce ine ee ae CEE Pm O EET He SMC TREE EE ET 16,626,824.78 
Ca riia le aitiee SUNG ss oo oc So ae ooo os couse ceccasideccacieseceaeces 1,736,037.97 
eNa CEN TCO MIR ONO oo’ a ca Go oa oo. cad asa Uae xa tbnseesasacyeecec’ 149,170,320.00 
Payments to Poncgiaidei ees a oscncccccccccccrccsssdsiccvssccde 2,376,218.75 
Total Payments to Policyholders since Organization.......... $21,988,834.83 


JOHN G. WALKER, President 
UUM 














THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh F=yi3,8:"* Pittsburgh, Pa, . 











Courteous—Safe—Conservative 


Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Capital $500,000 Fully Paid 


A Great Opportunity for LIVE Men 
NINE STATES 


Address W. H. SAVAGE, Supt. of Agencies 


























as compared with the same period in 
1918. 


National Underwriter, Duttenhofer Bldg., Cincinnati. 


The first of the annual volumes of policies, dividends and information about 
companies—the Unique Manual-Digest. Order your copies now; $2.50 each. The 





